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Production Moves 
eadily Ahead 
Year-Ago Pace 


1,600,000 Cars Due 
In Quarter Despite 
Fadeout of Overtime 


By Martin L, Whitmyer 
Staff Writer 


HE auto industry is steadily 
moving ahead of the 1958 level 
par assemblies. 
industry, despite parts 
es that curtailed Chrysler 
>», assembly operations, pro- 
ed 1,024,240 cars during the 
two months of this year and 
pass 1,600,000 by the end of 
first quarter. Car assemblies 
the first three months of last 
totalled 1,238,659 units, or 
percent below the current 
ut level. 
lar assemblies during January 
‘this year totalled 545,756 units 
1.5 percent boost over the 489,515 
built in the initial month of 
February output this year 
led 478,484 units, compared 


same month a year ago. 
preover, the 575,000 cars sched- 
for assembly this month would 
a 60.9 percent boost from the 
cars assembled in March 
when slumping sales dictated 
> output cutbacks. 


- * > 


THOUGH weekly output of 
cars has been running ahead of 
parable periods a year ago ever 

the first of the year, the in- 
iry began to widen the gap with 
‘return of Chrysler Corp. to 


normal! assembly operations | 


weeks ago. 

t week, with Chrysler 
».’s five divisions working 
day schedules for the first 


since Jan, 19, the industry | 


d car output to an esti- 
133,688 units, or 59.4 per- 

t more cars than were pro- 
during the week ended 

h 8 a year ago. 
he 133,688 cars were 4.8 percent 

than the 127,756 units pro- 
ted a week earlier, and connoted 
second highest weekly output 
the year. Highest output on 

ord for the year was the 135,976 
of the week ended Jan. 17. 

= = * 

JHILE many of the overtime 
schedules in effect during Jan- 
and early February have now 
ided—o nly Studebaker, Ram- 
and Ford’s San Jose plant 
(Continued on Page 53, Col. 3) 


a a a inane aimee 


ee oe 


Top Cars 


New-car registrations, 16 states 
January: 
1958 
Pos. 
8,272— 2 
10,069— 1 
3,104— 3 
2,971— 4 
2,935— 5 
2,286— 6 
1,180— 7 
1,104— 9 
1,166— 8 
973—10 
410—14 
421—13 
619—11 
479—12 
7A7—15 
149—16 
1,604 


Make 
Ford 
Chevrolet 
Plymouth 
Oldsmobile 
Buick 
Pontiac 
Rambler 
Mercury 
Dodge 
Cadillac 
Studebaker 
Edsel 
Chrysler 
DeSoto 
Lincoln 
Imperial 

3,341 Mise. 
Total All Makes 
46,162 37,989 
Further details on Page 42. 


—11,634 
2—11,211 
“3— 3,018 

~4— 2,993 
= 2,731 
2,705 
2,543 
1,316 
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Stirs Buying Interest in Albuquerque— 


in Albuquerque, N. M., in 18 years. 





This is the glittering layout of the 1959 All-American Auto Show, the first show 
The picture was taken a few minutes before 
the opening as dealers and attendants groomed their entries. The show drew 25,000 | 
and stepped up buying interest all over town, dealers said. (Story on Page 3.) 


Volkswagen, Renault Gird 
For Allout Sales Battle 


392,132 car assemblies during | 


By Ed Brown 


Staff Correspondent 


NEW YORK. — Volkswagen will 

meet new competition from the 
| Big Three by slow buildups in both 
lits shipments to this country and 
|its number of dealer points. 

VW’'s forward planning was out- 
lined last week by Manuel Hinke, 
export director for Volkswagen- 
werk, Gmbh, after a cross-country 
| survey. 

Apparently undaunted by Ren- 
ault’s goal of 100,000 sales this 
year, Hinke said the 375 VW 
| dealers should register 85,000 cars 
| and 27,000 trucks and buses, not 
including gray-market units, A 
total of 77,319 VW cars were re- 
tailed last year. 
| “Over the years,” said Hinke, VW 
will increase its dealer tota] to 
about 600. He praised VW’'s distrib- 
utor system as being “almost per- 
fect.” Volkswagen of America im- 
ports vehicles for redistribution 
| through 14 distributorships. 


| Hinke claimed 50,000 “firm- 


| deposit” orders for VW cars at the | 
end of February. The 112,000-vehicle | 
| projection for U. S. shipments this | 


|year, he said, compared to 102,035 
units last year, of which about 16,- 
000 were brought in through the 
gray market. 
~ * - 

HNEKE said total production of 

Volkswagenwerk in 1959 is ex- 
pected to hit 650,000 units, embrac- 
ing daily rates of 500 transporters 
and—before long—2,500 cars, Two 
eight-hour shifts are working five 
days a week at Wolfsburg and 
Hanover, according to Hinke. 

Hinke advised that Dr. D. 

Hahn, a European economist, has 

been named to fil] the spot re- 

cently vacated by the resignation 
of Will W. Van de Kamp as man- 
aging director of Volkswagen of 

America. 

Although he did not give any 
specific figures, Hinke did say that 
much of the recent expansion of 
the VW plant in Wolfsburg has 
been the result of the continuously 
strong U. S. demand for VWs. He 
indicated U. S. demand resulted in 
a production hike larger than orig- 
inally anticipated for 1959. 

a * * 

NOTHER source close to the 

factory added that some of the 
original VW dealers are being 
“bought out,” while more “aggres- 
sive” dealers are being put in their 
place, It was also pointed out, by 
(Continued on Page 4, Col, 1) 


| 


EW YORK.—Renault plans 
almost to double its 1958 sales 
in 1959, lifting them from roughly 
60,000 sales last year to 100,000 
units in the current year. If Re- 
nault is successful, it will become 
the top importer of foreign cars 
in the country, since the recently 
announced Volkswagen goal of 87,- 
000 car sales for 1959 would drop 
VW into second place in imports. 
Of these 100,000 units, according 
to Robert Valode, vice-president 
and general manager of Rerault 
in the U. S., about 2,000 will be the 
new Caravelle convertible,, which 
will make its first U. S. appearance 
at the International Automobile 
Show in the New York Coliseum 
Apr. 4-13. 

About 50 of these convertibles 
will be brought into the country 
in late spring or early summer, 
but the real shipments will not 
begin until sometime in October, 
it is now estimated. At the pres- 


ent time, dealer orders for the | 


convertible far outnumber the 
(Continued on Page 52, Col. 1) 


Ford Scores at Finance Hearing 


By William Uliman 
Washington Bureau Chief 
ASHINGTON. — Observers here 
believed Ford Motor scored 
heavily against bills to bar vehicle 
makers from financing by pre- 
senting evidence designed to prove 
the bills were against the best in- 
terest of the consumer, 

Oral testimony was ended by 
the Senate Antitrust and Monop- 
oly subcommittee, although the 
committee may recall some wit- 
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Car Sales Shatter 
2-Month Record, 
Top Million Mark 


By Robert M. Lienert 
Associate Editor 
EW-CAR sales in the first two 
months of this year ran at a 
record-breaking rate, estimates 
based on available figures indicate. 
As a result, sale of the one- 
millionth new car for the year 

will take place today (March 9), 
according to Automotive News’ 
estimates. 

The estimated total of 920,427 
new-car sales in January and Feb- 
ruary surpassed even the 916,608 
sales counted in the corresponding 
| period of 1955. That was the year 
| which saw registrations eventually 
zoom to the alltime record of 7,- 
| 169,908. 
| * 


+ > 


THE rather astounding perform- 
ance in this year’s opening 
|months, of course, does not mean 
that the ultimate 1959 tota] will 
surpass 1955's staggering count—or 
even that it will come close. 

Not even the most cockeyed op- 
timist could expect 1959 to pro- 
duce anything similar to 1955, 
when registrations skyrocketed 
after the first two months to soar 
above 636,000 units in March and 
sail on in that rarefied atmos- 
phere for eight out of the year’s 
10 ensuing months, 

What can be stated with definite 
|certainty is that 1959 is off to a 
| solid start in aiming for the widely 
predicted total of 5.5 million regis- 
trations for the year. 
a * > 
K*®* factor in this year’s record 
two-month showing is the im- 
ported autos, An estimated 77,400 
were registered in January and 
February. 
In 1955, the first two months 


GM's Reply 
Excerpts from General Motor’s 
| answer to critics of its position 
in the finance field through 
GMAC are on Page 8. 


nesses and it kept the record 

open for filing of statements for 

10 days. 

Judging from questions asked, 
Congressmen found the Ford testi- 
|mony provocative, giving a thor- 
ough going over to T. O. Yntéma, 
Ford finance vice-president, and 
to William T, Gossett, vice-presi- 
dent and general counsel. 

oo” * * 


ERE are some of our notes 
from the exchanges: 
Senator Hart in the chair, 


Inside Automotive News... 


Dutch transmission treat, Page 18. 
How’s business? Page 2. 


GM defends GMAC, 
Triumph Sales Test, 


Page 8. 
Page 22. 


Newspapers push car-sales drive, Page 3. 


{ 


saw only 6,103 imported cars reg- 
istered, 

Thus, counting domestic autos 
only, this year’s January-February 
total was 843,027—or considerably 
below the 910,505 domestic autos 
sold in the corresponding 1955 pe- 


riod. 


* * * 


ITH this year’s millionth unit 

sold today, the sales pace is 
running 13 days ahead of last year, 
when new-car sale No, 1,000,000 was 
recorded March 22. 

The millionth unit produced 
this year_rolled out of the factory 
Feb, 26, or 14 days earlier than 
last year, when the milestone 
model was assembled March 12. 
The millionth sale this year fol- 
lowed the millionth assembly by 11 
days. Last year, the millionth sale 
lagged 10 days behind the millionth 
assembly. 

Observers are not concerned by 

(Continued on Page 4, Col, 1) 


NADA Begins Poll 
Of Members on 
Territory Security 


ASHINGTON.—NADA ast 

week launched its projected 
poll of its members on the question 
of permissive territory-security leg- 
islation which has been bouncing 
around on Capitol Hill under vari- 
ous bills and trade terms during 
the past few years. 

The announcement came from 
NADA President Herbert L. 
Galles jr., in a special folder to 
members setting forth all the 
angles of the program, and in 
keeping with the decision of the 
NADA Board of Directors at its 
meeting in Chicago Feb. 5. 

The poll is being conducted by 
Alderson Associates, Inc., Philadel- 
phia. The firm prepared and is 
distributing the questionnaire, and 
will receive and tabulate the re- 
sults. 

The fact folder, sent over Galles’ 


(Continued on Page 4, Col. 5) 


Kefauver there briefly, Dirksen ab- 
sent, O’Mahoney there briefly, 

Yntema—“by and large, it is not 
so” that independent finance com- 
panies have competitive rates—can 
be confirmed by Lundell of Uni- 
versal CIT... 

. . . Cost of money is not very 
different—is not “substantial”, . . 
percentage of profits to net worth 
for both CIT and CCC is much 
higher than testimony would indi- 
cate—so has GMAC—besides, the 
companies complain about net re- 
turn but there are also dividends 
and higher value of stock compared 
with market value... 

. .. Moreover, independents have 
the advantage of diversifying—i. e., 
engaging in more than automotive 
financing . . . 

- . - in the “long run, the con- 
sumer pays” although in the 
“short term” manufacturer, or 
dealer may pay—at present, Ford 
is paying . . . thinks acquisition 
costs of independent companies 
are “vastly overrated.” 

. -. Says bluntly that the main 

(Continued on Page 51, Col. 1) 
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Business Probes Future . . 


AUTOMOTIVE NEWS, MARCH 9, 1959 


Much of Recession Loss Regained 


By Kenneth C. Kelley Jr. 
Staff Writer 
ITH the bulk of the recovery| 
from the recession out of the) 
way, the business community is| 
turning more attention to questions 
about what lies ahead for the long 
pull. 
The last month’s publications of | 
the Federal Reserve banks across 
the nation reflect this probing of 
the future and report on the con-| 
tinuing business recovery. 
That much of the recession loss | 
has been regained is evident in 
the Federal Reserve Board’s Jan- 
uary report on bank debits. 
The debit report shows that the| 
amount of money changing hands 
by check in January topped the} 
January, 1958 total in all 12 Fed-| 
eral Reserve districts. In addition, 
all districts showed gains for the 
three-month period ended Jan. 31. 
Here’s what the Federal Reserve | 
banks have been saying about busi- 
ness conditions at the regional 


level. 


* * * 


New England 

HREE key New England indus- | 
tries are runnirg ahead of the 
year-ago pace—primary metals, 
textiles and shoes and leather. 
Paper output is off two percentage 
points but the district’s industrial 
index shows a year-to-year gain. 
Nonagricultural employment 
continues to gain and now trails 
the year-earlier total by 2 per- 
cent. The awarding of construc- 
tion contracts has taken the 
usual winter dip but has not 
gone as low as it did a year ago. 
The district's department store 
sales are also higher than they 
were a year ago. 
= > 





New York 


— New York FRB questions 
what force will supply the stim-| 
ulus for long-run growth in the 
postrecession period. 

The bank noted that “most of 
the fuel for the 1958 recovery 


09 Mobilgas Economy Run 


came from Government spend- 
ing, easy money and the ending 
of inventory liquidation.” 


While this turned the economy | 
around, something more will be| 
in the| 
The bank suggested that 


needed for real growth 
future. 
the American consumer, “the real 


driver” of the economy, might pro-| 
vide the spark by increased buying. | 


* * * 


Philadelphia 


HE “disenchantment” 
sumers with U. S. cars was con- 
sidered by the Philadelphia FRB. 


In addition to the often heard 
points about U. S. cars, the bank 
said that another factor that may 
have cut 1958 sales was the fact 
that the “ancillary facilities”— 
parking lots, highways and the 
like—have not been increased at 
the same rate that the number 
of cars has gone up. 


The slowup in car sales may have 
been a pause to give the nation a 


Bell Is Elected 
V-P by Sylvania 


NEW YORK.—Frederick J. Bell, 
former NADA executive vice-pres- 
ident, has been elected a senior 

vice-president of 
Sylvania Electric 
Products, Inc. 
As industrial 
relations vice- 
president, he will 
be responsible for 
planning, develop- 
ing and directing 
the company’s in- 
dustria] relations 
policies and prac- 


tices, according to| Reserve District, which includes} 


P. J. Beil Robert E. Lewis, 
president. Before joining NADA in 
1953, Bell was director of human 


|relations and a member of the 


board of McCormick & Co., Balti- 


| more. 


To Wind Up in Kansas City 


DETROIT.— The 1959 Mobilgas 
Ecoromy Run will start in Los 
Angeles, Apr. 5 and finish in Kan- 
sas City Apr. 9, according to Walter 
A. Guthrie, Detroit division man- 
ager, Mobil Oil Co., Inc., sponsor) 
of the event. 


About 30 contestants, driving 
virtually every make of auto de- 
signed and manufactured in the | 
U. S., will compete. Foreign cars | 
will not be allowed in the run. 


Details of the approximately 2,- 
000-mile route will not be an- 
nounced until just before the start, 
Guthrie said. 


The economy run is designed to 
demonstrate the relative efficiency 
and potential mileage that may be| 
obtained from 1959 model pas-| 
senger cars travelling over a course 
and under various corditions that 
the average motorist would be 
likely to encounter. 


There will be six classes of en- 
tries, based on size and price of 
ears. They will range from autos 
with a wheelbase of less than 110 
inches to high-priced cars costing 
more than $5,000. All entries must 
be stock car models available to 
the public. 


Winners in each class will be 
selected on an actual miles-per- 
gallon record rather than on the 
ton-mile per gallon formula used 
in previous years. There will be 
no overall sweepstakes leader 
such as has been officially recog- 
nized in former years. 


The run will be held under rules 
and regulations and with the sanc- 
tion of the U. S. Auto Club and 
the Federation Internationale de 
Automobile. The Auto Club is re- 
sponsible for the technical details 
of the evert and for the selection 
and control of cars during the en- 
tire period. 

Two cars of the same make and 
model may be entered, provided 
one is driven by a man and the 
other by a woman, Women drivers 





will have equality with men, in con- 
sideration for awards. 

A special train will carry rep- 
resentatives of auto manufactur- 
ers, dealer associations and Cali- 
fornia civic officials from Los 
Angeles to the finish point. Head- 
quarters for the run will be at 
the Muehlbach Hotel in Kansas 
City. 

The 1958 run terminated at Gal- 
veston, Tex., and was the farthest 
East the finish has ever been. In 
preceding years the run terminated 
at Colorado Springs, Sun, Valley, 
and the Grand Canyon. 


of con- 


| chance to catch up on these facil- 
ities, the bank said. 
* * * 


Richmond 


HE textile industry is facing 
1959 “with optimism and sights 
|set much higher than they have 
| been in many years,” according to 
the Richmond FRB. 

The bank added that it was 
“uneasy optimism” because a real 
upswing in sales has not devel- 
oped. 

Clouding the picture is the fact 
;}that nonunion workers are being 
granted wage increases and the in- 
|dustry is attempting to meet the 
|increased costs with higher prices 
on the finished products. 
| * cal « 


Deep South 


|HE Atlanta FRB noted that the 
recession proved to be less 


Steel Sells Cars— 


Sheila Jackson, right foreground, describes the five 1959 cars used in the unique 


24-minute videotape commercial on the * 


‘U. S. Steel Hour" television show. Thoma; 


| severe in the Deep South than in| w. Norton, U. S. Steel general advertising manager, explained the purpose of the 
commercial. “At least once a year, U. S. Steel runs a commercial on the ‘U. S. Stee! 


ithe nation as a whole. While the 
district’s nonfarm employment fell 
by 2.8 percent, the national drop 
was 4.6 percent. 

One of the main reasons for 
this is the fact that the Deep 
South has been growing rapidly 
in recent years and the growth 
momentum gave the district an 
added push when it needed one. 
In addition, much of the district’s 

economy is centered in industries 
least affected by the recession. For 
instance, more than 20 percent of 
|wage and salary income in the 
Deep South comes from Federal, 
state and local government, com- 
pared to about 15 percent for the 


nation. 
> > > 


Cleveland 


HE business pace is uneven 
across the Cleveland Federal 


Ohio, Western Pennsylvania, 
Northern West Virginia and East- 
ern Kentucky. 

Two cities with diversified in- 
dustries, Columbus and Cincin- 
nati, were the only major cities 


~ | im the district which had higher 


| department store sales in 1958, 
| compared with the previous year. 
The district as a whole showed a 
decline of 5 percent. Cities which 
had a more-than-average dip in- 
cluded Pittsburgh, Cleveland, Erie, 
Pa., and Canton, O. 
> ” aa 
Chicago 


vos Chicago FRB appears to be 
somewhat uneasy about the 
“virtual unanimity of opinion” that 
1959 will be a year of general pros- 
perity. 

Noting that widespread belief 
that things will be better tends 
to make them better, the bank 
went on to observe that extremes 
of optimism are less cause for 
worry early in an upturn than 
toward the end of a boom. 

On the dark side, the bank re- 


(Continued on Page 52, Col, 3) 


Business Barometer 


Automotive News Economic Index — 


100.9 Percent of 
124.6 Percent of 


Auto Production 

Truck Production 

Auto Registrations—Year to date. . 

Truck Registrations—yYear to date. 

Steel Production—tTons 

Lumber Production—Board feet... 

Paperboard Production—Tons.... 

Soft Coal Output—tons 

Oil Refinery Output-—Borreis ... 

Electric Output—kKilowatt hours.... 

Barometer Freight Car Loadings 

Department Store Sales index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings 
Used-Car Prices—aAverage 
Business Failures 


Common 
Stocks March4 Feb. 25 
26%, 
55% 
55 


46%, 


‘58-'59 Range 
43%- 8 
59 %_-44 
57 54-37% 
52 -33% 


- 56% 


$61,581,956,000 
Commercial and Industrial Loans $29,662,000,000 
$28,213,000,000 


Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week -Last Year 
105.6 139.5 
98.4 144.0 
119.6 
140.0 
169.9 
108.3 
114.1 
118.6 
110.6 
109.9 
120.0 
123.9 
135.3 


127,576 
25,139 
46,162 
8,922 
2,506,000 
236,748,000 

301,751 

8,050,000 
53,189,000 
12,972,000,000 

350,518 

109 
407.0 


102.3 
106.9 
99.0 
97.5 
101.3 
97.8 
104.2 
98.2 
99.7 


100.3 
100.2 
100.5 

95.5 


$1,122 
296 


Common 
Stocks 


March4 Feb. 25 
42% 42 
374%, 37% 
11% 10% 
83 831 


*58-'59 Range 
44 -27 
383%4,-21% 
16 - 2% 
85,-40'%2 


(March 9, 1959) 


Hour’ designed to sell the advantages of 


the American automobile. This commercial 


is the most unique auto message we have produced to date—and is probably one 
of the most elaborate commercials ever put on tape.” 





Sheets Coated with Vinyl 
Developed by U.S. Steel 


| NEW YORK —U, §, Steel Corp. 
announces that it has combined 
| plastics and sheet steel to create a 
versatile product with applications 


ranging from railroad-car and | 


| living-room fixtures to desk acces- 
| sories and picnic coolers. 
| Known as vinyl-coated steel 
| sheet, the new material is “a 
strong contender for top spot in 
| product design due to new econ- 
omies, rugged physical qualities 
| and attractive surface treatment,” 
the company said. 
In developing the material, U_ S. 
| Steel said its researchers success- 


| fully boiled, bent, scratched, stain- | 


| tested and otherwise tortured sam- 
| ples of the plastic-coated steel to 
jlimits far beyond those of likely 
| product subjection. 
| A number of commercial prod- 
|ucts already are being manufac- 
tured with vinyl-coated steel. They 
include portable electric heaters, 
room coolers, movable steel wall 
partitions, folding chairs, office tape 
dispensers and doors. 

Among the automotive uses sug- 
gested by U. S. Steel are decks, 


Ford to Spend 
$35 Million to Up 
Steel Quality 


DEARBORN. — Ford Motor Co. 
has announced a quality improve- 
ment and modernization program 
costing more than $35 million for 
|its steel-making facilities at the 
Rouge plart here. 

Irving A. Duffy, body group vice- 
| president, said the project will get 
under way as soon as engineering 
|plans are completed. Work will 
|continue to mid-1962. 
| “This program,” Duffy said, “is 
jin line with Ford’s policy of keep- 
ling its manufacturing divisions 
| provided with facilities to produce 
products of quality representative 
of the highest technological attain- 
ments of the industry. 
| “When this program is completed 
jour steel division facilities and 
processes will be among the most 
| modern for melting, rolling ard fin- 
lishing highest quality automotive 
| steels.” 

Ford first began making steel in 
1923. The company’s 1959 annual 
ingot capacity is listed as 1,898,600 
tons—the 13th largest in the U. S. 

Ford recently has produced about 
50 percert of company steel re- 
quirements. Duffy stated that, de- 
spite the modernization program, 
Ford will continue to rely on inde- 
pendent suppliers for about half of 
its steel needs. 


$25,000 Fire Sweeps Deal 


FORT SMITH, Ark.—Fire did 
damage estimated at $25,000 at the 
Hestand Motor Co, The owner, 
H. R. Hestand, said three new 
Studebakers and a prized 1909 
model were destroyed. 





| roofs, 


hoods, side panels, station 


wagon luggage areas, truck cabs 
|}and bus side panels, ceiling panels 
|}and seat backs. 

“Tests supported by proved com- 
mercial applications substantiate 
our claim that vinyl-steel gives a 
| product the toughness and struc. 
tural durability of steel plus the ap- 
pearance and fee] of linen, leather 
| or any texture the designer wants,” 
| according to Bay E, Estes jr. U.S 
Steel marketing vice-president, 


“We are geared to operate a cus- 
tom business centered around spe- 
cific customer needs. 

“Our vinyl-coated sheets are, 
generally speaking, more than 
competitive pricewise with any 
similar product now on the market. 
The price advantage increases as | 
the order size increases—which can 
result in some real customer sav- 
ings,” he added. 

The plastic-on-steel application 
involves curing and bonding of 
liquid vinyl plastisols to sheets 
and coils—either cold rolled or 
galvanized in a continuous coat- 
ing process, Prior to cooling, the 
coating can be embossed with any 
texture that can be engraved on 
a printing roll, U, S. Steel said. 

Two teams of scientists and tech- 
nicians at the company’s Applied 
Research Laboratory, Monroeville, 
Pa., developed the new product. 
Headed by Dr, Aner N. Laubscher 
and George H, Rendel, hundreds of 
experiments were conducted to find 
a suitable plastic coating for steel 
strip. 

The development problems, the 
researchers said, centered around 
finding a way to apply mill coatings 

(Continued on Page 52, Col, 4) 
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Vinyl and Steel— 


U. S. Steel Corp.'s new vinyl-coated 
steel sheets can be drawn and formed 
into a variety of shapes. The produc 
involves curing and bonding liquid plas 
tisols to steel in a continuous mill coating 
process. Prior to cooling, U. S. Steel said, 
the coating can be embossed with any 
texture that can be engraved on a print 
ing roll. 
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oOr* of our men went out to in- 
terview the man who had just 
turned up at the top of al] the 
galesmen of his line in the country. 
He came back to report: 
“If that salesman has any sec- 
rets of selling, he still has them.” 
At a banquet, when the top sales- 
man was asked to what he attrib- 
uted his success, he replied: 
“Well, to my nine kids... . 
This is OK for repartee, but our 
man says it gets a bit frustrating 
when it goes on for an hour and 


a half. Not that we are upset with | 


the young man. Doubtless he fig- 


ures there really are secrets to/| 


gelling and why should I tell those 
bums how to sell cars, Competition 
is tough enough as it is. 

Chances are, though, that he 





could have laid himself bare with- | 


out giving one single secret away. 
= * + 


Gets Back to Work 


_— principles of selling are 
readily available to all who seek 


Chrysler Upheld 
By Jury in Vt. 


Termination Suit 


BURLINGTON, Vt.— (UTPS) — 
Following an 11-day third trial of 
a $110,000 contract suit brought by 





Colonial Motors of South Burling- | 


ton against Chrysler Corp., a jury 
brought in a verdict for the defen- 
dant in Federal Court here. 

The jury deliberated for four 
hours and 20 minutes before find- 
ing Chrysler not liable for dam- 


ages. 

Colonial Motors had claimed it 
was forced out of business when 
Chrysler failed to deliver a specified 
number of new model cars to the 


dealership during the first four) 
| the division of labor.” 


Often the difference between peo- | 
ple is a matter of ideas—the ideas | 


months of 1957. 

Chrysler contended it was not 
committed to deliver, nor the dealer 
required to accept, the number of 
automobiles stipulated in a “Man- 
agement Makes Money” contract. 

The firm. which is no longer in 
the automobile business, was owned 
principally by John H. Pearson and 
Antonio Pomerleau, who were un- 
decided on whether to appeal the 
jury verdict Thursday. 

Hearing of the case was opened 
in Burlington, Feb. 16, after a jury 
disagreement in Brattleboro and a 
mistrial in Rutland had ended two 
previous hearings before Federal 
Judge Ernest W. Gibson. 


NADA Executive Joins 


Brand Names Committee 

NEW YORK.—John Conley, di- 
rector of public relations for 
NADA, 
Names Week-1959 planning com- 
mittee, 

Conley is a member of the retail 
tiein subcommittee responsible for 
retail participation in the observ- 
ance of Brand Names Week, Apr. 
12-19. 
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them, The practice is the difficult 
thing, for it involves effort. 

It’s like with one of our former 
staff editors. He was a student of 
sleight of hand. He knew every 
sleight that was ever practiced, and 
many of them he could perform 
with considerable skill. 

“However,” he used to say, “it 
isn’t so much the knowing of a 
great variety of sleights that is 
important. Many a con man has 
made a lifetime career of just one 
or two of these sleights. They 
just keep working on them over 
and over again.” 

When we started out, we had no 
intention of linking salesmen with 


confidence men, but, of course, all | 


great salesmen are confidence men 
and in the very best sense. 


They sell well because they instill | 


in those with whom they come in 
contact a sense of confidence, And 
they continue to sell because they 
follow through and justify that 


sense of confidence their customers 


| have. 





* * * 


Big Difference? 


HIS business of what makes 

people different from each other 
is a fascinating one. Some people 
stand out like a beautiful sunrise, 
spreading cheer wherever they go. 
Others are gloomy Gusses who 
spread depression. There are stars 
in every field. 

Aristotle said that some men are 
slaves everywhere, while others are 
slaves nowhere. Adam Smith said 
that the difference in natural tal- 
ents in different men is much less 
than appears. 


“The different genius which 


appears to distinguish men of | 


different professions,” he said, “is 
not, upon many occasions, so 
much the cause as the effect of 


they fill their heads with. Most of 
us start out with an unlimited 
capacity for ideas. Some of us just 
toy with the ideas, or collect them. 

Heard Dr. Bill Alexander, an Ok- 
lahoma pastor, speaking to Pontiac 
dealers the other day. He said: 

“I pity the man who has never 


| lost himself in the pursuit of a 


great idea.” 

He has a great impact on people. 
Some like him and some don’t, but 
he does move people by stirring 
their minds. He urges those with 
whom he comes in contact to be- 
come part of the answer of life, not 
part of the problems, To accomp- 


J lish this, he suggests four steps: 


1. Have a wholesome, healthy at- 
titude toward life. Go around with 
a “yes” attitude instead of a nega- 
tive attitude. 

2. Have a self fit to live with. 
Others have said that you are what 
you pray, and the way you live 
expresses your real prayers to God. 

3. Work toward a world fit to 
live in. 

4. Have a philosophy fit to 
live by. 

+ 


Need for Inspiration 


BVIOUSLY, there is a great 
need for inspiration in the field 
of auto selling. For, as writes Bug 
Egolf, sales manager of Crowe Mo- 
tors (DeSoto-Plymouth), Aurora, 
Ti: 


. consider the plight of the 
auto salesman .. . long hours, un- 
stable earnings, dealing with buy- 
ers that merit a product mainly by 
price and price alone, harassment 
from al] the ‘experts’ in other lines 
of work but who know the automo- 
bile business better than the sales- 
man...” 

“Somewhere on this green 
earth,” he says, “there must. be a 
man who has found in buying an 
automobile that salesmanship is 
not dead or an art that has long 
been lost.” 

And of course Egolf is right. 
There must be many, but it is al- 
ways the squeaking wheel that 

gets attention. 





| 


| 
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Compulsory Safety Items 
Favored on Minn. Cars 

MINNEAPOLIS.—Nearly three- 
fifths of Minnesota adults (59 
percent) favor a law to require 
that all new cars sold in the state 
be equipped with seat belts, pad- 
ded dashboards and safety door- 
locks, according to a poll con- 
ducted by the Minneapolis Star 
and Tribune. 

Such a law has been recom- 
mended to the 1959 Legislature 
by Gov. Orville Freeman, 





D 


DETROIT.—The campaign to get 
dealers to join a giant April auto- 
sales promotion is being pressed on 
all fronts by the newspaper indus- 
try, according to Roland R. Postel, 
national automotive sales manager 
of the American Newspaper Pub- 








They Liked What They Saw— 


This is a view on opening night at the first auto show in 18 years in Albuquerque, | 
N. M. The five-day offair drew more than 25,000 visitors and dealers reported an 


increase in buyer interest as a result of 


Revived Auto Show Boosts 


the exhibits. 


Albuquerque Business 


By John D, McKee 
Staff Correspondent 


ALBUQUERQUE, N. M.— Albu-| 


querque’s first auto show in 18 
years was such a whopping success 
that officials of the sponsoring Al- 
buquerque New Car Dealers Assn. 
began making plans for the 1960 
show before the final results 
were in. 

Held at the New Mexico State 
Fairgrounds, the All-American 
Auto Show drew over 25,000 spec- 
tators in its five-day run, includ- 
ing more than 8,100 at two Sun- 
day shows. 


Perhaps the most encouraging | 


thing to dealers was the sale of at 
least seven cars off the floor. The 
first to go, a red Mark IV Conti- 
nenta] exhibited by Joe Heaston 
Motor Co., was sold for $7,848.45 in 
cash 10 minutes after the doors 
opened on the first night. 

Joe Heaston said visitors exhib- 
ited more interest than those at 
any auto show he had ever seen. 
And he has worked auto shows in 
Denver, Oklahoma City and Kansas 
City for 30 years. 

Dealers throughout the city re- 
ported an increase in buyer inter- 
est as a result of the show. 

Nelson T. Turner, manager of the 
Albuquerque New Car Dealers 
Assn. and of its parent body, the 
New Mexico Automotive Dealers 
Assn., said dealers were surprised 
and pleased at the show’s response. 

He pointed out that a good part 
of the big 8,100 Sunday turnout was 
a “show crowd” which came to see 
the seven-act stage show. 

The show opened with a rib- 
bon-cutting ceremony in which 
H, L. Galles jr.. NADA president 


Oregon Dealers 
Convene May 21 


PORTLAND, Ore.—An NADA 
Business Management Conference 
will be part of the 25th anniversary 
convention of the Oregon Auto- 
mobile Dealers Assn. May 21-22 in 
the Marion Hotel in Salem. 

Speakers will include Dave Reese, 
Drexel Hill (Pa.) Oldsmobile dealer, 
and John E. Binns, director of 
managemert services for NADA, 
who conducts NADA seminars. 

The agenda will include the an- 
nual golf tournament and a special 
program for women guests. 


and president of Galles Motor 
Co., was a principal] participant. 
Directed by Turner, the show was 
put together by a committee of W. 
E. Black, president of Oden Motor 
Co., and Knox Converse, president 
of Converse Motor Co. Don Jones, 
Jones Motor Co., is president of the 
Albuquerque organization. 
| 


ealers Urged to Join Promotion .. . 
Newspapers Pressing 
Auto Sales Drive 








lishers Assn.’s Bureau of Advertis- 
ing. 

He said more than 600 promo- 
tion kits for the “Live_ Better by 
Far with a Brand New Car” pro- 
motion are being used by news- 
papers in the planning of their 
local campaigns. 

“Meetings of newspapers with in- 
dividual dealers and dealer groups 
are taking place in hundreds of 
markets of all sizes,” said Postel. 

Both the newspapers and dealers 
in markets where organizational 
meetings have not yet been held 
were urged by Postel to schedule 
such meetings at the earliest pos- 
sible time. 

NADA, in a memo to all dealer 
association presidents and man- 
agers, endorsed the promotion, 
which is scheduled for Apr, 6-18. 

Postel emphasized that while 
the promotion is nationwide, each 
market will develop its own fea- 
tures and promotional ideas. 

In Seattle, the Post-Intelligencer 
and Times have arranged a con- 
sumer contest with free trips to 
Hawaii as the awards. The news- 
papers also have contributed to a 
prize fund for an auto salesman’s 
contest. 

In Toledo, where the Toledo 
Automobile Dealers Assn. also has 
endorsed the promotion, the Blade 
said it is preparing a program 
which will be outlined to dealers 
jat an early date. 
| In Port Huron, Mich., the Times 
| Herald, at a dealer organizational 
|meeting March 3, distributed a 
|four-page brochure ‘describing the 
program in detail and indicating 
|some of the ways in which the 
newspaper will promote the event. 

In Peoria, Ill, where three meet- 
| nee with authorized auto dealers 
|had already been held by the end 
|\of February, a 13-week campaign 
|of full pages was scheduled, with 
special features to be employed 
|during the promotion period, The 
|ad series is being sponsored by the 
|dealers cooperatively, it was said. 





| Auto dealers were not the only! Postel said the kit prepared by 
participants, Other exhibitors in-|the Bureau of Advertising and the 
| cluded Myers Auto Air Condition-| dealer kit prepared by Merrick 
ing, Seiberling Tires, H. Cook/Lithograph Co., Cleveland, have 


Sporting Goods, Pound Brothers | 
Automotive Service & Supply Co., 
Albuquerque National Bank, Radio 
Station KQEO, Plais Auto Air Con- 
ditioning, Rino’s Boat Trailers, 
Cushman Motors, First National 
Bank, Albuquerque Service & Parts 
Managers Club, New Mexico AAA 
Motor Club, the Bank of New Mex- 
ico, Allstate Insurance Co. and 
Encyclopedia Britannica, Inc. 


New-car dealers represented in 
| the show were Converse Motor Co. 
| (Chrysler-Plymouth), Darwin 
Buick, Enyart Motor Co. (Stude- 
| baker-Packard), Frontier Ford, 
Galles-Groesbeek (Chevrolet), Gal- 
les Motor Co. (Oldsmobile-Cadil- 
lac), Heaston Motor Co. (Edsel- 
Lincoln-Mercury), Jones Motor Co. 
(Ford), Wayne Lovelady Dodge, 
Lloyd McKee Motors (Plymouth- 
DeSoto), Oden Chevrolet, and Qual- 





j 


been found extremely helpful in 
organizing the promotion as well as 
in facilitating detailed planning of 
|the event. 

The “Live Better” promotion is 
|one of the major phases of “total 
| selling” program being conducted 
|throughout 1959 by the nation’s 
| daily newspapers, Postel said. 

Purpose of the theme, “Live Bet- 
ter by Far with a Brand New Car,” 
said Postel, is to restore the sense 
|of pride and excitement in owning 
|and driving a new car. The theme 
| has been endorsed by all the major 
segments of the automotive indus- 
try, he added. 

The theme and the symbol—a 
stylized auto dashboard—are em- 
ployed in all the materials prepared 
for the promotion—promotion ads 
|for use by the newspapers and 
dealers, logos, display materials and 
other devices. 





ity Pontiac Inc. 


On the House. : . 


Now’s the time for all good dealers to come to 
the aid of their party; it’s voting time in NADA’s 
poll on permissive legislation in territorial security. 
After some delay, NADA has done a good job in 
outlining the pros and cons of the vote among its 
members. The decision is now up to YOU—Vote 
early... 

Greater Louisville dealer association is spon- 
soring a voluntary auto inspection program start- 
ing March 16 . . . Considerable union activity is 
reported among mechanics in smaller Michigan 
cities . . . Gov. Clyde has appointed Elias Strong 
manager of the Utah association, as highway 
patrol civil service commissioner . .. Pennsylvania dealers are 
being urged to fight proposed imposition of sales tax on used 
cars and trucks and service labor ... 

Pittsburgh Better Business Bureau recently smashed an auto 
trade stimulation program being offered to dealers at $250. Scheme 
provided a $100 “reward” to any customer who could furnish sub- 
stantial evidence that a competing dealer offered him a lower sell- 
ing price . . . Oregon agsociation is going all-out to make its 25th 
anniversary convention a big success May 21-22. 

«4 —Perte WeMuorr, Editor, 
Automotive News 
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More Cars, More Dealers .. . 


Volkswagen Girds 
For ’59 Competition 


(Continued from Page 1) 


this same source, that VW dealers 
are just about the only exclusive 
dealers left in this country. 


“Chevrolet and Ford, the last | 


real holdouts, finally had to ca- 
pitulate, but it is safe to say that 
Volkswagen dealers are just 
about the only group of dealers 
who operate on an exclusive basis 
today,” he explained. 

VW is exporting about 56 percent 
of its total production, of which 
something in the neighborhood of 
25 to 26 percent of this figure is 
brought into the U. S. Hinke pre- 
dicted that the advent of the com- 


mon market in Europe would not} 


change in any way the percentage 


of VWs imported to the U. S. He} 


added that, in his opinion, it would 
probably be a decade before the 
common market would be working 
smoothly. 

Hinke denied that there would be 
any change in the design of the 
VW car in the foreseeable future, 
and added that such a body change 
would come about “only when the 
market demands it.” He indicated 


New Sales Record 
Posted as 2-Month 
Total Tops 920,000 


(Continued from Page 1) 


this apparent minor lapse in the 
sales-to-production equation. They 
are keeping in mind that an esti- 
mated 575,000 units are scheduled | 
for March production, an increase 
of 20 percent over the February 
total of 478,500. 

A year ago, production schedules 
were already being cut back—the 
eventual March output was only 
357,000. That was nearly 9 percent 
below the February total of 392,100. 

> * > 


factories are not alone in| 
gearing for an anticipated good 
spring in new-car retailing. Dealers 
also expect the retail rate to pick 
up. 

They cite the unusually severe 
winter in most areas, a resurg- 
ence of strength in the used-car 
market and an increasingly fav- 
erable economic outlook, 

Over the long term, 1959 remains 
a year loaded with pertinent ques- 
tions for the auto industry. Major 
ones which will bear heavily on 
autos include: 

1. What will develop in steel-in- 
dustry labor negotiations this sum- 
mer? 

2. If there is a steel strike, will it | 
interrupt auto production—and how 
long? 

7 > a 


IF ASSEMBLY lines are 

* stopped, will dealer inventories 
carry through? 

4. With small-car talk bound to 
increase as the weeks pass, will 
1959-model sales be affected to an 
appreciable degree during the mid- 
year period? 

5. Will small cars really be in- 
troduced this fall? 

6. If they are, how much will 
they affect the sale of “standard” 
models, particularly the erstwhile 


i 


idone in the U. S., once the new) 





lowest-priced domestic lines? 


that the present back-log of orders 
for VWs precluded such a change 
for many years. 
* * + 
OWEVER, in a recent interview 
with AvTomotive News, one of 
the top design engineers of 
Porsche, with whom VW holds a 
contract for. design and engineer- 
ing, said that in the past six years 
Porsche has submitted to VW ap- 
proximately one prototype per year 
for inspection by top officials at the 
factory. 
Although this individual also in- 


dicated that VW had turned |/4. 


thumbs down on any change at 
this time, he did say that there was 
a design available which could “be 
put into the works almost immedi- 
ately, if necessary.” 

Hinke said that he welcomed 
Detroit into the smaller car field, 
and felt that although the com- 
petition would increase, it would 
not be forbidding. 

Hinke predicted that the Amer- 
ican market would eventually| 
evolve into four distinct spheres. 

First, and foremost, he said, 
would be the American car, of a 
size and horsepower similar to the | 
present models on the American | 
road, Second would be the compact | 
car, as epitomized by the Rambler, | 
Lark, Peugeot, Volvo and Opel. | 
Thirdly the small-car group, in the | 
category of the VW, with horse-| 
power in the range of 30 to 35. 
Finally, the very small car, or the} 
mini-car, such as the NSU or the} 
Goggomobil. 

> 





N HIS VIEW, the four delinea-| 
tions within the market will 
exist side by side, and assume im-| 
portance according to the role they | 
play in the field of transportation. 
Advertising expenditures in the 
U. S. during 1959 are expected to 
top the million-dollar mark, Hinke | 
stated, up from $330,000 last year. 
However, there will probably be 
some delay in getting the 1959 pro- | 
gram going since VW is now in the 
process of screening some 25 agen- 
cies, and according to Hinke it is 
not likely that the campaign could | 
get under way much before May. | 
The present contract between 
VW and J, M. Mathes ad agency 
expires March 31. The field of 25 
has been narrowed down to about 
six top contenders, but the final 
decision appears to be several 
weeks away. 
It has been decided that all pro- 
duction work on the account will be 


agency has been appointed, which 
means tNat al] brochures and art 
work will originate in the U. S. 
Much of this has been furnished 
from Germany in the past. 

In actual fact this means that a 
good chunk of the million-dollar 
budget will be eaten up before the 
advertising ever reaches any media. 

aa 7 > 
HUNEE categorically denied that 
VW’s entry into advertising in 
such a bigtime way was sparked 
by the advances made by competi- 
tion. Rather, he said, VW has been 
the brunt of some criticism for not 
having entered into the market in 
(Continued on Page 6, Col. 3) 











A Plaque for a Veteran Dealer— 


C. B. Roy, second from left, president, Lafayette Motor Co. (Dodge-Plymouth), 
lefayette, La., receives Chrysler Motors Corp.'s 25-year plaque from R. E. Baver, 
second from right, Dodge regional manager. Looking on are George M. Roy, left, 


dealership sales manager, and K. T. Blackwood, Dodge district manager. 


| Strazza 


| retail deliveries of 29,673 new Pon- 


| year, he added. 








S-P Honors Veteran Dealer— 


Edsel Hits °59 Sales High; 


“Mees 


4 
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Angelo Strazzante, second from right, owner of Angelo’s Auto Sales, Chicago, is 
nored by Studeboker-Packard at a meeting of the Chicago East Side 
of Commerce. Here Strazzante receives a plaque marking his 30th year 
| From left are Alderman Emil V. Pacini; R. M. Hendrixon, S-P zone sales 
nte, and Henry W. Smith, chamber president. 


Chamber 
with S-P. 
manager; 


Others Report Feb. Boom 


DETROIT. — Edsel’s highest 


monthly sales of the model year) highest of any month in Rambler| but rather, 


highlighted factory sales reports 
last week. Edsel 
dealers delivered 4,179 units last 
month, 28 percent above February, 
1958, and the highest Edsel retail 
since January of last year. 

Leo C. Beebe, Edsel marketing 
manager, said Edsel’s selling rate 
in the Feb. 21-28 period was 195 
cars a day, which he called the 
highest of the model year to date. 


|A total of 1,559 dealers now sell ; 
Edsels, compared to 1,073 when the| Teater than for the entire month | 
lear was introduced in September,|0f February, 1958, he added, and 


1957, he added. 
> 
Pontiac 
Pontiac dealers enjoyed their 
highest volume February in three 
years, according to General Man- 
ager S. E. Knudsen. He reported 





tiacs last month, compared to 19,551 
in February, 1958, a gain of 51.8) 


percent. 


Imperial | 
Retail deliveries of 1959 Imperial | 


cars during the first 20 days of 
February were 40 percent greater | 


j}than during the corresponding 


period last year, according to C, E. 
Briggs, general manager of the| 
Chrysler division. 
Dealers delivered 565 Imperials | 
during the second 10-day period of 
February, an increase of 53 percent 
over the comparable period last 
- 


Ford Division 


More than 4,000 new Fords were 
sold every day during February, 
the first time such a rate has been 
achieved since June, 1957, accord-| 
ing to J. O. Wright, division gen- 
eral manager. 

The daily sales rate from Feb. 
1-20 was 56 percent greater than 
that of the corresponding period a | 
year ago and was 6 percent higher | 
than that of the first 20 days of} 
January, Wright said. 

Galaxie sales are accounting for 
about 35 percent of the division’s 
total, he added. 

* 


* * 


Cadillac 


Domestic retail deliveries of the} 
59 Cadillac set an alltime February 
record, according to James M. 
Roche, general manager. Sale of 
12,649 new Cadillacs last month 
exceeded the former February sales 
mark of 12,450 deliveries, estab- 
lished in 1957, and was 15.6 percent 
ahead of the same month last year. 

* * * 


Rambler 


The largest February sales total 
in Rambler history has been re- 
ported by American Motors Corp. 

Rambler dealers sold 23,425 units 
in the month, an increase of 148.1 
percent over the 9,441 sales in Feb- 
ruary, 1958, according to Roy Aber- 
nethy, vice-president of automotive 


reported that | 





|;ous monthly sales records, 





distribution and marketing. Janu- 
ary sales totalled 19,818. 


Abernethy also reported that the 


February sales total was the third 


history, topped only by October and 
December of 1958. 


> > > 


Studebaker 


Studebaker-Packard Corp. retail 
sales for the second 10-day period 
in February incresaed 18.6 percent 
over the comparable period in Jan- 
uary, according to S. A. Skillman, 
sales vice-president. 


Retail sales for the period were| 


penetration of the market has risen 

to 2.8 percent in comparison with 

1.08 a year ago. 
> 


> * 


Oldsmobile 


Retail sales of 30,021 Oldsmobiles 
in February exceeded the same 
1958 month by 15 percent, General 
Manager Jack F. Wolfram said 
Thursday. 

° 


Mercury 
Mercury dealers delivered 12,304 
new cars last month, up 21 percent 
from the 10,155 units sold in Febru- 
ary a year ago, M-E-L officials re- 
ported. 


* 

Simca 
Simca sales in the U. S. in Feb- 
ruary totalled 3,354, an increase of 
270 percent over the 907 units 
sold in February, 1958, according 


> = 


|to David R. Crandall, national di-| 


rector of Simca sales for Chrysler 
Corp. 


“For the third straight month, | 


Simca sales have broken all previ- 
with 
February sales exceeding January 
by 24 percent,” he said. 


Metropolitan 


Retail sales of the Metropolitan 
increased 50.7 percent during the 
second 10-day period in February, 
compared with the same period last 
year, J. W. Watson, Metropolitan 
sales manager, reported. 


American Motors dealers sold 309 
Metropolitans during the Feb, 11- 


| 20 sales period, compared with 205 


for the same period last year, Wat- 
son said. 

So far this calendar year, AM 
dealers have sold 1,510 Metropoli- 
tans, compared with 1,063 units at 
this same time last year—an in- 
crease of 42 percent, he said, 





Calif. Legislators Reject 
Bill to Fight L.A. Smog 


SACRAMENTO, Calif.—A bill 
banning sale of cars without anti- 
smog devices in Los Angeles was 
turned down last week by a 
California Assembly committee. 

George Wakefield, Los Angeles 
County deputy counsel, called the 
bill “a club to force auto makers 
to get busy on research.” No 
available device is more than 50 
percent effective, he said. 





Quality Imports 


Seen Surviving 


Volume Not Needed. 
SAAB Aide Says 


NEW YORK.—“With the advent 
of small cars from all of the Detroit 
companies unmistakably on the 
horizon, will this be the next to 
last year in America for many of 
the imported cars?” 

This question was posed by J, 
Bruce McWilliams, vice-president 
of SAAB Motors, Inc., at a lunch. 
eon of automotive editors here. 

McWilliams went on to ask if 
the 76 European companies pres- 
ently selling automobiles in the 
U. S. will be able to weather the 
competition and “pressures that 
will be unleashed when Detroit 
begins to send forth a great 
metal stream of small cars?” 

In answer to the question, 
“Where is this market for smal] 
cars going, or likely to go?” Me- 
Williams said he feels that only 
the beginning of this small-car 
market has been seen. 

He bases this on the thesis that 

the small car is a basic need in the 
market and is, in addition, sensible. 
| To McWilliams, the question is 
|not “Is the car small or large?” 
(and he cautions against taking one 
side or the other in the arguments) 
“Is the automobile 
| right?” 
“It would be quite foolish for us 
jin SAAB, for example,” he ex- 
plained, “to charter large ships 
capable of carrying 1,000 cars to 
| America when we can make only 
| 500 available for shipment.” 

The waste and cost of this un- 
used space, he said, is the same 
kind of economic thinking the 
American motorist is beginning 
to adopt. McWilliams thinks the 
car owner today is beginning to 
engineer his transportation re- 
| quirements more thoughtfully 
and that this will bring about the 
increasing prominence of the 
small car. 

About two years ago, McWilliams 
| predicted that the market for small 
|ears could reach 500,000 units an- 
nually, but today he feels that 
within 10 years, if not sooner, the 
small-car market in this country 
will reach 2% million units a year. 


(NADA Begins Poll 
Of Members on 
‘Territory Security 


| 


| (Continued from Page 1) 


| 
signature, attempts to answer 
|every question members are likely 
to ask concerning the issue. 
No member polled is required to 
identify himself or his dealership. 
> > * 





ACH will be asked to record 
whether he is for, against, in- 
| different or undecided about 
NADA’s legislative program in this 
| area. 
Arrangements for the poll were 
made by the association’s Indus- 
| try Relations and National Af- 
fairs committees under the joint 
chairmanship of the two groups. 
After the tabulation has been 
completed, the National Affairs 
Committee, in accordance with 
authorization of the NADA board, 
will act on the matter of permis- 
sive Federal legislation in keeping 
with the results of the poll, and 
with prior clearance of the Operat- 
ing Committee, which is composed 
of the officers of NADA. 
The Galles special folder gives 
the membership the following 
guide lines in advance of receipt 


of the questionnaire: 
+ + 
1 The legislation is permissive, 

* and does not require anyone to 
do anything. 

2. It would clarify existing anti- 
trust laws to permit manufactur- 
ers to put into their selling 
agreements, if they wish, “pro- 
visions determined as the most 
efficient for the distribution of 
products . . . via the franchised- 
dealer system.” 

3. It would not impose any re- 
strictions on the buyer, and would 
not tell him where or from whom 
he must buy. 

4. It would not prevent a dealer 
from selling outside his assigned 
territory, and would not guarantee 
profit or even, survival to a dealer. 


advent 


Sound Selling TODAY 
Assures Repeat Sales TOMORROW! 


The way in which you sell that car now determines whether or not your customer 


will be sold on you come trade-in time. Advise a reasonable down payment... 
and help him work out terms which realistically fit in with his ability to repay. 
Don’t let your customer stretch out his repayments over a longer 

period of time than he actually needs. The wise use of Associates Pleasant 
Purchase Plan can help build more sales for you today . . . and tomorrow. 

Ask the man from Associates for full details. 


hb C77 rae 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Plastic Cab Wins Award— 


Three industrial designers give the Grand Merit Award to White Truck Co.'s all- 
plastic truck cab at the 14th annual exhibit and conference of the Reinforced 
Plastics division of the Society of the Plastics Industry, Inc., in Chicago. Molded for 
White by the Molded Fiber Glass Body Co., Ashtabula, O., the reinforced plastic 
cab is said to save 200 pounds compared to a conventional steel cab. The judges 
are, from left, Dave Chapman, president, Dave Chapman, Inc., Chicago; John M. 
Sherrer, senior associate of J. O. Reinecke and Associates, Chicago; and Jon W. 
Hauser, executive vice-president and general manager of the Chicago office of 
Raymond Loewy Associates, Inc. 


More Cars, More Dealers .. . 


Volkswagen Girds 
For 59 Competiton 


(Continued 


the U. S. promotion and merchan- 
dising spirit, which condition VW is 
about to remedy. 

Another VW official, however, did 


admit admiration of the Renault ad | 


campaign adding: “It certainly 


proves the value of advertising to | VW was contemplating a mer-| 


me.” 

However, it was added that 
there still remains a six-to-nine- 
month wait for delivery of a VW 
sedan and that the wrong kind of 
ad campaign could only serve to 
complicate the issue and bring 
about hard feelings toward the 
company. 

Looking to the future of auto 
manufacturing in Europe, Hinke 


stated that in his opinion the future 


will bring about many mergers in 
the field. He seemed to feel that 
these mergers would take place be- 
tween lines of different price class, 
such as the recent merger between 


“If I have to fight . . . I’m gonna fight,” screamed the nice little old lady. 


Little Old Lady or Little Old Tiger? Good Service Makes the Difference! 
by Stony Jackson 


People like the little old lady, witha § System® . 


. . 4 to 1 favorite over all 


from Page 4) 


Mercedes-Benz and Auto-Union, or 
DKW, in which a high-priced and 
medium-priced manufacturer joined 


operations. 
= = > 


LTHOUGH Hinke denied that 


| ger with any other manufacturer at 
the present time, he did not rule 


| Chrysler Stylist, 
‘Schmidt, Resigns 


DETROIT.—William M, Schmidt 
has resigned as Chrysler Corp. ex- 
ecutive stylist to devote full time 
to his own design consulting firm. 

Schmidt joined Chrysler Corp. in 
1957, to provide top management 
assistance to Virgil M. Exner, styl- 
ing vice-president, who had suf- 
fered a serious illness. 
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service traffic to absorb overhead . . . 


few unfortunate past experiences in 
car performance, are tiger-touchy 
about new-car service. 

The Pennzoil Program is made to 
order for them. Means extra profit 
for you. 

It provides 100% Pennsylvania- 
grade Pennzoil motor oils and lubri- 
cants that your new-car buyers want 
to keep using. So when you sell them 
on Pennzoil . . . you sew up their 
profitable service business right at the 
time you make the sale! And each new 
customer is worth upward of $200 
per year to you. 

And Pennzoil’s exclusive Kontax 


others with car dealers from coast to 
coast . . . supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: you’ll build greater 


get more repair orders and items per 
ma Sai ae 


making better trades and more money 


. and have extra profit for 


on car sales! 
Your Pennzoil distributor can show 
you proof. Call him today. 


The motor oil that makes people mad 


...if they don’t get it! 


MEMBER PENN. GRADE CRUDE Ol ASSN. 
PERMIT WO. 2, OL CITY, PA. 


ey, 


out the possibility in the future 

Some of the smaller Europea, 
manufacturers are known to have 
production facilities which are not 
being fully utilized, and there js 
the possibility that in order to e. 
pand the VW operation faster thay 
the present rate will permit, merger 
could solve the problem. 

It is generally understood that 
VW occupies a unique position ip 
the annals of corporation owner. 
ship, It is not actually owned by 
the government of Germany, nor 
is it owned by any individual, nor 
is it owned by stockholders, Rather 
it is a trust operation. 

Speculation is rife as to the fu- 
ture of this profitable enterprise, 
| with politics entering the picture, 

as a natural consequence of VW’s 
occuping a kind of “ward of the 
state” position. 

VW, however, operates and per. 
forms the functions of every fine 
| capitalistic enterprise, A certain 
| amount of its yearly gross earnings 
jis used to amortize its facilities, 
while a portion of its earnings goes 
into a profit fund, which is held by 
a bank, for eventua] disposition, 
when it becomes known what the 
VW future will actually be. 


From this profit fund, VW in 
turn borrows, at a prescribed inter- 
est rate, enough money to continue 
its yearly expansion, VW has no 
other credit. It is in fact, self f- 
nanced. 

VW also pays a 4 percent bonus 
to its employes every year. 

> > > 

T IS KNOWN that Dr. Heinz 

Nordhoff, director-general of 
VW, would like to see the com- 
pany’s profits placed in a founda- 
tion fund, similar to that of the 
Ford Foundation, with such money 
being spent to further education, 
science and the arts. 

There is another plan afoot 
which would make VW a stock 
holding corporation, with shares 
issued directly to the German 
public, This method is now under 
test, with another industry in « 
position similar to VW’'s. 

It is feared that the test will not 
be successful because in a recent 
survey taken in West Germany it 
was discovered that only 15 percent 

of the people understood the me 
chanics of public ownership of cor- 
porations, and only about 46 per 
cent of this number trusted such 
ownership. 


Truck Salesmen 


Vie for $170,000 
In Chevy Contest 


DETROIT. Chevrolet truck 
salesmen will share $150,000 in U.S 
Savings Bonds and about $20,000 
more in merchandise prizes in 4 
“contact” contest which began to- 
day (March 9). The contest extends 
for 18 working days and is called 
the “national truck open.” 

To enter, a salesman must con- 
tact 18 prospects outside the deal- 
ership and mail in a “contact card” 
on each. When the 18 cards are 
received, the salesman will be sent 
a contest form with nine questions 
which can be answered from the 
salesman’s data book. 

As a tie breaker (since most en 
trants probably will answer all 
questions correctly), the contest- 
ant is asked to estimate the number 
of contacts that will be made by 


| all Chevrolet truck salesmen in the 
| U.S. during the program. 


The national winner will receive 
a $10,000 bond, A $5,000 bond will 


'go to the runnerup and a $2,500 


bond to the third-place finisher. 
Bonds of $1,000. $500 and $250 will 


|be awarded to the leaders in each 


of Chevrolet's 47 zones. 

If a national or zone winner sells 
a truck during the contest, he will 
receive a bonus award in addition 
to his bond. Most of the bonuses 
are merchandise, but the national 
champ can earn a five-day vacation 
in Hawaii for two. 

As an added incentive, a sales 
man will receive a $50 bond if he | 
returns a contact card bearing the 
name of one of 1,000 “mystery’ 
truck owners which Chevrolet has 
selected at random throughout the 
nation, 


Johnson Appoints Manager 


DRAPER, N. C.—Johnson Chev- 
rolet, Inc., has appointed C 
Tarpley assistant manager, Tarpley 
formerly was sales manager 
Wyatt Buick Sales Co, in Danville, 
Va. 











“Mr. INTERNATIONAL” 


knows the underside of a truck chassis 


He may be a Zone Manager helping a dealer plan his 
sales strategy by explaining selling features that put 
INTERNATIONAL Trucks out in front of competitive 
makes. 

He may be a District Service Supervisor who can 
talk a mechanic’s language when it comes to show- 
ing how to “take down” a complex gear box more 
efficiently. 

Or he might be a Zone Parts Supervisor whose 
knowledge extends well beyond parts stock levels to 
helpful tips on how to merchandise them better. 


**Best deal in the truck business... 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 

This is INTERNATIONAL HARVESTER’ s plan of 
assistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 





INTERNATIONAL TRUCKS 4 
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Flays Legislation, Explains GMAC Role . . . 
GM Answers Finance Critics 


WASHINGTON.—Far from be- 
ing a monopoly, General Motors 
Acceptance Corp. handled only 16.2 
percent of the installment auto 
paper written in the U. S. last year, 
its parent company told the Senate 
Antitrust and Monopoly subcom- 
mittee. 

General Motors also said its 
finance subsidiary handled less 
than half the new and used-car 
time sales made by GM dealers last 
year. 
The GM statement was pre- 
sented at a subcommittee hear- 
ing on two bills which would bar 
auto manufacturers from owning 


financing affiliates. GM, natu- | 


rally opposed the legislation vig- 
orously, as had Ford Motor and 
Chrysler Corp. 

GM did not appear in person 
since its ownership of GMAC is 
being probed by a Federal grand 
jury in New York. Instead, the 


corporation filed a 44-page state-| 


ment which exceeded the total 
length of the Ford and Chrysler 
comments. 

General Motors, of course, is the 
prime target of the legislation 
(S-838 and S-839), since it is the 


only auto company which has a| 
Ford has an-| 
intention of entering 


car-financing unit. 
nounced its 
this field. 

The GM treatise was a two- 
pronged effort to demolish the pro- 
posed legislation and to refute the 
charges made against GMAC by 
witnesses representing independent 
finance companies. 

The 
GMAC as a monster which, because 
of its link to Gener 


$5,000 Richer— 


Gene Stokes, who drove barefooted to 
win Pure Oil Co.'s gas-economy test with 
68.6 miles per gallon, receives the firm's 
check for $5000 from Bill France, 
NASCAR president. Betty Evans, “Miss 
Speedway,” and Dick Dolan, Pure Oil 
racing director, look on. 

Ss 


Cutting Friction 


Called Secret to 
Top Gas Mileage 


DAYTONA BEACH, Fla, — The 
secret to top gasoline mileage is 
reduction of wind and rolling fric- 
tion, according to the winner of 


Pure Oil Co.’s “Gasoline-Stretcher” | 


economy test here. 


Gene Stokes, Sumter (S. C.) in- 
surance man, chalked up 68.6 miles 


a gallon in a Studebaker Lark to} 


win the $5,000 event, 


“The Lark’s small frontal area 
contributed to lessened wind resist- 


ance,” he said. “To cut rolling fric- | 
tion I carried 75 pounds pressure in | 
my tires and used a lightweight | 


lubricant in the wheel bearings. 
“T also used a special carburetor, 


had the motor tuned for maximum | 


economy and drove barefoot for 
keener contro] of the gas throttle,” 
Stokes said. 


Stokes won over a field of 11 as| 


he crawled around the 2%-mile 
track at an average speed of 17% 
miles an hour. Contestants had to 
maintain a speed of at least 15 
m.p.h. 

Lee Dieas, Tampa mechanic, was 
runnerup. He got 56.66 miles in a 
1948 Ford with a one-cylinder mo- 
torcycle engine installed in the 
back seat. 


latter had characterized | 


al Motors, 


threatened their continued exist- 
ence. 

The corporation called the two 
bills “class legislation in a most 
extreme form” and declared that 
the independents had used “com- 
pletely inaccurate and mislead- 
ing figures” in efforts to show 
that GMAC has a disproportion- 
ate share of the finance market. 


In attacking the bills, GM re- 
vived a question that appears to 
be rather painful to the authors 
|of the proposals: Why should auto 
|makers be barred from financing 
the sale of their products when 
manufacturers in other fields are 
permitted to engage in such activ- 
| ities. 

“The Supreme Court,” GM de- 
|clared, “has consistently recogrized 
|that a discrimination having no 
reasonable relation to the differ- 
|}ences between two classes of com- 


| panies igs arbitrary and unconstitu- | 


tional.” 


Turning to the antitrust aspects, 
|GM said the purpose of such laws 


is to protect the public by pro-| 
no | 


moting competition, “yet .. 
arguments have been presented to 
show how consumers will benefit— 
or even whether they will benefit” 
|from the finance bills. 


The statement added: “It is 
the conviction of GM that con- 
sumers will not benefit and that 
the public interest will not be 
served by adoption of this legis- 
lation but may well be prejudiced 
by increased costs.” 

Turning to GMAC’s position in 
the auto installment-credit indus- 


try, the corporation vehemently de-| 


nied allegations that General Mo- 
|tors dealers must use GMAC. 

“With 
|GM dealers,” the statement said, 





respect to cars sold by) 


“well over 50 percent are financed 
by sources other than GMAC.” 


In 1958, the company said, banks 
accounted for 45 percent of all 
automobile installment credit ex- 
tended; sales-finance companies 
(other than GMAC), credit unions, 
etc., accounted for 39 percent, and 
GMAC had 16 percent. 


The GMAC total compares with 
a postwar high of 184 percent in, 
1955 and 31.1 percent in 1932. It 
was about 19 percent immediately 
before World War Il, GM said. 


The statement said that GMAC’s 
position in the market can be re- 
lated (1) to the total amount of 
auto installment credit extended, 
(2) to the amourt of such credit 
extended by GM dealers or (3) to 
the amount of such credit extended 
by sales finance companies. 


However, GM said, the third re- 
lationship is not meaningful since 
“sales finance companies as a 
group compete for all auto in- 
stallment financing but get less 
than half of it”’—42 percent, in- 
cluding GMAC’s share. 


GM regretted the 
tions” published regarding GMAC’s 
market position. The corporation 
said it is probable that the “mis- 
conceptiors” can be related “to cer- 
tain documents circulated by the 
American Finance Conference.” 

Two such documents were men- 
tioned. One was titled “WH Y— 
Does the Government Allow Gerr 
eral Motors to Retain Ownership 
of General Motors Acceptance 
Corp.” and the other was titled “A 
Study of GMAC’s Position in the 
Automobile Installment Credit In- 
dustry.” 


Both publications had been en- | 


tered into the record of the hear- 
ings by Scott W. Lucas, former 
(Continued on Page 53, Col. 4) 





Big Saving in 


Service Costs 


Sighted by Ford’s Doman 


SYRACUSE, N. Y.—Ford divi- 
sion’s national service manager 
predicted last week that, if pro- 
grams being launched this year by 
Ford become industrywide, the 
public would save up to $4 billion 
annually by 1965 
in operating and 
service costs on 
their motor ve- 
hicles. 

Carl T. Doman, 
in an address 
before the Tech- 
nical Society of 
Syracuse, indi- 
cated that the 
savings would be- 
come possible 
through new de- 


it, E> 
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j 
Cari T. Doman 


|of dealer service facilities, (2) the 
| adoption of new and better service 
|equipment, (3) better trained me- 
| chanics, (4) improved dealer serv- 
ice management and (5) improved 
vehicle design to increase the life 
of parts and to reduce service hours 
through improved accessibility. 


The aggregate of all of this 
will result in increased produc- 
tivity of facilities and service 
technicians with resulting savings 
to the public in more miles per 
gallon of gasoline, reduced repair 
bills, and—an item on which he 
put no dollar valuation—reduc- 
tion in inconvenience to the pub- 
lic, 
| Doman pointed out that the aver- 
age life of today’s vehicle is more 
than double that of cars built in 
1925, and that people now drive 
| their automobiles nearly five times 
j}as far as they did 25 years ago 
before they are scrapped. 
| He further said that, “such prod- 
|} uct innovations as the aluminized 
muffler, more durable paint finishes 
not requiring periodic waxing, and 
engines which will operate 4,000 
miles between oi] changes—all in- 
troduced this year—are part of 
Ford's program to increase the 
value that American’s receive for 
their transportation dollar.” 

Doman stated that several hun- 
dred dealers had already rear- 
ranged their facilities to take 
advantage of the new service equip- 





velopments in (1) the arrangement | 





ment which has been developed in 
Ford’s service research laboratories, 
and that already several thousand 
dealer mechanics had attended 
Ford service schools. 


Doman said that other automo- 
tive companies were developing 
similar programs and that the 
public would be the winner in the 
“service race” which is develop- 
ing in the industry. 

He told his audience that the 
public should discard the image of 
the “grease monkey” and “auto 
mechanic” and replace it with an 
image of a service technician who 
is as well equipped mentally and 
physically as a jet technician to 
service today’s precision automotive 
products. 


Although today’s automobile is 
considerably more complex than 
the car of 25 years ago, today’s 
skilled technician, utilizing the 
modern service equipment, will 
make it possible for the public to 
benefit to the tune of $4 billion in 
savings in a few years, said Doman. 


| Points 


the Way to Future Styling— 


| George Fetherolf, left, automotive Pliotrim sales manager, and J. E. Burwell, Plic. 
| foam development manager, Goodyear Tire & Rubber Co., examine the stylish foon 


| padded instrument panel developed this year. 


Now producing a unit of integrated 


| construction which permits “molding in" of plastic inserts for such openings as the 


| 


| defroster and radio grille, Goodyear expects 1959 business volume in this field & 
be seven times that of the initial production year of 1956. 


Production advances, 


| Goodyear states, give a cleaner, more luxurious appearance to the finished panel by 


| eliminating trim and screws in that area. 


it is this styling flexibility which the fire 


believes will point the way to integral molded car seats, door panels and othe 


Auto Industry Has Begun 


: | interior modifications with the dash area, the focal-point of design and decor. 
“misconcep- | . 7 


Stockpiling Steel—Colbert 


HOUSTON.—The auto industry| “we had no choice but to stand 


| is stockpiling steel against the pos- 

| sibility of a strike by steel workers 
about July 1, L. L. Colbert, Chrysler 

|\Corp. president, 

jsaid here last 

| week. 

Stockpiling of 
glass enabled 
Chrysler plants to 
keep operating 
for about 100 
days during the 
recent 134-day 
strike at Pitts- 
burgh Plate Glass 
Co., he said. 

The whole in- L. L. Colbert 
dustry is stockpiling enough steel 
to last for a reasonable time if a 
strike is called, Colbert added. 

He also said Chrysler is spend- 
ing about $70 million on plant im- 
provements this year, compared 
with $63 million in 1958. He said 
present plans do not call for an 
assembly plant in Texas, but he 
believes Chrysler will someday 
build an assembly unit in the state. 

Colbert was in Texas to ad- 
dress the annual meeting of the 

University of Texas Alumni 
Assn., of which he is a member. 
He also spoke to about 400 of his 
company’s dealers. 

He said Chrysler, by standing 
firm through recent labor troubles, 
“is in a much stronger position to 
fight the hot competitive battles 
that lie ahead.” 

Declaring that unions set strike 
dates when a company is most 
vulnerable, in Chrysler's case right 
after mode] introductions, Colbert 
said that of late companies have 
found it harder to meet labor de- 
mands. 
| “At Chrysler,” he continued, 


Chrysler-imperial Dealers Meet— 


Dealers participating in a conference with executives of the Chrysler and Imperial 
division on advertising and merchandising are, from left, D. L. Blaushild, Shaker 


Heights, O.; George Harger, Los Angeles; 


Jackson, Miss., and C. G. McKimmie, Richmond, Ya. 


National Chrysler Dealer Council. 


Eziel Koeppel, Jamaica, N. Y.; E. J. Craigo, 
Craigo is chairman of the 





firm and take our strikes rather 
than yield to what we considered 
unreasonable and destructive de- 
mand.” 


January and February new-car 
sales have engendered forecasts of 
a maximum rise of 25 percent in 
1959 volume, said Colbert. Domestic 
and foreign new-car registrations 
in the U. S. last year totalled 4,650- 
948, and a 25 percent gain would 
lift the total above 5% million, 

Most of Colbert’s address was 
devoted to a discussion of poten- 
tial overseas markets, which he 
said were outstripping the U, & 
from a growth standpoint. 


Whereas new-car sales in the 
U. 8. should increase between 
100,000 and 200,000 a year on the 
average, the foreign-market rate 
of gain will be approximately 
300,000 annually, he stated, 

“By 1965 the annual market for 
new passenger cars outside the U. 
S. should be about six million units 


|—which is approximately what the 


new-car market in this country has 


| averaged over the past few years” 


said Colbert. “Eventually, and prob 
ably no later than 1970, the market 


|for cars outside the U. S. will b 


consistently larger than our own.” 

Referring to Chrysler Corp's 
plans to participate in the expand- 
ing world market for cars and 
trucks, he emphasized his com 
pany’s flexibility and cooperative 
approach to its foreign investments. 
This approach has been taken, he 
said, in his company’s arrangement 
with Simca, in which Chrysler pur 
chased a 25 percent interest last 
summer. 


Under the terms of the agree 
ment, he said, Simca and Chrys- 


| ler “will share production and 


distribution responsibilities so as 
to fit the capacities of the two 
companies in various parts of the 
world. What this means is that 
together the two companies can 
meet the special vehicle needs of 
various parts of the world mar- 
ket by complementing their own 
product lines with the cars 
trucks of the other company. 

“We are already doing this by 
distributing Simca cars in the U. § 
At all times there is a cordial e& 
change of technical and marketing 
information and counsel betwee! 
the two organizations.” 

Colbert pointed to recent Chrys 
ler investments in assembly facili- 
ties in The Netherlands, Cuba and 
South Africa as part of the com 
pany’s plan of expansion. He said 
these facilities will enable Chryslef 
to assemble Simca products, as well 
as its own, 


Chrysler, Simca Open Hall 

BRUSSELS.—Chrysler Corp. and 
its French associate, Simca S.A, 
have opened vast new exposition 
halls at Antwerp, Belgium. 
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What America wants, America gets at America’s No. 1 dealers! 


Chevy chalks up 


another winning year! 


24 + y 2 G6 S*! That’s Chevrolet’s whopping margin of sales leadership for 1958! 
Chevrolet dealers outsold their closest competitor by 205,317* passenger cars, 38,951* trucks to 
chalk up ’58, conclusively, as another winning year for Chevrolet. At last count there were 
nearly 3 million more Chevrolet cars and trucks on the road than any other make, testifying 
to the fact that what America wants, America gets at America’s No. 1 
dealers! ... Chevrolet Division of General Motors, Detroit 2, Michigan. 


*Official R. L. Polk registration figures include preliminary registrations for the last 6 months of 1958 in Oregon. 





AUTOMOTIVE WASHINGTON 


GMAC’s Ace Defender? 
It Was Ford’s Yntema 


By William Ullman 

Washington Bureau Chief 

eo Big Three refused to be forced into a defensive posi-| 
tion during Senate auto-finance hearings. Instead, they | enter the finance business. 
launched a major counteroffensive aimed at blocking any 
favorable action on bills to prohibit auto makers from 


financing car sales. 


the bills would restrict com-| yntema, “we have let it be known |ings. The Kefauver bill would pro- 


petition in the financing of | 
automobiles. 

In a statement submitted for the 
record, General Motors charged 
that the bills “represent class leg- 
islation in a most extreme form,” 
adding that the legislation pro- 
posed probably would prove uncon- 
stitutional. 

But many observers said the 
most brilliant attack was led by 
officials of Ford Motor Co. Theo- 
dore O. Yntema, Ford Finance 

vice-president, 
jumped on the 
bills as “anti- 
consumer.” This 
is the kind of 
blow that really 
hurts on Capitol 
Hill. After all, the 
consumer is the 
guy that con- 
gressmen say 
they want to 
protect. 

William Uliman The testi- 
mony by auto makers followed 
two days of appearances by rep- 

resentatives of independent fi- 

nance companies. 

These witnesses had several com- 
plaints, but the chief one was that 
General Motors Acceptance Corp. 
has an unfair competitive advan- 
tage by virtue of its attachment to 
GM. If GMAC were divorced from 
GM, it would be just “one of the 
boys,” in the words of one witness. 

> . > 
‘Can’? or ‘Won't’ Compete 

UT Ford’s Yntema retored that 

if GMAC turns into a “typical 

finance company,” the cost of man- 
ufacturing and distributing cars 
will go up, and eventually these 
higher costs will be paid by the 
consumer. 

Ford plans to return to the auto 
financing business itself. 

Yntema said bluntly that the 
principal reason that independent 
finance companies have to work 
so hard to get the business of GM 
dealers is because they charge a 
higher rate of interest. 

“The consumer is saved by 
GMAC and bank competition,” he 
said. 

It was significant that Yntema 
did not say that independent 
finance firms were unable to 
compete with GMAC rates. 
Rather, he said that the big 
finance companies have “elected” 
te charge high rates. He charged 
that they “won’t compete” with 
GMAC on rates. 

“From time to time,” testified 


MR. EXECUTIVE! 


For a memorable business or sales 
meeting, ST. CLAIR INN offers 
complete conference facilities in a 
delightful resort atmosphere. Only 
50 miles upriver from Detroit! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn ond Country Club 


OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RivER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN « dial FA 9-2222 
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that we wished finance companies | 
would make available to our deal- 
ers financing and insurance serv- 
ices and rates competitive with) 
those provided by GMAC. 


“The largest independent finance | 
company told us bluntly that it! 
would not meet GMAC rates. 

“After publication of our inten- | 
tion to enter the auto sales financ-| 
ing business we have observed,| 
however, some serious interest on| 
the part of independent finance) 


| fauver, 


Chrvsler contended thaté chairman of the Senate Antitrust 


companies in meeting GMAC com- 
petition.” 


What Bills Would Do 


E CALLED Ford’s decision to 
go into financing “a last re- 
sort.” He said that Ford couldn’t 
find any other practicable way to 
give its dealers and customers a 
“streamlined” financing and insur- 
ance service and rates as low as 
GMAC’s. 
If the bills under consideration 
were to become law, Ford couldn’t 


a 


One measure in question was in-| 
troduced by Senator Estes Ke-| 
Tennessee Democrat and| 


subcommittee which held the hear- 


hibit car makers from engaging in 
retail sales financing or insuring. 
The other bill, authored by | 
Senator Joseph C. O’Mahoney, 
Wyoming Democrat, would pro- 
hibit any motor-vehicle manu- 
facturer from engaging in either 
wholesale or retail financing. 
Idea behind the bills seems to 
be that consumers and independ- 
ent finance companies need pro- 
tecting from the power of GMAC. 
But Ford’s Yntema indicated 





\ND MOTOR CO 


“I think it’s close! He swore he 

wouldn’t trade it for a new one 

. lately he’s just been swear- 
ing!” 


that it wasn’t GMAC which threat- 
ened the welfare of the consumer, 
and he denied that there is a “sub- | 
stantial” difference between the} 
cost of money to GMAC and to the} 





——ee 


large independent finance com 
panies. : 
+ a * 


Yntema for ‘Protection’ 


oo biggest difference in charges 
to the consumer, he te:ti 
lies in the insurance “frills” -vhigh 
independent finance com»anig 
can’t resist selling to the publig 
GMAC does not include such high 
profit items in its finance package 
he said, and Ford does not inteng 
to include them either. 

Basis of the trouble, he ag 
serted, is a problem which can. 
not be legislated—or even sue 
cessfully regulated. That is the 
ignorance of the consumer, whe 
is very often sold a package of 
insurance that is totally unneces 
sary, but is profitable to the 
insurer and sometimes to the 
dealer. 

By setting up its own financing 
| agency, Ford would be in a pogik 
|tion to protect the “ignorant con- 
|}sumer” against the “money lend- 
ers,” according to Yntema. 

Ford’s William T. Gossett, vice. 
president and general counsel, also 
appeared to score several times, 

He said that the proposed legis- 
lation would “set a new and fright- 
ening precedent; it would impose 

(Continued on Page 11, Col, 3) 


BEHLEN DELIVERS HEAVY, 
. USING THE 


Behlen buildings are unique. They incorporate the firm’s own 
frameless metal design and utilize many new developments to 
obtain a wide variety of applications. The design incorporates a 
system of channel ridges, or deep corrugations, to give unusual 
rigidity to metal panels and make possible great strength. 


a 
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Chrysler Produces Its First Distributor— 


Chrysler Corp. officials pause during a tour of the Indianapolis transmission plant 
fo inspect the first distributor produced by the corporation's new electrical equipment 
division. The distributor is the first item produced by the new division. It will be 
followed by production of starting motors, generators and voltage regulators. In the 
inspection group are, from left, L. 1. Woolson, corporate manufacturing services direc- 
tor; R. S. Bright, automotive manufacturing group vice-president; S. E. Bychinsky, 


general manager electrical equipment division; L. B. Bornhauser, power train manu- | said that they should be enforced.| 


facturing group executive, and F. E. Parker, executive assistant to Bychinsky. 


Automotive 


Washington 


(Continued from Page 10) 


upon manufacturers in a mass- 
production industry an absolute 
prohibition against the exercise of 
a fundamental right—that of ar- 
ranging financing for the sale of 


its products.” 
* * oz 


Roasting the Pig 
"MAHONEY suggested that the 


giant corporations take up too) 


much room, “just as the big cars 
take up too much room in the 
parking garages.” 

Gossett rejoined that the anti- 
finance bills would not correct the 
problem of concentration in the 


industry. If Congress destroys the, 


fundamental right to assist in sell- 
ing cars, he said, it will be doing 
other wrongs. It would be burning 
down the house to roast the pig. 

Again and again, Gossett as- 
serted that the country already has 
antitrust laws to regulate the way 
in which business behaves, and he 


| “We're not here to defend 


GM,” he said. “We want to de- 
fend our right to act as we need 
to in order to sell cars.” 

In its statement, General Motors 
said that well over half of the cars 
sold by GM dealers and financed 
on time are financed by sources 


company said, are free to use 
|GMAC or not, as they wish, and 
retail customers may make the 
same free choice. 


“The fact is GMAC handles rela- 





|tively a small percentage of the 
|nation’s automobile installment 
financing,” the statement said. 

“In 1958, for example, of auto- 
| mobile installment credit extended, 
|banks accounted for 45 percent; 
sales finance companies other than 
GMAC, credit unions, etc., ac- 


counted for 39 percent, and GMAC | 


accounted for only 16 percent.” 
= = > 


Wrong Battlefield? 


M DENIED that the interest 
| costs of GMAC are lower than 


BULKY LOADS PROMPTLY 
SPICER PRESTO-MATIC 


~~ fr 2 


Almost cat-like agility — that’s what Behlen Manufac- 
turing Company’s powerful Diamond T 923 F’s need, in 
order to thread their way in and out of construction sites. 
Only the most dependable equipment can be considered — 
for the Behlen building business is booming, and split- 
second delivery schedules are absolutely necessary. Down- 


time is out! 


That’s why Behlen ordered the Spicer Presto-matic 
Truck Transmission System in their newest purchase 
from Diamond T Motor Truck Company. 


Presto-matic is a semi-automatic truck transmission 


other than GMAC. GM dealers, the | 


system that takes the effort out of driving by eliminating 
the clutch pedal — while also providing maximum fuel 
economy, minimum maintenance and greater safety for 
driver and equipment. 


Write today for free illus- 
trated booklet containing 
complete information on 
the operation and advan- 
tages of the Spicer Presto- 
matic Truck Transmission 
System. 


DANA CORPORATION 


TOLEDO 1, OHIO 


DANA PRODUCTS Serve Many Fields: 
AUTOMOTIVE: Transmissions, Universal Joints, RAILROAD: Transmissions, Universal Joints, 


P lier Shafts, Axles, Powr-Lok Differentials, Drives, Rail Car 
feoune ‘Converters, Gear Boxes, Power Take-Offs, P Parts, Traction Motor 


Power Take-Off Joints, Clutches, Frames, Forgings, 

AGRICULTURE: Universal Joints, 
missions, Universal Joints, Propeller Shafts, Axles, Shafts, Axles. Power Teke-Offs, Power Toke- 
Gears, Forgings, Stampings. Boxes, Forgings, Stampings. 


Stampings. 

INDUSTRIAL VEHICLES AND EQUIPMENT: Trans- 

Gear Boxes, Clutches, Forgings, Stampings Off Joints, Clutches, Forgings, Stampings. 
AVIATION: Universal Joints, Propeller Shafts, Axles, MARINE: Universal Joints, Propeller Shafts, 
Many of these products manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario. 
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those of its principal competitors. 
A table was introduced for the 
years 1948-1957 which showed sim- 
ilarity between the interest costs 
of GMAC and those of its sizable 
competitors. 


GM also asserted that “if 
GMAC has a special position in 
any way with lenders it is sim- 
ply because its operations are 
rated more creditworthy than 
those of others.” 


There will be further hearings 
on the bills, though they are likely 
to be brief. Certainly all of the 
major points have been made. 


After the first four days of hear- 
ings, it appears that still another 
battle that should be decided in the 
marketplace —or possibly in the 
| courts—has been dragged into Con- 
gress. 


O'Mahoney himself said recently 
that he thought the antitrust laws 
needed a major overhaul. If so, it 
might be better to get on with the 
task of writing such legislation in- 
stead of introducing still more 
Piecemeal measures. 

The law-enforcement agencies 

of the Government have indi- 
cated their steadfast opposition 
to legislation designed to deal 
with only one industry, or with 
a single segment of that indus- 
try. 
If GMAC is engaging in unfair 
competition, there already are laws 
;on the books to take care of that. 
The courts can decide that one. If 
jit isn’t—and if the independent 
|finance companies are just com- 
| plaining about a little tough but 
honest competition—then the con- 
sumer should be allowed to decide 
the case in the market. 


7 Found Guilty 
In Auto-Theft Case 


LEXINGTON, Ky.—A Federal 
grand jury has convicted seven 
persons of conspiracy and auto 
theft, They were charged with 
bringing stolen vehicles from Ohio 
and Indiana to Kentucky and tak- 
ing stolen vehicles from Kentucky 
to North Carolina. 

Found guilty were Steve Harris 
jr, James Edward Ertel, Jack 
Harris, Hardy Harris, Eugene Cur- 
wood Morgan, Edward Green 
Catchings and Eunice Morgan, 

Mrs. Morgan is the wife of Clay- 
ton Willis Morgan, described by the 
seven defendants as the “brains” 
of the alleged interstate car-theft 
ring. Morgan did not appear for 
trial and hig bond was forfeited. 

Two other persons have entered 
guilty pleas, They are Orville Smith 
and Edward Junior Amburgey, both 
of whom are serving Federal sen- 
tences for similar offenses. 
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Can Daytona Beach Hypo Sales? ... 






By William Carroll for a round-table discussion of auto 
Staff Correspondent racing’s effect on the dealer. 
DAYTONA BEACH, Fla.—Flor- First to arrive was Jim Stephens, 
ida, where there are more old folks | Stephens Pontiac, 833 Volusia Ave., 
than people, is blossoming as the | Daytona Beach; followed by Dean 
focal point of a young man’s sport| Martin, Volusia County Motors, 
—stock-car racing. Inc, (Dodge-Plymouth), 739 Volusia 
Publicity men are positive this Ave., Daytona Beach; Paul Cox, 
is the greatest thing since sex. _Cox Motor Co, (Lincoln-Mercury- 
Town business men are not so | Edsel), 418 N. Beach St., Daytona 
sure. One man told Automotive | Beach, and Brewster Shaw, San 
News, “If Bill France and his | Juan Motor Co., Inc, (Chrysler- 
race-happy bums want to kill | Plymouth), 330 North Beach St., 
themselves, why don’t they use a Daytona Beach. 
gun?” Stephens picked up the ball when 
“Auto racing is safe as most| we asked about cost of sponsoring 
other sports, and safer than some,” | a car. 
gay the others. “It’s only that the “I'd estimate the cost of a first 
incidents are more spectacular.” class car at $4,000,” he said. “This 
More directly concerned than! includes the unit and special 
most local business men are auto racing (export 7?) parts which 
dealers. Every year at race time! often cost more than the car. 
shops are deluged with requests for | Mechanics never seem to be satis- 
special parts and special tuning| fied with one of anything, They 
service, “To make it fly on the! always want two, or in the case 
beach.” of differential gears (at $100 a 
To determine what dealers think set) they need four or five dif- 
about racing, four dealers and! ferent ratios.” 
Automotive News met over coffee “You've got to have top people 
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Dealers Mull Stock -Car Racing | 


setting up the car,” chimed in Cox. 
“I think total cost will be nearer 
$7,500.” 

“Could well be,” replied Stephens. 
“I'd recommend a dealer’s co-opera- 
tive to sponsor a stable of cars, so 
that important races will have a 
good representation on the track.” 

“I’m all for it,” said Shaw, “and 
I'll tell you why. The customer (car 
owner) is always disappointed not 
to see his particular car on the 
track; whether it be Chevrolet, 
Ford or Plymouth, 

“In the past week I’ve had four 
elderly people in the showroom 
asking, ‘Why are no Chryslers on 
the track?’ They don’t want to 
drive bombs on the highway, but 
they own Chryslers and want to 
know why their pride and joy is not 
running with the rest.” 

“I had a Dodge Super D-500 on 
the floor,” said Martin, “and you 
know who bought it? A man past 
70. I don’t know why he bought it. 
But he’s happy.” 

“One thing for sure,” said 
Stephens, “Racing has helped me 


A few years ago average age of a 
Pontiac owner was in the mid-40s. 
We never sold cars to young people. 
And if you don’t hit them young, 
you'll never find it easy to make 
the close. As one result of Pontiac’s 
racing successes my market poten- 
tial has almost doubled.” 

“Same thing with Dodge,” said 
Martin. “Our customers were too 
old to be good business. 

“The biggest racing drawback, 
from my point of view, is that 
some factories seldom give deal- 
ers much help, I know dealers 
who wanted to build a car. They 
éouldn’t get a list of available 
export parts. They couldn’t find 
anyone in the factory to expedite 
orders, And no one ever seemed 
to know where special parts were 
warchoused.” 

We wanted to know how dealers 
get the most out of race participa- 





tion. 

Shaw figured the best way was 
to get the maximum number of cars 
in every race. Martin suggested 
doing what Stephens does: Get 
top-notch mechanics and drivers 
who will draw maximum publicity 


to the car and dealer, Plenty of | 


identification on the cars and have 
them on the streets was Cox’s sug- 
gestion. Stephens was sure that 
maximum use of newspapers, radio 





INDUSTRY 


j}at the right time. Those guys in 


| or zone level.” 


—————., 


and television did the best job & 
all. 


On the subject of sales ben 
the Automotive News coffee klatgh 
was less certain, Some of the meq 
were not certain any direct sale 
resulted from race successgeg 
Others had definite records of spe. 
cific sales pinpointed to racing ap. 
tivity. 

However, they agreed that the 
excitement of watching new stock 
cars racing breeds dissatisfaction 
in the heart of every car owner 
driving last year’s model, He 
wants something new, and watch- 
ing his favorite scoot around the 
track is often encouragement 
enough to trade the family bus a 
year earlier than he might other. 
wise. 


On dangers and pitfalls of dealer 
sponsored racing cars, the group 
was brief and to the point. 

“You need a helluva fine 
roll,” said Shaw. 


“Plan on taking disappointments 
with a smile,” said Cox. 

“That bank account is the first 
thing on my list,” said Martin, 

“Get qualified people to build and 
drive the car,” said Stephens. “Give 
the driver a decent percentage of 
winnings and make sure the me 
chanic also gets a percentage And 
put a maximum limit on the 
jamount of money they spend 
Otherwise you may find your crate 
built of solid gold.” 

“The most important thing to 
me,” said Martin, “is MORE new 
cars on the tracks. The factories 
should get back in it.” 

Stephens made an unusual sug- 
gestion: “If factory participation is 
not in the foreseeable future, dealer 
associations should get together 
and provide financial support fora 
single dealer, to boost the MAKE 
on a first-class basis.” 

“One thing that hindered us in 
the past,” said Shaw, “was the im- 
possibility of getting the right parts 


bank 





Detroit would pass the buck until 
it wore out from friction.” 

“As far as I'm concerned,” said 
Cox, “it would be best for the 
dealer, factory and car owners if 
the factories were back with us, 
And if they can’t, then give u 
every bit of help on the district 


There seems little mistake that 












Thethuge team that plans, builds and markets the cars Amer- 


ica drives is making another great contribution to our na- 





tional security. Thousands upon thousands of auto industry 
employees are buying U.S. Savings Bonds, regularly, 
through the Payroll Savings Plan. 













Regular purchase of Shares in America helps these for- 
ward-looking people set up their own reserves for home 
building, for education and for greater security after retire- 
ment. The Payroll Savings Plan provides a sound, auto- 
matic way to practice thrift. 

If your company has not yet put in a Payroll Savings 
Plan, start now. It’s easy! Just telephone your State Savings 
Bond Director for the help he is eager to give you. Or write 
to Savings Bond Division, U.S. Treasury Department, 


Washington, D. C. 
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THE U.S. GOVERNMENT DOES WOT PAY FOR THIS ADVERTISEMENT. THE TREASURY DEPARTMENT THANKS, FOR THEIR PATRIOTISM, THE ADVERTISING 





—and its thousands of employees who help strengthen 
America’s Peace Power by buying U.S. Savings Bonds 





Henry V. Pogorzelski, pictured at work in one of America’s great 
automobile plants, is typical of the thousands of skilled em- 
ployees in this field who are buying U.S. Savings Bonds regularly. 
Mr. Pogorzelski uses his company Payroll Savings Plan to make 
his contribution to the Peace Power of his country. 


}all four men are sure that factory 
| assistance in race promotions would 
help sales of new cars, But do they 
| know what they're talking about? 

The four are successfu] Daytona 
Beach dealers. All are active in 
dealer associations, And it’s doubt- 
ful they would ignore the needs of 
an industry or waste their money 
in promotion methods not likely te 
sell more cars. 

Perhaps the answer lies just out- 
side Daytona, where the nation’s 
newest speedway in a year or #0 
will decide the future of automo 
tive sports in the U. 8. 

The new track is two miles west 
of Daytona Beach on US-92, ad 
joining the Municipal Airport. The 
| Daytona International Speedway, 
Bill France's baby, is one result of 
a massive interest in stock-car 
racing promoted by NASCAR. It's 
a 2%-mile banked asphalt track 
with 3i-degree turns at the east 
and west ends. There’s a 4,000-foot 
straightaway on the back (south) 
side, two 1,350-foot straightaways 
in front of the grandstands, with @ 
slight dogleg between them, 

Talking with other dealers, not 
so enthusiastic about auto racing, 
produced a different side to the 
stock-race picture, They pointed to 
skyrocketing expenses, poorly pre- 
pared cars failing to complete @ 
race, customer complaints about 
racing dangers and the difficulties 
of tracing sales directly to auto 
sports activity. 

However, a consensus is clear. 
Most loca] men who can discuss the 
subject from an objective viewpoint 
are sure stock-car racing sells cars, 
factory assistance is needed and 
appreciated, while factory partici- 
pation (with teams running under 
local sponsorship) could be the de- 
ciding factor in putting emphasis 
on races with new cars, which pro- 
mote the sale of other new cars. 

And being businessmen, this is 
what they want toé do, Sell more 
cars. 


Harvey Opens Second Deal 
SAN FRANCISCO.—Harvey Mo- 
tors (Rambler) has opened a sec 
ond dealership at 2431 Santa Clara 
St. in Alameda, Calif. 








oom 

















GROWING IN SALES 
GROWING IN STATURE 
GROWING IN POPULARITY 


... EVERYWHERE 


cer GSkese Resa 


BECAUSE ITS SIZE IS MODERATE 
ITS COST IS LOW 
PEOPLE CAN AFFORD TO RUN IT 


me PAR he STUDEBAKER 


The Lark is building a modern, new market of people who are becoming more realistic about i 
f bere . i Without obligating myself, | am interested in learning more about the Studebaker 
what they get for their hard-earned money. > As taxes and the cost of living continue to { franchise. 
rise, The Lark becomes an increasingly more important commodity. The buyer gets luxury and; manager—Dealer Development Dept. 
' ; ; ; . | STUDEBAKER-PACKAR ./ South Bend 27, Indi 
economy in one taut, attractive package at a very fair price > You have the amazing sales_ | ae vs ong 
versatility of a car that’s the ideal first car, second car, economy car or spirited performer. All 
depends on the engine and options you sl And don’t forget, you deal with an inde- 


i 
iE a : 
pendent company ... ready and able to work with you on an equitable business basis. That’s a | EE cccuneins dessins epee nual ila ean | 
two-way street you'll appreciate! eons 


; 
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Automotive Cartoo 


Of the Week 


Dealer Conventions 


March 15-17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

Apr. 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Garden City 
Hotel, Garden City, Long Island. 

Apr. %—Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence. 

Apr. 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 17-19—Texas Automotive Dealers 
Assn., Hotel Texas, Fort Worth. 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
quérque, 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
i eee Whiteface Inn, Whiteface, 





June 21-24—Michiaan 
ers Assn., Gratiot 
Mich. 


Automobile Deal- 
Inn, Port Huron, 





Ruby Fenoglio, Louis Alexander; Indianapolis—C. L. Kern, David G. Watson; Jackson—Ed 
Goins; J City—L. H. Houck: Little Rock—Inez McDuff; Los Angeles—Slim Barnard, 
William Carroll; Louisville—A. W. Williams; Lowell, Mass.—Charies Sampas; Madison—Joho | 
Wyngaard: Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; Miami—G., S. | 
Connell; Milwaukee—Benn Ollman; Minneapolis—Donald Lyons: Montgomery, Ala.—William 
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Capsule Comment 


Used-car prices are firm, demand brisk, auction activity 
heavy, and out on the lots the boys are shining ‘em up. 
Spring’s a’coming, and a key segment of the industry 
looks mighty healthy. 


Auto and tire officials are making ready for the sixth 
annual National Vehicle Safety Check, to be held in May 
and June this year. 

Why don’t you plan to “Join the Circle of Safety”? 





The saving spree, which characterized the 1957-58 reces- 
sion, has given way to a spending spree in the early weeks 
of 1959, Federal Reserve Board figures show. 

And personal income is now being paid out at a rate 
well above the early 1958 pace. 


The dealer who will get off the “giveaway” bandwagon 
and is able to control expenses won’t ever need any red 
ink, two retailing experts told a Massachusetts profit sem- 
inar. 

Dealers were urged to figure how much it costs them 
to retail a new car and then to refuse to sell at below that 


price. 


Only 29 percent of the “average” truck dealers have a 
truck specialist on their sales staffs, yet 80 percent of 


the “top” truck dealers claim such a man is a must. 
A tip to the wise. 
* 


Following nine months of red ink, an upsurging fourth 
quarter enabled the nation’s new-car dealers to show a 
modest 0.2 percent profit for 1958, NADA reports. 


Let’s keep it going. 


Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2I—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Oct. 18-19—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 
ville. 

* * 


Auto Shows 

Apr. 412—Iinternational Auto Show, New 
York Coliseum, N., Y. 

Apr. 6I!—Denver Auto Show, 
Auditorium, Denver. 

Apr. 10-12—Foreign and Sports Car Show, 
Duval County Armory, Jacksonville, Fla. 

Apr. 17-19—Cheyenne Automobile Show, 
Cheyenne. 


Denver 


General 


March 9-1!1—Automotive Electric Assn. Re- 
gional Conference, Atlanta Biltmore 
Hotel, Atlanta. 

March 12-15—Pacific Automotive Show, 
Brooks Hall, San Francisco, 

March 16-16—SAE National Passenger Car, 
Body, and Materials Meeting, Sheraton- 
Cadillac Hotel, Detroit. 

March 19-20—SAE National 
Meeting, Sheraton-Cadillac Hotel, 
troit. 

March 3i—Apr. 3— National Aeronautic 
Meeting, Aeronautic Production Forum 
and Aircraft Engineering Display, Hotel 
Commodore, New York. 

Apr. 1822—Americen Society of Tool 
Engineers’ Annual Meeting, Hotel 
Schroeder, Milwaukee. 

Apr. 26-30—Annual Spring Meeting Truck 
Operations Council, American Trucking 
Assn., Leamington Hotel, Minneapolis. 

May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York, Toronto. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee. 

Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 26-28—National Transportation Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 27-28—Nationa! Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 

Oct, 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 


Production 
De- 


Letterbox 
‘Best Interest 


‘Let’s Have Security’ 


I have been reading letters pub- 
lished in Automotive News of some 
small dealers who are opposed to 
territory security, which seems to 
me come from some emotional dis- 
turbarce rather than facts. 

I am a small dealer. We sell 
|}about 100 new cars and trucks a 
year in a town of 1,200 people. I 
believe it would be to the best in- 
terest of both dealer and public if 
each dealer would take care of his 
responsibility in the communities 
which he is responsible to serve. 

This is not an effort to answer 





30 Years Ago... 


The Big Stories 


Registrations on Jan, 1, 1929, numbered 2,918 vehicles in North 
Manchuria, 2,800 of which were American made, Registrations, which 
showed a 55 percent gain over Jan. 1, 1927, placed cars at 1,708, buses 
at 1,135 and trucks at 75, according to the Department of Commerce. 


New-car registrations in the U. S. during 1928 totalled 3,134,272. 
The previous high was recorded in 1926 with 3,134,107. 

More than 300 cars, in addition to airplanes, trucks, boats and four 
tents were destroyed in a fire that razed the Los Angeles Automobile 
Show this week in 1929. The loss was set at more than $2 million. 

The Hudson Motor Car Co. established a record for a single day’s 
production with 1,925 units. 

—From the Files of Automotive News. 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


| objections in letters published ® 


detail, but simply to state my views 


land the views of other dealers im 


my town who have expressed to me 
the same feeling in the matter. 

There are three new-car frat 
chised dealers in my county o& 
around 9,500 people. We all fee 
that territory security would be @ 
the best interest to all concerned. 

I have been a new-car dealer 
since 1936, operating with 
without territory security.—J. T 
ALexaNnper, Alexander Chevrolet 
Woodbury, Tenn. 

> 


‘No One But GMAC’ 


It was indeed a shock to me 
learn of Bill S-839, that was ite 
troduced by Senator Kefauver. The 
only conceivable result a person 
can realize from the introduction 
of such a radical bill is that ap- 
parently the person introducing 
this bill is desirous of obtaining 
publicity, Let us hope that pub- 
licity is all that will be obtained 
by the introduction of this bill. 

Many persons of late seem con 
cerned about the small business- 
man, and somehow believe that the 
way to help the small businessman 
is to do everything possible tc hurt 
big business, or to place then im 
jeopardy. This is not true. Big busi- 
ness does help small busines / 

I operate an auto business sling 

(Continued on Page 20, Col. 1) 














RAMBLER 


Has Created a Whole New Market 
and Profit Opportunity for Dealers' 


HE COMPACT RAMBLER HAS MORE OF WHAT 
BUYERS WANT IN AN AUTOMOSBILE ... 


-- AND NEW CAR SALES PROVE IT 


WOULDN’T YOU LIKE TO 
, PROFIT WITH 
& THE NEW. TREND 
IN MOTOR CARS? 


We Have the Product for the 
| Expanding Compact Car Market... 
| YoU Have the Sperry’ 


portant — a 
In 2 ee oe to: ee a oe tee a Danf 








What's New... 
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In Parts and Accessory Distribution 





Carter Carburetor ‘Zip Kit’ 


Has Basic Repair Items 


NEW YORK. — The most-often- 
needed replacement parts for car- 
buretors are included in the new 
“Zip Kit” being marketed by Carter 
Carburetor division of ACF Indus- 
tries, 

Contents are needle and seat as- 
sembly, pump plunger and gasket 
set, the basic items required by 
servicemen in performing most car- 
buretor cleanout jobs. 

* a = 


N. C. Wholesalers Cited 


For Education Promotion 


CHICAGO.—The North Carolina 
Automotive Wholesalers Assn. has 
been presented a plaque by the Na- 
tional Standard Parts Assn, for 
“outstanding cooperation and serv- 
ice in the promotion of automotive 
vocational education at the state 
level during 1958.” 

The citation was for a greatly 









in the world 


McQUAY. makes the finest bearings 


| expanded trade and industrial edu- 
eation program, Within the next 
|three years, the NSPA said, plans 
call for the erection of 18 industrial 
education centers in the state. 
* Cd om 


Parts Firm Adds Branch 


MONTE VISTA, Colo.—The third 
branch of a Colorado-New Mexico 
wholesale auto parts firm has 
opened here with Troy Bailey as 
manager. The new N. V. Auto Parts 
is one of the Haynie Merchandise 
Mart chain of Alamosa, Colo., and 
Espanola, N. M. 


* * * 


Plasti-Kote Display 


CLEVELAND. — A 36-car-color 
counter display has been introduced 
by Plasti-Kote, Inc. The company 
said the display is designed to sell 
car-color touchup sprays on sight. 

* = * 


New Lamp Packages 


NEWARK, N, J.—Four popular 
{miniature lamp types are now 


packaged in flat packs by Tung-Sol 
Electric, Inc. The present lamp 
types Nos, 1034, 63, 1154 and 67, 
which fulfill 60 percent of service 
requirements, are packaged 10 
lamps of a type to each carton, 
* * x 
2 Firms Name Mezey 

DET ROIT.—Mezey Agency, 
Inc., has been appointed sales 
representative for the Cotan divi- 
sion, Interchemical Corp. and the 
automotive division, Pacific Mills, 
according to Oscar Mezey, presi- 
dent. 


300 Exhibitors 
Sign Up for PAS 


SAN FRANCISCO. — Over 300 
manufacturers of replacement and 
repair parts, equipment, tools, 
paints, chemicals and accessories 
will display and demonstrate their 
products in 500 booths at the Pa- 


numbers—complete cover- 
age of all needs. Highest 


quality. Easy to install. 


More than 6300 different 
Fast, nearby se 








Hall, here March 12-15. 


The kick-off banquet for the} 
show will be held at the Fairmont | 


Hotel on the evening of March 11, 


a 
cific Automotive Show in Brooks| Assn. of Credit Management, he 


| said, 
*” * a7 


Pesha Firm Moves 
TULSA, Okla.—Pesha Autc Sery. 


Pre-show meetings will be held by ice has moved to a large b ilding 


the National Standard Parts Assn. 
and the Motor and Equipment 
Wholesalers Assn. at the Fairmont 
Hotel on March 11, 

* + = 


Grinold Adds 2 Stores 


| MERIDEN, Conn.—Grinold Auto 
| Parts, Inc., Hartford, has opened 
stores at 141 N. Colony St., Meri- 
|den, and 191 W. Center St., Man- 
|chester. The firm now has nine 
|outlets in the state, according to 


|Raymond Grinold, president. 
+ + « 


3 Credit Scholarships 


To Be Awarded by MEMA 


NEW YORK.—tThree scholar- 
|ships for graduate study in credit 
| work will be awarded this year to 
credit executives by the Motor and 
Equipment Manufacturers Assn. 

Frederic J. Lanning, MEMA gen- 
eral manager, said the scholarships 
are for a two-week course at either 
Dartmouth College (Aug. 2-15) or 
Stanford University (June 28-July 
11). The scholarships will be given 
in cooperation with the Credit Re- 
search Foundation of the National 


rvice. 
TORONTO 


McQUAY-NORRIS 
MANUFACTURING CO. 


ST. LOUIS -« 





| forcement 
| trade laws are in effect and that 





at 1201 S. Main and has expanded 
its services, according to /farolg 
Pesha, owner. A painting and metaj 
shop will be added, he said, 


Hall Products 
Expands Lines 


DETROIT.—The new Hall Prod. 
ucts division of C. M. Hall Lamp 


Co. -is expanding production with 
additional lines of replacement 
parts and accessories to be mer. 


chandised through jobbers and 
dealers. 

New replacement items are Duro- 
flex universal speedometer core 
kits, Duro-flex speedometer cable. 
and-casing assembly and dual 
headlamp assemblies for '58 Gen. 
eral Motors cars. 

Accessories include a new Hall. 
mark line of rear-view mirrors, an 
antitheft alarm for cars, chrome. 
plated rocker-arm valve covers. 
locking gas-tank caps and kits for 
converting ‘57 Ford and Chevrolet 
headlamps to the dual-light system, 


Alaska Dealer 


Offers Tip: Send 


Radiator Covers 


FAIRBANKS, Alaska.—for their 
cold-climate customers, American 
car manufacturers ought to follow 
the example of Simca, according to 


Paul Greimann, of Standard Ga- 
rage (DeSoto-Chrysler-Plymouth). 
With every Simca has come a 


cardboard radiator cover. This 
should be standard equipment with 
every car, particularly in the In- 
terior of Alaska, Greimann believes. 

Winters are severe here from the 
middle of October to the middle of 
March. Temperatures ranging from 
10 to 40 degrees below zero wear 
out engines prematurely, “at least 
for people who don't take adequate 
precautions,” said Greimann. 

Another factor Greimann stresses 
for proper maintenance of cars in 
Alaska is the changing of oil on 
the basis of gasoline burned rather 
than on speedometer readings. 

“Speedometer readings mean 
nothing so far as service of en- 
gines is concerned,” he said. “An 
hour’s burning of gasoline to warm 
the engine, after the car has been 
sitting in the cold, adds 50 miles 
of wear.” 

Greimann also tries to persuade 
his customers to buy heavy-duty 
generators because of the drain on 
batteries from heaters, lights, ra- 
dios, clocks and other accessories. 


Champion Gets 
New Price Writ 


TOLEDO.—Champion Spark Plug 
Co. has been awarded a _ second 
permanent injunction enforcing the 
Fair Trade Act in California, The 
new injunction, signed in the Sw 
perior Court of Alameda County, 
named the “U” Save department 
store, San Mateo, and Louis Adler, 
Oakland, as defendants. Two Les 
Angeles firms were cited earlier. 

A spokesman for Champion said 
the firm is pursuing fair-trade en- 
in states where fair- 


these injunctions should aid in the 
distribution of Champion spark 
plugs in other fair-trade states. 


Bill to Lift Tradein Tax 


Killed in New Hampshire 

CONCORD, N. H.—A bill which 
would have exempted automobile 
tradeins from New Hampshire's 





| controversial stock-in-trade tax has 
| been killed in the House of Repre- 


sentatives. 

Rep. Laurence M. Pickett of 
Keene, sponsor of the measure, 
said he would introduce a resolu- 
tion in which the lawmakers would 
ask the New Hampshire Supreme 
Court to rule on the constitutional- 
ity of his proposal. 


Hoehn Buys Rambler Deal 


MEMPHIS—Tom Hoehn has 
purchased Southern Rambler, Inc., 
2516 Poplar St. Hoehn, who has 
been named president, said the 
firm’s name has been changed to 
Courtesy Rambler, Inc. 
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..thereS nothing so powerful as an idea 


Better Homes and Gardens makes more sales because it gives people more buying ideas 


Any magazine worth the paper it’s printed on has a specialty. BH&G’s 
specialty is ideas about better living. How to plan and do and buy 
things to make family life more enjoyable—at home or away from home. 
The family members who read Better Homes and Gardens (an 
average of 15% million every month) are eager for BH&G’s brand 
of what-to-do and how-to-do-it ideas. In the pages of their favorite 
idea magazine, reality becomes 
more fascinating than fiction. 


During the year '/3 of America reads 


f & B agpeeti tl 






OAs , 


That’s why so many BH&G readers “‘live by the book”—and that 
means they buy by it, too. 

In Better Homes and Gardens’ climate 6f ideas, advertising is 
particularly inviting and persuasive. Any product—from automobiles 
to zinc ointment—that can help families to live more pleasantly or 
abundantly can be profitably advertised in BH&G. Meredith of Des 

), Moines . . . America’s biggest publisher of 
ideas for today’s living and tomorrow’s plans 


‘a .the family idea magazine 
i} 
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NOW OVER 4,500,000 COPIES MONTHLY 








TURNINGS... 


Pulleys Work No-Shift 


On New Dutch Car 





By Joseph M. Callahan 


Engineering Editor 


NE projected foreign economy car which does offer an 
automatic transmission is the 81-inch-wheelbase Dutch 
DAF, scheduled to go into production this spring at Eind- 


hoven. 


It goes without saying that automatic transmissions, 


possibly at reduced prices, 
will be available with the 


smaller Big Three cars. Auto- 
matic shifting already is a popular 
option with Lark and Rambler, 
The DAF 600 has a fully auto- 
matic transmission called the 
Variomatic which has no gears, no 
differential and no universal joints. 
The Variomatic consists princip- 
ally of two sets of pulleys located 
under the rear seat, A pair of 
pulleys is on each side of the pro- 


peller shaft and each pair is con-| 


nected by a notched V-belt. 


* * * 


Conventional Power 


a is transferred in a rela- 
tively normal fashion from the 
front-end engine through a centrif- 
ugal clutch to the 
propeller shaft. 
On the end of 
this shaftisa 
power divider 
which distributes 
the power to the 
two forward pul- 
leys, which send 
the power via the 
V-belts to the 
rear pulleys. 
EF. These pulleys 
J. M. Callahan then transfer the 
torque to the rear wheels through 
@ gear reduction unit. 
The secret of the Variomatic lies 
in the pulleys, each of which con- 
sists of two halves. One half of 





ROOMINESS IS THE BIG NEWS IN 59 
...AND CHRYSLERS GOT IT! 


each pulley slides back and forth, 
resulting in variations in the dis- 
tance between the two halves and 
| variations in the effective diameter 
|of the pulley which, consequently, 
determine the speed at which the 
V-belt travels. 


When the front pulley halves 


'GM Pays Workers 


‘Over $3 Million 


‘For Suggestions 


| DETROIT.—General Motors em- 
| ployes in 1958 received $3,260,000 in 
setting a new record for participa- 





tion in the GM employe suggestion 
|plan, it is announced by Louis G. | 
Seaton, personnel vice-president. 

A total of 256,499 suggestions 
| were submitted, resulting in a par- 
| ticipation rate of 817 for each 1,000 
|eligible employes in the U. S, and 
| Canada, Also a new record was the 
68,378 suggestions adopted by the| 
company. 

Last year’s payments to GM em- 
ployes submitting suggestions on | 
ways to make their jobs safer and | 
easier and improve plant operations 
pushed the total suggestion plan 
awards since 1942 to more than $27 
million, said Seaton. 

Maximum awards of $2,500 were 
granted for 110 of the ideas sub- 
mitted and 380 suggestions resulted 
in awards of $1,000 or more, 





AUTOMOTIVE NEWS, MARCH 9, 1959 


are wide apart, the effective di- 
ameter is smallest and the speed 
of the belt is slowest (although 
capable of supplying the most 
power). When the halves are 
close together, the diameter is 
largest and the belt speed is 
greatest. 

The distance between the halves 
of the two front pulleys is control- 
led by a centrifugal weight system. 
In addition, the engine vacuum can 
be employed either to advance or 
retard the sliding movement, 

* * ad 


48 Miles Per Gallon 


_— front pulleys are fitted with 
vacuum cylinders in which one 
side of the diaphragm is subjected 


| to varying amounts of vacuum pres- 


sure from the engine according to 
the position of the gas pedal, In the 
case of the rear pulleys, their effec- 
tive diameter is controlled by a 
spring. 

When the DAF begins to move, 
the front pulleys present a small 
diameter to the V-belts while the 
rear pulleys present their largest 
diameter, As the car’s speed picks 
up, the V-belts are forced to run 
on larger diameters on the front 
pulleys and smaller diameters on 
the rear pulleys. 

DAF officials say their car will 
have a maximum speed of 57 
miles an hour and that it will 
give fuel consumption of 48 miles 
to the gallon. 

The open under-side of the Vario- 
matic transmission has proved to be 


|no problem, according to DAF offi- 


cials who tested the car for thou- 
sands of miles on flooded and snow- 
covered roads in Holland. 

> > > 


Name Inventor 


77s A GOOD bet that nobody in 
the world has coined as many 
names as has Robert D. Pursley, 
who is in charge of selecting the 
nomenclature of car parts at Chev- 
rolet. 

Counting the parts for the past 
and present Chevrolets, Chevrolet 
trucks and Corvettes, Pursley said 
there are 48,000 different names in 
the Chevrolet files—and he has 


STRETCH OUT! FRONT SEATS ARE 


HIGHER, BACK SEATS ARE FARTHER BACK, 


TO GIVE YOU MORE LEG ROOM. 









into production this spring. 


pulleys increases or decreases. 
* * * 


selected about a third of these. 
Each ’59 has about 13,500 parts. 

While many people in the in- 
dustry can get away with calling 
car parts gizmos, gadgets and 
thingamajigs, it’s imperative that 
each new or redesigned Chevrolet 
part have its own name. 

Declaring that chaos would re- 
sult without a nomenclature sys- 
tem, Pursley said that this avoids 
duplication, saves space, aids in 
communication and permits uni- 
form identification of parts 
throughout the company. 

Some of the names he selects— 
|such as “exhaust pipe packing 
gland” or “earth borer levelling 
worm”—may appear rather simple 
and obvious to some, But he also 
must come up with names like 
“transmission torque converter sec- 
ondary pump overrun cam sleeve 
and mounting flange assembly.” 

> . © 


Less Colorful Now 


AR parts nomenclature is not as 
picturesque as it used to be, 
Pursley remarked, The naming of 
parts has become more precise, 
with the names being selected to 














DAF's Radical Automatic Transmission— 


The unusual automatic transmission of the DAF, a small Dutch car that will go 


















The car gains and loses speed as the diameter of the 


ae . w 
describe the function of the 
as nearly as possible. 


He added, “That’s why a piece 
may be called ‘car heater and evap. 


part 


|orator air distribution duct valve 


rod and tube assembly’ instead of 


something shorter. 


“Sometimes hitting on the right 
name is tough and I am still 
thinking of a solution after I go 
home at night. Suddenly a name 
might come to me at the dinner 
table and I start chuckling over 
the victory. My wife has become 
used to this.” 

A man who finds it impossible to 
forget his job completely when he 
goes home, Pursley occasionally 
spends 15 minutes looking at a car, 
drilling himself in nomenclature by 
trying to name as many visible 

parts as possible. 

He also supplies a number to 


|every part, which is much easier. 


Records of the part numbers and 
names are kept in a cross-indexed 
file. 


Oh yes, Pursley’s title is “Part 
number assignment and nomencla- 
ture man in the records and specifi- 
cations department.” 
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SWIVEL SEATS- 
ACTUALLY TURN TO USHER 
YOU IN AND OUT WITH 
NEW-FOUND EASE. 


You get all this as standard equipment: new, more economical Golden Lion engines; Torsion-Aire Ride; Total-Contact Brakes; Lustre-Bond enamel. 


Plus all these sales-making options: Swivel Seats; Auto-Pilot; Constant-Control power steering; Pushbutton TorqueFlite automatic transmission. 
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How They're Pushing Sales 


Dealer Ad Ideas 


ATES CHEVROLET, South 





G Bend, Ind. suggested “The 
Start of a New Love Affair! The 
Bride and Groom and Their ’59 
Chevrolet” as its part in the 12- 
e “Bride’s Book” section of a 
South Bend Tribune Sunday issue. 
“Our Salesmen Have The Sharp- 
est Pencils In Town!” the Gates 
ad said. “Every salesman has been 
instructed to give the maximum 
savings to you!! We have all mod- 
els in stock for immediate delivery 
_,. Start your new love affair now 
while the pencils are really sharp.” 
* = + 


A ‘Doctored’ Report? 


HE 1959 Rambler is the “cure” 

for a number of ailments, ac- 
cording to an ad in the Helana 
(Ark.) World by Stratton-Hammett 
Motor Co. 

The firm said its staff had found 
the Rambler a remedy for the 
following “diseases:” 

1. Slipped spinal disc caused by 
loading heavy suit cases into the 
inconvenient trunk compartments 
of certain 59 model cars, 

2. Fractured kneecaps caused 
by hastily entering the front seat 
of other late models. 

3. Bruises and lacerations of the 


Denver Is Cheon 


For PAS in 1960 


DENVER.—Denver has been 
chosen as the 1960 site of the Pa- 
cific Automotive Show, according 
to William L. Knoyer, president of 


Automotive Booster Clubs, Inter- 
national, Inc. 
Some 30,000 jobbers, suppliers 


and manufacturing representatives | 


from 11 Western states are ex- 
pected to attend the show in the 
City Auditorium Arena March 10- 
13, he said. 

Auto parts manufacturers have 
contracted for about 360 exhibit 
booths at the show, Knoyer added. 


head caused from rising too soon 
upon leaving the longer, lower, 
wider luxury cars. 

4. Neck strain caused from try- 


ing to ride in certain automobiles | 


with your hat on. 


5. Gas pains caused from numer-| 


ous and frequent trips to your 
local service station. 

6. Soreness in arms and shoul- 
ders from trying to park over- 
sized monsters. 


7. Nervous tension and general 
rundown feeling from making 


month. 


* * * 


$1 Buys a Used Car 

TWO-FOR-ONE used-car 
+% sale, with two cars coupled 
its used-car stocks, according to 
Hill Brothers Buick Co., Poca- 
tello, Ia. 

The offer was limited to siz 
days during which used-car buy- 
ers could purchase a second car 
for $1. 

Typical deals included a 1955 
Ford Country Sedan for $1,495 
and a 1946 Buick four-door for 
an extra dollar; a 1956 Oldsmo- 
bile for $1895 and a 1948 Olds- 
mobile four-door for an extra 
dollar. 


sale attracted many man-and- 
wife combinations who bought 
one car for the husband, the 
other for the wife. 


Demo-tion 
Joe Lets Test Drive 


Trigger Sale 
EMONSTRATIONS of the ’59 
| Dodge, sometimes even before 
the floor presentation, are endorsed 
wholeheartedly by Joe Ellis 
| (Dodge), Columbus, Miss. 

| “I keep a demonstrator out 








in 


budget-busting car payments each | 


at a bargain price, helped clear | 


front of the showroom at all times,” 
Ellis says. “If I see a man walk 
by, and perhaps stop to admire the 
beauty of the car, I get out there 
and say, ‘Sit in it.’ As soon as he 
does, I get in beside him and say 
‘Drive it.’ Before he realizes it he 
is getting a full demonstration.” 
Unlike many salesmen, Ellis lets 
the prospect do all the driving 
while he sits beside him explaining 
the many features of the Dodge. 
If the prospect isn’t sold at the 
end of the demonstration, Ellis 
usually gets him to make a compar- 
ison by driving another make—he 


| usually has one or two models of 


competitive cars on hand. 


Double Check 
Before-and-After Rides 
Given New Buyer 


| MororIsts who buy their first | 


Dodge from Midwood Motors, 
St. Ann, Mo., get not one, but two 
demonstrations. 
Clyde and Don Ferguson, opera- 
tors of the dealership, explained: 
“When a customer buys a Dodge 
for the first time, we make sure he 


livery. We also try to give the wife 
a demonstration, whether she’s 
driven the new car or not.” 





The Fergusons said they feel the 
second demonstration makes the 


;mnew owner more familiar with his 
| purchase “and makes him a better 


| 


Hill Brothers officials said the | 


salesman for us.” 


* = & 


|U. C. Buyers ‘Stock Up’ 


AY E. LUNDAHL CoO, (Oldsmo- 
bile), Idaho Falls, Id. said it 


|cleared a record number of used 


cars with an unusual GM stock 
sale, 

For a limited time, the firm 
offered used-car buyers GM shares 
with each purchase. 

One share of stock was given 


| with each $500 paid for a used car. 
| At the time of the sale, the stock 


was valued at approximately $50 a} 


share. 

Officials of the firm said the pro- 
motion, heralded by full-page ads 
in the local newspaper, resulted in 
almost a complete sellout of the 
used-car inventory. 


gets a second demonstration at de-| 





In the early 1900s a motorist 
| spent over half his time helping 
people get past his car. 





Gale Now Is Studebaker 





NEW YORK.—Joe Gale is back 
|}on Broadway's auto row, this time 
as a Studebaker dealer. 

Joe — Marion C. Gale —Ileft a 
Buick dealership on the Big Stem 
some time ago to take over Mon- 
arch Buick in Hempstead, L. L 
Later he switched to Edsel and 
then he added the Fiat. 

Still later he closed the Edsel- 
Fiat operation and moved on to 
Great Neck, L. L, 
dealer. 
sold on the compact car and was 
itching to get back on Broadway. 

So when the Studebaker deal at 
56th and Broadway became avail- 
able, Gale came back “home.” 

The compact car is the ideal 
car for people who live in New 
York, Gale believes. 

“It has a low initial price and 
operating and maintenance costs 
are lower, a particularly important 
consideration in an area such as 





as a Rambler | 
By now, he said, he was| 


Bill Earmarks 


Excises for Roads 


WASHINGTON.—AIl Federal ex- 
cise taxes on autos, trucks, buses, 
trailers and parts and accessories 
would be spent only on road build- 
ing under a bill introduced in the 
House by Rep. Robert H. Michel, 
Illinois Republican. 

Michel said the bill “would pro- 
vide for a transfer of approximately 
$1.5 billion yearly into the rapidly 
diminishing Highway Trust Fund 
and would discourage the Federal 
Government from further en- 
croaching on a tax area which has 
|already been preempted from the 
| states.” 
| Only half of the 10 percent tax 
on trucks, buses and trailers is 
going into the trust fund at pres- 
ent, he said, Transfer of the re- 
|mainder of these excises to road 
| building would eliminate the need 
| for the 1%-cent gas-tax hike asked 
by the President, Michel added, 








Dealer ... 





Joe’s Back on Broadway 


this with its high labor rates,” Gale 
said. 

In addition, he continued, insur- 
ance and garage-rental rates for 
small cars are lower and the car 
is easier to handle in the city’s 
crowded streets. 

He said many of his customers 
also are interested in leasing com- 
pact cars. Apartment dwellers like 
to rent a car for the spring and 
summer and then rely on other 
forms of transportation in the fall 
and winter, Gale added. 


Vancouver Picks Dueck 


VANCOUVER, B, C.—Ed Dueck 
has been elected president of the 
Vancouver Motor Dealers Assn. 
| Vice-presidents are Neil McKechnie 
|}and Roger Gauthier, Directors are 
| Stewart Begg, Jack de Wolfe, Doug 
| Holme, Bill Johnston and Howard 
‘Whittaker. 





KEEP YOUR HAT ON! 
A CHRYSLER, EVEN IN 










YOU CAN IN 
THE BACK. 


STEP IN BACK EASILY. DOOR OPENINGS 


ON CHRYSLER TWO-DOOR HARDTOPS 


ARE 3 INCHES HIGHER 
WIDER THAN THOSE ON 
TWO-DOOR _HARDTOPS. 


AND 7 INCHES 
MOST OTHER 


NO TRIPPING! LESS SILL TO STEP 
OVER.LESS SINK TO STEP INTO. 
CHRYSLER REAR FLOOR IS ALMOST FLAT! 


NO MIDDLE-MAN CRAMP! CHRYSLER'S LOWER, 
THINNER TRANSMISSION TUNNEL GIVES YOU 
ROOM TO STRETCH YOUR LEGS, EVEN IN 

THE CENTER SEAT. 


fA 


YOU GET MORE CAR TO SELL... 
WITH THE LION-HEARTED 


CHRYSLER 


EVEN A BICYCLE WILL FIT INSIDE 
CHRYSLER'S GIANT TRUNK. SPACE IS BIG, 
USABLE — NOT NOOKS AND CRANNIES. 
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In the Letterbox 


(Continued from Page 14) 


new cars in Hillsboro, O., a town 
of 6,000. During our big selling 
season, we have $70,000 to $80,000 
worth of new cars on hand. 

I have been in business a little 
over five years. Can you conceive 
of any local banker floor-planning 
$80,000 worth of new cars to a 
newly established business? Some- 
times there are certain cars that| 
do not sell readily, and are held in| 
stock too long. 

Small banks in small towns do 
not understand the automobile 
business, and when it is neces- | 


sary to floor-plan a car more 
than 60 days they would become 
alarmed and would want their 
money, and this would work a 
hardship on a small dealer. 


We floor-plan our cars through 


Garrett Opens Renault Deal 


GREENSBORO, N. C.—Carl Gar- 
|rett Sales & Service, has been 
|awarded a Renault franchise and 
has opened at 2504 Battleground 
Ave. Heading the firm is Carl Gar- 
rett. 


General Motors Acceptance Corp. 
GMAC understands our business, 
and because of this fact is willing 
to take the added risk of floor- 
planning cars to a newly estab- 
lished dealer, operated by a young 
man like myself. Small banks in 
a small town do not want this type 
of business. 

The reason Senator Kefauver’s 
bill shocked me is because I am 
wondering who is going to loan 
me the $70,000 to $80,000 needed to 
floor-plan these cars. If this bill 
were passed, an extreme hardship 
would be placed on small dealers. 

What is wrong with an automo- 
bile manufacturer owning a finance 
company that assists dealers in 
| floor- -planning their cars, and as- 
| sists dealers in financing their 
| cars to the consumer? 
| The integrity of GMAC has 


ONE ©; THE NATION’ S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ae e428 


SHED 


BR Rede 


1959 


built a reputation so outstand- 
ing with the dealers and the con- 
sumer that they are the envy of 
every finance company in the 
business. This reputation is 
brought about by fair dealing. 
The basic idea as I see it is 
that certain people must recognize 
that so-called big business is big 
because they have never failed to 
recognize that fair dealing builds 
confidence and builds business. 
After all, who owns GMAC? Who 
will own any finance company that 
any other auto manufacturer might 
establish? People like you and me, 
who want a safe place to invest 
their money with a fair return. 
When irresponsible politicians 
try for headlines, it takes men with 
sober thinking who must remove 
such radical thoughts—Joun L. 
Matson, president, Matson Chevro- 


THE WHELAND COMPANY 


aw 


FOUNDRY 


IN OFFICE 


DIVISION 


CHATTANOOGA 2, TENNESSEE 


AND MANUFACTURING PLANTS 


let-Pontiac-Oldsmobile, Inc., Hills. 
boro, O. 

+ + + 
‘A Competition Stifler’ 

The recent move to secure legis. 
lation guaranteeing territory secur. 
ity for automobile dealers would 
obviously stifle competition, the 
lifeblood of trade and commerce 
and which has made this a great 
nation capable of providing its 
people with many more luxuries 
than any other country in the 
world... 

Such a law would serve, among 
other things, to force the consumer 
to pay a higher price—$100 and 
more—for the automobile he buys, 

The Justice Department has 
already hinted that such legisla- 
tion would perhaps be in viola- 
tion of existing laws which rec- 
ognize the value of competition 
and free enterprise. 

Briefly, the proposed law would 
penalize the dealer whose place of 
business is in one section because 
he has sold an automobile to a 
buyer who lives in arother section. 
Proponents of the measure are 
seeking to establish the penalty at 
about 5 percent of the selling price. 
This amount, then, would be taken 
away from the selling dealer and 
forwarded to the dealer in whose 
territory the buyer lives. 

In effect, the law would penalize 
a dealer’s ingenuity to develop 
sales. 

The possible effects of such legis- 
lation are many. 

For instance, it could very well 
prompt many dealers to cut down 
their advertising budgets, the num- 
ber of salesmen they employ, a 
course which would react adversely 
to the economic growth of this 
state and the nation. It would rob 
a dealer of his initiative to create 
a market for his products. 

Dealers assured a “tailor-made” 
penalty income would have a ten- 
dency to cut down on service to 
customers with a resultant 
inconvenience and loss to the 
thousands who annually buy 
automobiles in Philadelphia and 
throughout the nation. 

Worse than this is the ugly pos- 
sibility that a cutback in good and 
quick dealer-repair service might 
serve indirectly to place on Phila- 
delphia’s and the nation’s highways 
thousands of automobiles which 
may be “accident prone” only for 
the lack of minor mechanical ad- 
justmerts. 

The possibilities are frightening 
indeed. The law could also work to 
cut down sales rather than “stabil- 
ize” profits (as the proponents say) 
and serious employment reversals 
in the automobile industry could 
develop. As you know, Philadelphia 
produces millions of dollars in 
products for the automobile indus- 
try and fewer automobile sales 
would seriously affect the econr 
omy here and in your district. 

Automobile dealers are in 
business to make a profit, The 
proposed territory-security law, 
while on paper promising the 
possibility of profit without work, 
in reality camouflages the greater 
possibility—loss rather than 
profit and eventual bankruptcy 
for the dealer. 

Let me point out that shortly 
after the second World War, when 
demand was greater than the sup- 
ply, automobile dealers did not 
want a territory-protection law. 

But now, left to their own de- 
vices to generate sales, some few 
of them want the easy way out at 
whatever cost to the consumer. 

The proponents want to collect 
5 percent penalty from the dealer 
who can, sell. They want “territory 
protection” for a ready-made 
profit which they did not help to 
make. In short, they want “George” 
to do it, rather than tackling the 
problem of sales themselves. 

Never in the history of this na- 
tion has discriminating legislation 
promoted the well-being of the peo- 
ple. The proposed law would in ef- 
fect tell a dealer he cannot do 
business with any responsible per- 
son in the country, but must limit 
his business to people who live in 
a@ small, narrow territory under 
penalty of paying a 5 percent tariff. 

—“Sunny” Sremn, Sunny Stein 
Chevrolet, 1515 N. Broad St., Phil- 
adelphia. 


Dealer Heads Denver BBB 

DENVER—Ralph L. Richen- 
baugh, president, Rickenbaugh 
Cadillac Co., here, has been elected 
board chairman of the Denver Bet- 
ter Business Bureau. 
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A STITCH IN TIME SAVES NINE! 


Whether it be a doll's dress or the magnificently engineered finish 
of one of today's "dream cars", you may be sure the old adage 
applies equally as well to both! 


There is no question about the value of periodic BLUE CORAL 


TREATMENTS..... to preserve a car's beauty when its new..... 
to restore the original beauty and brilliance when the car has seen 
some service ..... AND MOST IMPORTANT ..... TO PREVENT 


THE GRADUAL DETERIORATION OF THE CAR'S FINISH! 


Your customer takes great pride in the appearance of his car..... quan A QUARTER 0, 
and he'll appreciate your suggestion when you say: A STITCH IN _ wo 4 cy 
TIME SAVES NINE..... AND A BLUE CORAL TREATMENT © % 


IN TIME WILL KEEP ANY CAR A THING OF BEAUTY AND A 


JOY TO DRIVE! Cké hi tuff 





© H.D.T. COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. - Creators of the Blue Coral Treatment e WHITE PLAINS, NEW YORK 
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The Man Behind the Wheel .. . 





Sales Testing the Triumph 


(Eprror’s Note: This is another 
in a series of articles which will 
report on the selling features of 
imported cars). 

> o + 
By William Carroll 
Staff Correspondent 

M* FIRST view of the Triumph 

Estate wagon was something 
less than love at first sight. In fact, 
I didn’t like it at all. It’s narrow 
and high. And little wheels seem 
out of place with so much body 
over them. 

The wagon was from Cal Sales, 
Western distributor for Triumph. 
A close inspection showed that 
someone had gone to a lot of 
trouble to build a well-finished | 
car. The paint was good, doors 
fitted well and the interior trim 
made a good impression of atten- | 
tion to detail. 
Once in the driver’s seat, things | 

began to look a bit different. I) 
could see through the windshield 
without ducking. The seat could be 












pushed so far back the pedals were 
out of reach. 

There weren’t many instruments, 
but those on deck were usable. 
Except for heater legends, which 
are stamped in plastic and almost 
unreadable in any light. Pedals 
were far enough apart for No, 12s 
and only the steering wheel bumped 
into my knees. 

> + + 


There’s Trick to Starting 


A COMBINATION ignition-switch 
and starter cranked the engine 
over, But until I learned the trick 
of leaving the clutch alone, pulling 
the choke out about half way and 
just cracking the throttle, starting 
was hard to come by. Once the 
combination was learned, there 
were no more problems—either hot 
or cold. 

Then surprise. The little over- 
head valve four idled so quietly, 
even when cold, that I could 
hardly hear it. And when running 


“Stromberg Carburetor 
performance builds 
car owner loyalty 


every 





“Sure . . . an owner could easily 
switch to another make car just 
because he’s been having 
carburetor trouble. In cases of 
starting and stalling difficulties . . . 
and disappointing gas mileage— 
the average car owner 
blames the carburetor. And 
the car manufacturer gets 
a ‘going over’, too.” 


“You’re right, Bill, so why 
take chances with anything but 
the best in carburetors? And, 
for over forty years, that’s been 
STROMBERG". It’s built by the 
leaders in automotive fuel 
systems— Bendix-Elmira.’ 


*REG. U. S. PAT. OFF. 


Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, NEW YORK 


through the gears it would almost 
sing. This I got used to. An 1,800- 
pound wagon is a lot of weight 
for 40 horses. 

The four-speed gearbox was in 
use from start to finish of every 
trip. The engine must hit 5,000 
r.p.m, to find all 40 horses, and 
there’s no harm in “revving” it up 
until it sweats oil, In fact, that’s 
the only way you'll be able to keep 
up with American traffic, 

Driving in the city was not the 
world’s greatest experience. It re- 
quires too much gear shifting, and 
there’s not enough power for slight 
hills (or turns) without shifting 
down, and the tiny brake-pedal 
pads seemed to be pushing a hole 
through my shoe. 

On open roads the story is differ- 
ent. The wagon is quiet and scoots 
along at 40 to 55 miles an hour 
without trouble. You can get to like 
the car in a few miles, but stay off 
the dirt. The combination of short 
wheelbase and stiff springs will 


day” 


ay 








For Easy Service— 


Everything under the hood of the Tri- 
umph Estate Wagon is easy for a service 
man to get at. And the compartment is 
roomy enough to allow a mechanic plenty 


of elbow room. 
+ = * 


dampen a prospect’s enthusiasm 
rather quickly. 
a. 


* + 

400 Miles of City Driving 
PUT almost 400 miles on the 
wagon in two weeks of hard 
city driving. Results were not im- 
pressive. Figures averaged out to 

24.7 miles per gallon. 

This is not entirely in conflict 
with Triumph’s claim of 40 miles 
per gallon. The firm is speaking 






——, 


of steady running at 60 miles ay 
hour, which could easily give 4 
miles per gallon. 

My low mileage resulted from 
driving in traffic all the time with 
the throttle floored in attempts ty 
keep up with 300-horsepower De. 
troit iron. 

I ran out of gas once with the 
tank still a quarter full, Then while 
still coasting downhill at some 
miles an hour, I remembered the 
reserve fuel valve under the rear 
seat. I reached back, twisted the 
valve a quarter turn counter clock. 
wise and another 50 miles of driv. 
ing were available, It’s a mighty 
nice sales point. 

o : * 


Easy Servicing Seen 


a should be a snap, 
The unit body has little that 
needs tightening. Door hinges are 
in the open, and the hardware is 
very well made. Chassis components 
are sturdy, the shock absorbers can 
be refilled if necessary and the 
whole assembly is rigid and free of 
annoying sheet-metal weave. 
Under the hood you'll find the 
engine is wide open for repairs. 
There wasn’t a unit that I 
couldn’t find at the first look, Dis- 
tributor, carburetor, hydraulic 
reservoirs, battery and dipstick. 
Triumph says “adjusting is so 
|simple that any average American 
teen-ager is mechanically compe- 
tent enough to handle it.” And I 
believe a teen-ager would be. 
There seem to be a lot of things 
about this car that I didn’t like 
Some of the things bothering me 
> = > 








A Popular Feature— 


The wide-opening single rear door of 
| the Triumph Estate Wagon is one of the 
most popular features with prospects, 


salesmen report. 
= = > 


were tail lights almost outside the 
| bumpers and most vulnerable to 
Detroit bumpers, and those four 
doors. 

| Four doors are great if you sell 
| cars by the number of doors, but 
j}awful if you sell by sease of en- 
|}trance. The doors are narrow 
| (though high) for all but the tiniest 
| prospects. The steering wheel both- 
|ered my knees, and most knees of 


| Triumph sales-testers. 
> > 


Shift Lever Too Long 


vss long shift lever goes so close 
to the panel that a key case 
(Continued on Page 48, Col. 2) 


Car Tested: 
TRIUMPH 
ESTATE WAGON 


Model: Four-door station 
wagon. 

Engine: Four-cylinder, fou r- 
cycle, overhead valve, 57.8 cubic 
inches displacement, 40 horse- 
power, 2.48 bore by 3.0 stroke, 
8 to 1 compression ratio and 
cast-iron block, Maximum horse- 
power (40) is developed at 5,000 
r.p.m, 

Transmission: Floor-mounted 
shift lever on four-forward 
speed unit bolted to engine 
block. Shift pattern is similar to 
other British cars with syn- 
chronizer for engagement of «ll 
gears except first. Single dry- 
plate clutch operated by hy- 
draulic piston from suspended 
clutch pedal. 

Accessories: Whitewall tires, 
heavy-duty heater, chrome wheel 
rings, radio, electric clutch, 
windshield washer and two-tone 
paint. 

Note: The Triumph Estate 
Wagon and sedan have been 
produced in England by the 
Standard Motor Car Co., Lid, 
since 1951 as the Standard 10 
line of cars, 


i 
i 
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| 

















Each year, Motor Trend Magazine presents an award to the automobile 


manufacturer making the year’s most outstanding achievement. This is not 
just an engineering award, nor is it an award for any specific category, 
such as safety, performance or ride. It is an award for over-all product 
superiority. Our experienced staff tests and drives all new cars, evaluating 
them from all angles. Reports of these extensive tests are published 
throughout the year and are important reading for anyone considering 


the purchase of a new car. 


After complete study and testing of the 1959 models, 
the Editorial Staff of 


MOTOR TREND MAGAZINE IS PROUD TO NAME: 


me 1959 PONTIAC 
CAR: OF: THE: YEAR! 


PONTIAC 
<n teanhe wash MOTOR TREND MAGAZINE 


and the year’s Published by Petersen Publishing Company 
best combination of 

handling, ride 

and performance 











Across the Nation... 
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Auto Dealer Changes 


Garnsey Plymouth Sales, Swan- 
ton, O., has gone out of business. 
Swanton is in Fulton County in 
the northwest corner of the state. 

* * * 


Gregory Ford to Build 


Gregory Ford Co. has announced 
plans for a $300,000 dealership at 
333 E. Pershing, Decatur, Ill. The 
firm currently is at 385 E. Prairie. 
Gregory Ford was formed in No- 
vember, 1957, when H. Grier Greg- 
ory took over the franchise of John 
Rechtin-Dick Hupp, Inc. 


+ * + 


Kielty Signs with Buick 
Kielty Motors, Inc. (Pontiac), 
Grand Forks, N. D., has received 
a Buick franchise. F. Wendell Kielty 
is owner of the firm. 
* = * 


Keysers Get GM Dual 
James M. Keyser and his brother, 
William J. Keyser, have been 
awarded Pontiac-Cadillac fran- 


chises and have acquired the assets 
of Justice Motors, Inc., 75 Main, 
North Tonawanda, N. Y. They will 
operate as Keyser Bros. Pontiac- 
Cadillac, Inc. 
* ce ke 
Studebaker for Erhart 


Erhart Motor Car Co., Inc., 
1570 Main, Buffalo, has been 
awarded a Studebaker franchise 
and will continue to handle Jeep 
and Volvo. The company is 
headed by Harry J. Erhart and 
his son, John H,. Erhart, Harry 
Erhart has been in the auto busi- 
ness in Buffalo 60 years. 

* * * 
Lipman Expanding 
Lipman Motors (Rambler), Hart- 
ford, Conn., is constructing a 20,000- 
square-foot addition to its Hom- 
stead Ave. dealership. It is expected 


to be completed this summer, 
= = * 


Ponca Adds Franchises 
Ponca Motors, Inc. (formerly 


they help you sell... 


Wheel covers that stay new 
are made of stainless steel 


New steels are 
born at 
Armco 





steel: 


ENDURING GOOD LOOKS—The pleasing luster of 
Armco Stainless Steel is built in. It lasts and lasts 
under normal care, without extra precautions, spe- 
cial cleaners, or surface protection of any kind. 


EXTRA TOUGHNESS— Solid, dense-grained Armco 
Stainless resists denting, gouging and scratching 
from rocks, gravel, curbs, and winter ice—retains 
its shape under impacts that easily damage softer 


metals. 


LASTING STRENGTH—Because Armco Stainless 
Steel is exceptionally strong, wheel covers and hub 
caps need no reinforcement. They stay rigid, too 
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For wheel covers and hub caps, no other material 
can match all these quality advantages of stainless 


Ponca Pontiac), Espanola, N, M.,| kins Motors, Inc., 900 N. Ashley St., | 


|now is handling Pontiac, Oldsmo- 
| bile, imported cars and Interna- 
tional Harvester trucks. R. G, Ca- 
| pron is president, and D. Miiler is 
general manager, 

* * * 


Snyder Buys Bachman 


Snyder Buick, Inc., has pur- 
chased Bachman Buick, Inc., 212 
N. W. Fourth, Evansville, Ind. 
William A. Snyder, formerly of 
Cleveland, heads the new firm. 
Charles C. Bachman had operated 
the Evansville dealership since 
1950. 


* * * 


S-P Adds Daughtridge 


U. Daughtridge Motors, Inc., 942 | 


N. Church St., has replaced Liles 
& Long Motors, Inc., as the Stude- 
baker dealer in Rocky Mount, N.C. 
The firm is headed by U. Daught- 
ridge, a former Liles & Long em- 
ploye. 


* * * 


Six More Dealers Sign 
To Handle Fiat Sales 


Appointment of six more dealers 
has been announced by Fiat Motor 
Co., Inc. They are: 

Wright-King Olds, Inc., 120 
Rowell St., El Dorado, Ark.; Pip- 





Nine lives? No—but this bright, rust-free hub cap in a field of 
worn-out autos is shining proof that stainless steel can be depended 
on to stay new-looking for the life of a car. 


—don’t lose their “spring” no matter how often 
they’re taken off and put on. 


CORROSION RESISTANCE—Armco Stainless is made 


stations. 


to resist rust. That’s why it easily withstands effects 
of rain, snow, and street chemicals. Then too, it is 
not affected by even the strongest detergents or 
white wall cleaners used at home or in wash 


Service proved 


Lifetime service by millions of stainless steel wheel 
covers and hub caps is the ultimate proof of their 


superior durability. That’s why Armco Stainless 


Steel in these vital components can help clinch 
sales. Armco Steel Corporation, 1509 Curtis Street, 
Middletown, Ohio. 


ARMCO STEEL 


Armco Division + Sheffield Division » The National Supply Company * Armco Drainage & 
Metal Products, Inc. * The Armco International Corporation » Union Wire Rope Corporation 
Southwest Steel Products 


Valdosta, Ga.; Hobb’s Auto Supply 
Co., 2605 Sixth St., Meridian, Miss. ; 
| Foreign Motors, Inc., 1112 Indiana 
| Ave., Wichita Falls, Tex.; Wester- 
os Import Car Center, 219 S. 
|First St, Yakima, Wash. and 
| Marion Motors, Inc., 510 Fairmont 
| Ave., Fairmont, W. Va. 


* * * 


Green Gifford Expands 


| 

| Green Gifford Motor Corp., Nor- 
folk, Va., has opened its second 
Plymouth dealership at 2012 High 
St., Portsmouth. William T. Green 


is president. 
* * ce 


Kosanke Sells to Huntsman 


Kosanke Chevrolet Co. (Chevro- 
| let-Oldsmobile), American Falls, Id., 
|has been sold by Dave Kosanke to 
H. C. Huntsman of Bingham Can- 
yon, Utah. 

* 


Triumph Adds 5 Dealers 


In California, I in Nevada 


Triumph has added five dealers 
in California and one in Nevada. 
The Nevada outlet is Applewhite’s 


Import Motors, 845 E. Second, Reno. | 


The California additions are: Bob 
Adams Motor Sales, 3263 Market, 
Riverside; Brown & Ely Triumph 
Sales, 3700 Geary, San Francisco; 
Ukiah Motor Sales, Inc., 301 S. 
State, Ukiah; Bradley Walker Mo- 
tors, 1025 Texas St., Fairfield, and 
Peninsula Triumph, 101 E. Twenty- 
fifth, San Mateo. 


> . oa 
King Ford Opens 
King Ford Sales, Inc., has opened 
in Essex, Md., a suburb of Balti- 
more. Joseph A, Levy is president. 
© ” + 


Knoff Buys Into Deal 


J. F. Knoff, former Airtemp vice- 
president, has purchased an inter- 
est in Peachtree Plymouth, Atlanta, 
and has become its president, Co- 
owner is George Schumacher, 

> * 


* 


Gamelgard Opens Lark Deal 


A new Studebaker Lark dealer- 
ship, F. C. Gamelgard Motors, Inc., 
has opened at 605 Central Ave, N. 
E., Minneapolis. 


2 * * 


Jaguar Adds 2 Outlets 


Jaguar has added two dealers to 
its U. S. network. They are Olen 
Motors, Inc., 16300 Euclid, Cleve- 
land, and Daigle Sales Co., Rail 
Road Station, Leominster, Mass. 


7 More ‘Dealers 
In Southwest 


Join Volvo Fold 


Appointment of seven more deal- 
ers has been announced by Swedish 
Motor Import, distributor for Volvo 
in the Southwest. They are: 

Florence Car Market, 515 E, Ten- 
nessee, Florence, Ala.; Houston 
Taylor Motor Co., 14 N. College, 
Fayetteville, Ark.; Prince Cook Mo- 
tor Co., Central and Olive, Hot 
Springs, Ark. 

Imported Car Center, Inc., 800 
S. Hays St., Little Rock, Ark.; 
Pryor Motor Imports, 2545 Summer, 
Memphis; M & H Cycle Sales, Inc., 
911 W. Fourth, Big Spring, Tex., 
and Paul’s Service Center, Inc., 445 
N. Main, San Antonio. 

* + . 


Jensen Sells Boise Deal 


Jenson Motor Sales Co., 1119 Main 
St., Boise, Id. has been sold by 
Manning Jensen to Vern Coulter 
and Ron Porter, who have renamed 
the company Foreign Motors Sales, 
Inc. 








* * * 


Washington Deal Renamed 


The name of Mason Motor Co., 
Inc. (DeSoto-Plymouth), 34th St. 
and Benning Rd., N. E., Washing- 
ton, has been changed to L. P, Steu- 
art Northeast, Inc., according to 
Richard A, Herriman, general man- 
ager. 


Dealer Expands Service 


Foreign Motors, Ltd. (Imports), 
has opened a service center at 
1207-23 Maryland in Baltimore, The 
firm has four sales outlets in Bal- 
timore. 


* * * 
Willys Outlet in N. C. 

Service Sales, Inc., Rocky Mount, 
N. C., has been franchised by 
Willys, Key personnel includes 
Robert Hall, general manager, and 
Thomas Boswell, service and parts 
manager. 





STEWART-WARNER (Alemite 
Division) returns to network 
radio—CBS Radio—with 
its biggest appropriation 

in years. PCP was the 
additive that did it! This 
network has delivered 
largest commercial minute 
audiences all along. And the 
new Program Consolidation 
Plan—with unified station 
clearances and strong 
program sequencing —will 
increase this leadership. 


CBS RADIO 
NETWORK: 


42% LARGER AUDIENCES 
PER COMMERCIAL MINUTE 
THAN ANY OTHER RADIO 
NETWORK, AVERAGING OVER 
16 CONSECUTIVE MONTHS. 
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A PORTABLE ALL-STEEL 


ofi:t= BUILDING 
for you 
~ CAR 
- LOT 


DELIVERED FULLY ASSEMBLED and EQU!PPED 


Here's an attractive, all-stee! building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
you're in business. Simple to move to new 
location as business shifts. Includes heat: 
ing and air conditioning; available in 
several sizes. Write for complete details. 


VALENTINE MFG., INC. 
P. O. BOX 667-N WICHITA, KA 
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TV Guide Magazine 


| delivers more cat-owning 


families per dollar than 


any other two weeklies 
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combined ! 
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GUIDE 
Fepreary 


Not only that... the 1958 Starch Consumer Magazine Report con- 
firms that TV GuIDE delivers more readers per dollar, in virtually 
every category, than any of the other four major mass magazines. And 
TV GuIbE is the one national magazine that sells every day of the week! 
Circulation: over 7,000,000.* Black-and-white page rate: $2 per thou- 





‘ ° ° s,s ! 
sand. Best time to advertise in it: right now! Rate base: 6.500.000 


NOW SELLING OVER 7,000,000* COPIES A WEEK! 


*Publisher’s estimate 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Richmond, Va. 


According to figures compiled by 
the Richmond Chamber of Com- 
merce, sales of new automobiles in 
Richmond were the highest in Jan- 
uary of any month in more than a 
year and a half. 

The chamber’s monthly business 
review disclosed that sales of new 
cars (based on registrations) total- 
led 1,471 in Metropolitan Richmond. 
The last month with sales that good 
was April, 1957, when sales totalled 
1,494, January sales compared with 
1,253 in January, 1958—(L, D. 
Bray.) 


* * * 


Erie, Pa. 

New-car sales for January in 
Erie County, Pa., still hard hit by 
unemployment, were two less than 
for January a year ago, with a 
total of 436 registered. 

Still comfortably in the lead but by 


a margin of 14 less than last year, 
was Chevrolet, with 107. Others, in 
order, were Ford, 85; Plymouth, 43; 
Oldsmobile, 37; Buick, 25; Pontiac, 
23; Rambler, 21; Studebaker, 19; 
Cadillac, 11; Dodge, 11; Mercury, 
10; Chrysler, 7; DeSoto, 6; Edsel, 
4; Imperial, 3; Lincoln, 2, and mis- 


cellaneous, 22.—(Paul Hackenberg.) 
* = > 


Providence 

A total of 1,415 new cars were 
sold in Providence in January, com- 
pared with 805 in December, ac- 
cording to figures compiled by the 
Rhode Island Automobile Dealers 
Assn, 

By makes, registrations were: 
Ford, 359; Chevrolet, 346; Plym- 
outh, 123; Oldsmobile, 98; Ram- 
bler, 74; Cadillac, 59; Buick, 55; 
Pontiac, 55; Dodge, 37; Mercury, 
34; Volkswagen, 26; Studebaker, 
19; Renault, 17; Chrysler, 14; Lin- 
coln, 12; Edsel, 8; Hillman, 8; 





Imperial, 7; DeSoto, 6, and mis- 
cellaneous, 58, 

New-truck registrations num- 
bered 122, compared with 80 a 
month earlier. By makes, they 
were: Ford, 54; Chevrolet, 19; In- 
ternational, 14; Volkswagen, 9; 
GMC, 6; Mack, 6; White, 6; Dodge, 
2; Studebaker, 2; Willys, 2, and 


| miscellaneous, 2.—(Thomas Il. 


Forbes.) 
* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area during the week 
ended Feb. 14 “were more than 
double” those of the preceding 
week, according to the Bureau of 


Business Research of the University | 


of Pittsburgh, 

The bureau’s seasonally adjusted 
index of genera] business activity 
rose to 104.8 percent of the 1947-49 
average, compared with 99.6 percent 











Towing 


“It’s really immaterial to me 
whether I sell you a fleet of cars 
| for taxi cabs. I just thought I'd 

check with you as a courtesy.” 





a month earlier and 104.5 percent 
in mid-December, 

Steel mills operated at 82 per- 
cent of practical capacity during 
the week, a new high for 1959, the 
| bureau said—(Leon M, Leffing- 
well.) 

- : * 


Milwaukee 


A total of 2,559 new cars were 
| registered in Milwaukee County in 














No other material is as bright, strong and 
resistant to rust and wear as Stainless Steel. 

It gives every car the clean, exciting beauty that 
sells in the showroom and re-sells on the used car lot. 
Look for Stainless Steel on your new automobile. 


Specify McLouth high quality sheet and strip 
Stainless Steel. McLouth Steel Corporation, 


Detroit 17, Michigan. 


Mc LouTH STAINLESS STEEL 


| Pontiac, 





—— 


January, compared with 2,757 jp 
the year-earlier month, 

By makes, registrations were; 
Ford, 581; Chevrolet, 576; Olds. 
mobile, 303; Rambler, 257; Pon. 
tiac, 180; Buick, 164; Plymouth, 
95; Dodge, 72; Cadillac, 69; Mer. 
cury, 41; Studebaker, 37; Volks. 
wagen, 28; Edsel, 20; Chrysler, 
19; Lincoln, 17; Imperial, 10; 
Willys, 8; DeSoto, 7, and miscel. 
laneous, 75. 

Makes which showed a gain over 
the comparable 1958 month included 
Oldsmobile, Rambler, Pontiac, Stu. 
debaker, Edsel, Lincoln and Willys, 


—(John E, Hubel.) 
= - * 


Youngstown, O. 


There were 663 new-car registra- 
tions in Mahoning County (Youngs. 
town), O., in January, compared 
with 645 in December and 518 in 
January a year ago, 

By makes, registrations were: 
Ford, 161; Chevrolet, 140; Pontiac, 
72; Plymouth, 44; Rambler, 39; 
Buick, 35; Cadillac, 28; Oldsmo- 
bile, 28; Volkswagen, 20; Mercury, 
18; Dodge, 16; Studebaker, 12; 
DeSoto, 10; Chrysler, 9; Lincoln, 
4; Edsel, 3, and miscellaneous, 24, 
There were 62 new-truck registra- 

tions, compared with 66 a month 
earlier. By makes, they were: Ford, 
19; Chevrolet, 15; Mack, 8; White, 
6; GMC, 4; International, 4; Willys, 
2; Dodge, 1; Volkswagen, 1; Diveco, 
1, and Diamond T, 1.—(Stephen L 
Ritz.) 
+ > = 
Vancouver, B. C. 

Foreign-made cars accounted for 
almost one-third of the new-car 
sales in the Vancouver (B, C.) area 
in January. 

While the smaller car strength- 
ened its hold on the market, sales 
of North American vehicles showed 
their first decline since the start of 
the new-mode] year. 

Sales for January totalled 1,617 
units, down 41 units from December 


jand 68 from January, 1958. 


Foreign cars, however, num- 
bered 508 units in January (314 
percent of the market), compared 
with 460 in December and 357 in 
January, 1958. 

Most popular of the foreign cars 
was Vauxhall, with 121 registra- 
tions. 

Chevrolet, forced into second 
place by Pontiac since the begin- 


|ning of the new-model year, shot 
| back into the lead in January with 


sales of 316. 

Other registrations included: 
153; Ford, 148; Meteor, 
111; Volkswagen, 87; Plymouth, 68; 
Oldsmobile, 62; English Ford, 58, 


| and Buick, 48. 


Truck sales continued to decline, 
with the 130 registrations repre 
senting a loss of more than 50 per- 
cent from January a year ago— 
(F. H, Fullerton.) 

 - = 
Denver 

Denver dealers sold 1,527 new 
cars in January, compared with 
1,261 in December and 1,716 in Jan- 
uary, 1958. 

By makes, January sales were: 
Chevrolet, 527; Ford, 328; Oldsmo- 
bile, 92; Pontiac, 79; Rambler, 78; 
Plymouth, 75; Buick, 55; Mercury, 
40; Cadillac, 33; Studebaker, 31; 
Dodge, 30; Simca, 19; Volkswagen, 
17; Edsel, 14; Chrysler, 13; Lincoln, 
11; Hillman, 10: Renault, 8; Eng- 
lish Ford, 7; Borgward, 7; MG, 
6; Volvo, 6; Vauxhall, 5; Checker, 
4: Imperial, 4; DeSoto, 1, and mis- 
cellaneous, 25. 

The new-truck total was 191 in 
January, compared with 85 in De 
cember and 223 in January a year 
ago. By makes, registrations were: 
Chevrolet, 66; Ford, 31; Interna 
tional, 16; GMC, 11; Willys, 9% 
Dodge, 8; English Ford, 4; Euclid, 
2; Volkswagen, 2: Autocar, 1 
Divco, 1; Kenworth, 1; Studebaker, 
1, and miscellaneous, 38.—(Ira 


Alexander.) 
* ~ 7 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., surged up- 
ward and posted a year-to-date 
high in the week ended Feb. 19, 
when 1,856 units were registered. 
This compares with 1,311 in the 
previous week. 

A total of 735 new cars and 78 
new trucks were registered, com- 
pared with 487 new cars and 58 
new trucks a week earlier, 

A total of 1,009 used cars and 34 
used trucks were sold, compar 
with 727 used cars and 39 used 
trucks in the previous week, 


Repossessions totalled 34 units, 


compared with 98 in the like week 
of 1958—(Frank Kappel.) 
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By Leo T. Parker 
Attorney at Law 
ANY auto dealers have ex- 
pressed special interest in the 
law pertaining to the legal right 
of automobile owners to carry 


M 


revolvers and 
pistols in their 
cars. They said 
many buyers 


this. 

First, it is well 
to explain that 
state laws differ 
on this question. 
Readers who de- 





information on 


L. T. Parker 


laws should write to the governor 
of the state, outlining the desired 
information. The governor will 
refer the letter to the proper legal 
authorities. 

I have made an extended investi- 
gation of various state laws on 
this subject and have found the 
following: 

In Pennsylvania, a State law 
clearly prohibits any person from 
carrying any weapon in his auto- 
mobile. 

In Florida, the courts hold 
that it is lawful to carry a re- 
volver in the glove compartment 
of an automobile. 

In Georgia, it is lawful to carry 
a loaded or unloaded revolver in 
the trunk of an automobile. 

* . 7 


Weapons Laws Vary 


N WISCONSIN, it is illegal to 

carry a gun in the glove com- 
partment of an automobile, but the 
State authority said it could be 
argued that a revolver in the trunk 
of an automobile is so remote and 
incapable of instant access as not 
to be considered a concealed wea- 
pon, and therefore is lawful. 

Alabama: the attorney general 
said it is unlawful to carry a pistol 
in an automobile unless one has 
a permit. 

Texas: Only persons “travelling” 
through or in the state can law- 
fully carry weapons, or revolvers, 
in their automobiles. 

California: An auto owner can 
carry a revolver or knife in his 
car Only when he has the weapon 
strapped around his waist. 

Kentucky: It has been held that 
Possession of a revolver in the 
locked glove compartment is not 


have asked about) 


sire specific legal) 


their own state) 


Lawsuits Affecting Dealers .... 
Court Decisions 


| 





| 


a violation of the State statute. | 


Also, there may be no violation 
should the unloaded revolver be 
carried in the trunk of an automo- 
ible. 

West Virginia: It is unlawful to 
carry any gun in an automobile. 


Ohio: 


Used-Car Notes 


Dinner, Installation Slated 


By Philadelphia Independents 


PHILADELPHIA. — The Phila- 
delphia Independent Automobile 
Dealers Assn. will hold its annual 
dinner and installation of officers 
March 15. 

Officers are: Milton Berr, presi- 
dent; William Rush, Charles Auto 
Co., vice-president; Willard Roth- 
berg, Merril] Motors, secretary; 
Lawrence S. Dressner, Charles Auto 
Co., treasurer. 

* * * 
Young, Jacobson Open 


‘One-Stop’ Independent Deal 


NEW ORLEANS.—Joseph C. 
Young and Mel Jacobson, inde- 
Pendent used-car dealers, are co- 
owners of Jacobson-Young, Inc., the 
first “one-stop” operation in this 
Part of the country. 

The company buys used cars from 
franchised dealers, maintains a 
Service department and operates its 
Own finance and insurance agen- 
cies for the buyer. 

* * OK 


Moran Opens Conn. Deal 


BRISTOL. Conn.—Robert Moran 
has opened Moran Motor Sales, 49 
Farmington Ave, He has been in 
the auto business for 13 years. 


It is lawful to carry an| 





|may not be unlawful. 








unloaded revolver or pistol in the 
locked trunk of an automobile. 
+ * * 


New York Law Strict 


IRGINIA: It has been held that 
carrying an unloaded revolver 
in a locked trunk of an automobile 
But it is 
unlawful to carry a gun in the 
glove compartment or on the seat. 
Michigan: The courts may hold 
that carrying an unloaded revolver 
in a locked trunk of an automobile 
is not a violation of State laws. 
Minnesota: One who carries a 
pistol or revolver in, his automobile 


must prove that he has it for a| 
is | 


lawful purpose, otherwise he 
subject to prosecution, 

South Carolina: A higher court 
held that it is not unlawful to 
carry a revolver in a satchel. But, 
of course, it is unlawful to con- 





ceal a weapon on one’s person. 
New York: The presence of a| 
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revolver in a private automobile 
violates the law, and all persons in 
the automobile are presumed to 
be carrying a concealed weapon. 
North Carolina: State officials 
say it is against the law to carry 
a pistol or revolver in a glove com- 
partment, but not against the law 
to carry an unloaded revolver in 
the locked trunk of an, automobile. 


* * * 


Jury Exonerates Ford 


In Tilt-Cab Accident 


MARTINEZ, Calif.—A Florida 
truck driver has lost his $300,000 
damage suit against Ford. He sued 
after assertedly being pitched 
through the windshield of his tilt- 
cab truck. 

Russell I. Hammerschmidt, an in- 
dependent operator out of Miami, 
complained that the incident oc- 
curred as he was driving through 
Nevada on July 21, 1957. 


The suit was tried before a jury 


in Contra Costa county superior | 


court and lasted 11 days. The jury 
deliberated five hours before ex- 


Scale Models— 







What appears to be a giant dinosaur skeleton dwarfing a 1959 Rambler station 


| onerating Ford, The suit was filed| wagon is actually a small replica beside a scale model of the car. 


This display, 


in this county because Ford’s as-| featuring copy saying: “I got big and I-o-n-g and faded from the world,” is a window 


sembly plant at that time was| display at Shore Rambler, Far Rockaway, N. Y. 
| dealership and Ira Alexander is secretary-treasurer. 


located in nearby Richmond. 


ADVERTISEMENT 


The Picture Is Changing In 
Growing Saginaw, Michigan 





New Construction 
Value In Saginaw 
Near Record 


Volume Tops ‘57 Outlay 


Saginaw in 1958 fell just short 
of matching the $10,089,000 build- 
ing record set in 1954. 

Total estimated cost of new con- 
struction in Saginaw last year was 
$9,921,407—$167,593 short of the 
record, according to City Building 
Inspector Willard Reading. 

Dollarwise, 1958 construction 
exceeded the previous year's total 
of $6,206,000. 

Construction included hospital 
additions shopping centers and 
other retail construction, and fac- 
tory expansions. 


Two Firms Lead Way 
In Plant Expansion 


Consumers Power Co. and The 
Saginaw News in 1958 teamed to 
lay a giant, multi-million dollar 
stack of blue chips on the line in 
betting on Greater Saginaw's fu- 
ture. 

In December, 1958, Consumers 
Power occupied its new $2.5 mil- 
lion service center in Saginaw 
Township. 

The Saginaw News in August 
broke ground for a new $2% mil- 
lion building which will have an 
estimated valuation of $4 million 
when filled with the most modern 
printing machinery and equipment 
available. 

The utility’s service center is 
considered a model installation of 
its kind. It was built to provide 
maximum service efficiency dur- 
ing the future growth years of 
Greater Saginaw. 


New Schools Rising 


Fast In Saginaw 


Almost $5 million was spent for 
new school construction in Saginaw 
County during 1958. More millions 
will be spent in 1959 as school dis- 
tricts strive to keep abreast of 
mounting enrollments. 

Topping the 1959 school con- 
struction program will be the start 
of a 10-year 3-mill pay-as-you-go 
program in the city of Saginaw to 
replace antiquated school build- 
ings. 


Shopping Centers 
Expanding Here 


Plans for a quarter-million dol- 
lar nine-unit neighborhood shop- 
ping center at Bridgeport, near 
Saginaw, were announced early 
this year. 


Another major improvement in 
the Saginaw area is the develop- 
ment of the Westwood Shopping 
Center, a half-million-dollar proj- 
ect, just west of Saginaw. 


Construction also is continuing 
on the State Shopping Center 
which opened late in 1958. 


Saginaw developers are expected 
to announce soon details of a busi- 
ness development on a 60-acre 
tract, immediately west of the 
city, which was a golf course. 


March Opening For 
Shopping Center Units 


Good progress was reported to- 
day on construction of the Sagi- 
naw downtown area's first shop- 
ping center and one of the city’s 
major business developments of 
the past several decades. 


Ernest Matthews, secretary of 
the Rail Development Corp., de- 
veloping the Chesapeake & Ohio 
Railroad property used here for 
many years by its predecessor 
Pere Marquette Railroad, said 
two more of the shopping center's 
buildings will open in March. 


He said these are the Shopper's 
Fair department store, to be op- 
erated by a New York chain, and 
Peck’s Cut Rate Drug Store, op- 
erated by a Grand Rapids chain. 

The Shopper’s Fair _ store, 
largest single unit in the center, 
will contain 30,000 square feet 
with 200 feet of frontage. It will 
be near the drug store, at the ex- 
treme south, or West Genesee, end 
of the shopping center. The drug 
store will contain 7,500 square 
feet of space. 


Michigan Bell 
Adding Space 


Michigan Bell Telephone Co, ex- 
pects to complete in the summer 
of 1959 an expansion program in 
downtown Saginaw which will 
house jts Central Division account- 
ing operations. 


Jack Ressner is president of the 


Employment Perking Up 
In Saginaw Auto Plants 





$9 Million Paid 


Area Farmers 


Sugar Beet Payments Up 


Checks and credits worth $9.7 
million were mailed as first pay- 
ments to Michigan farmers who 
grow sugar beets for Michigan's 
two beet sugar processors, Michi- 
gan Sugar Co., headquartered in 
Saginaw, and Monitor Sugar Divi- 
sion, Bay City. 

Total payments 
$7,597,243. 

A second, smaller payment, will 
ode made in the spring and prob- 
ably a third early next fall. 


Utility Plans $12 
Million Expansion 
In Saginaw Area 


Consumers Power Co. announced 
it will spend $1,650,000 in 1959 to 
improve its service to customers 
in the Saginaw area. It is part 
of a proposed $4 million outlay to 
be spent by the utitlity in outstate 
Michigan during the year. 

A utility official said another 
$1.6 million will be spent to bring 
transmission lines from the new 
Dan E. Karn electric generating 
plant on the Saginaw Bay into and 
through the Saginaw area. 


in 1957 were 


‘Substantial Gains’ 
Reported By State 


In December, 1957, major Sagi- 
naw industry was spinning its 
wheels, trying to pull out of the 
recession rut; today it looks as if 
there’s only clear progress ahead 
—and in high gear. 

That impression is supported by 
reports from the State Labor De- 
partment rating Saginaw as one 
of the Michigan cities which has 
perked up markedly in industrial 
employment and production. 

The upward employment trend 
is paced by General Motors auto 
parts plants and foundries in Sagi- 
naw. 

As an example, General Motors 
Saginaw Steering Gear Division 
has rebounded from 2,600 em- 
ployes during the recession dol- 
drums to 4,500 workers. The di- 
vision’s December production of 
power steering was at a record. 


Construction Start 
Near For College 


Construction is scheduled to 
start this spring on the $8 million 
Tri-County College to serve the 
counties of Saginaw, Midland and 
Bay. 

The institution is to be ready for 
occupancy in the fall of 1960. 


Cover This Growing, Going Market . . . 


Cover Saginaw completely with your sales message in The 
Saginaw News, with its 50,772* circulation. Get into the pic- 


ture with your products. 


Get the facts from our representa- 


tives listed below or write the General Advertising Depart- 


ment of .... 


THE SAGINAW NEWS 


A BOOTH MICHIGAN NEWSPAPER 


NATIONAL REPRESENTATIVES: A. H. Kuch, 260 Madison Ave., New York 16, 
MUrray Hill 5-2476 @ Sheldon B. Newman, 435 N. Michigan Ave., Chicago 11, 


SUperior 7-4680 © Brice 
®@ William Shurtliff, 1612 


illin, 785 Market St., San Francisco 3, SUtter 1-340! 
Building, Detroit 26, WOodward 1-0972. 


* *ABC Audit Report for 6 months ending March 31, 1958 
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ORD FAMILY OF FINE CARS | 


inate 


Recent Ford Firsts in the design, development and 
manufacture of automobiles are well known to 
most of you. Less apparent, perhaps, are the 
equally remarkable advances being introduced by 
Ford Tractor and Implement Division in the 
field of power farming. 


Ford Power Farming, it’s called—to lighten the 
load, brighten the leisure—down on the farm. Here 
is an example in action: 
Ford Select-O-Speed 
a completely new type 
of tractor transmission 

permits fingertip 
shifting to any of 10 
forward speeds, 2 re- 
verse, on-the-go, with no interruption of power. It’s 
the greatest tractor transmission advance since 
the introduction of hydraulics, also pioneered 
by Ford. 


Other recent developments include: a complete 
line of cost-cutting Ford diesel tractors, industrial 
tractors, loaders and backhoes, independent power 
take-off—with Select-O-Speed—and many others. 
This pre-eminence in the field of power farming is 
important to all Ford Family dealers whatever 
their franchise. 


It’s a fact: People who are sold on Ford’s superi- 
ority in one field, are pre-sold prospects for Ford 
Motor Company products in all fields. 


Another reason why it’s great to be a dealer in the 
Ford Family of Fine Cars. 


i | 
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FORD MOTOR COMPANY 


The American Road, Dearborn, Michigan 


FORD + THUNDERBIRD + EDSEL + MERCURY + LINCOLN + CONTINENTAL 
MARK IV + ENGLISH FORD LINE + GERMAN FORD LINE + FORD TRUCKS 
TRACTORS + FARM IMPLEMENTS + INDUSTRIAL ENGINES 


7 : x, ’ 4 
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from third to fourth place with an casting Co. jumped 11.3 Percent 
expenditure of $988,110, down $505,- from $193,845,383 to $215,790,729, 
108 from 1957, 


ABC was up 215 Percent from 

1008, and aanies 7 aaa ‘ in | $8,614,646 in the last month of 1957 

finished were: J I Case Co. $976. to $10,466,104 in December, ae; 

974, up $523,146 from the Previous | CBS rose 3.9 percent from $21,- 

year; Massey-Harris-F ¢ rguson,| 980,607 to $22,836,275, and NBC was 

By Martin L, Whitmyer from $2,316,000 to $2,200,000; trucks $868,205, up $348,112: Charles Pfizer | UP 7.8 percent from $19,146,483 to 

Staff Writer and tractors off from $9,412,000 to | & Co., $723,697, down $270,748; Ral- | $20,636,442, the bureau reported. 

Automotive advertising in news- $5 million, and miscellaneous up | ston Purina Co., $714,472, up $172,- | 

Papers during 1958 fel] 19.4 Percent | from $32,331,000 to $34,200,000, 559; Deere & Co., $616,972, down 
below the amount invested in the va 





Affecting Factories and Dealers aes 
Auto Advertising 





* * * 





a drop of | Previous year, according to figures| tire dealers and distributors | 0 
with $19,578,000 1 1957, or | $193,110 below the amount spent | Teleased by the Television Bureau 


ny throughout the U. S. and Canada 
& $38,778,000 drop in newspaper | °n the media the Previous year. of Advertising. 
advertising in one year. Ford, whic di i i 
Biggest loser was new-car adver-| Place in 1957 to the wunnerup spot | ponding 1957 month by 84 per- 
tising, which sank 30.4 percent.| im 1958, spent $1,565,603 in farm | Sent with a total of $53,938,821, 
, New-car advertising in 1958 totalled | Publications in 1958, a decline of 
$81,700,000, as compared with $117,- | $327,086 from the 
332,000 a year earlier. expenditures. 
A breakdown of other categories | International Harveste 


rators in both countries, 


represent an increas 
Previous year’s | said. 





in space bought in that media | w 
American Broadcasting Co. | alone, 


R 
r, the only | showed the biggest gain over the Running through next Decem- 
the automotive classification | company among the top four ad- Previous year ag its billings totalled ber, that area of the campaign is D 
showed tire and tubes up from $7,- | Vertisers to increase expenditures, | $103,016,938 in 1958, compared with 
126,000 to $8 million; aviation off |jumped from fo 


urth place in 1957 $83,071,284, a gain of 24 percent. 
from $837,000 to $700,000; gasoline | to third Place i 


$1,514,069. 


000,000; parts and accessories off! American Cyanamid dropped 


dealers, fleet owners and opera- 
up 3.6 percent from $239,284,899 to tors, tire and auto manufacturers | tU 
$247,782,734. and National Broad- 








“We are set to increase the tem 
nN T C . of our activity in every area gf) 
| $42,111, and Goodyear Tire & Rub- |‘"©” 4 yrex Campaign operation,” said William Dalton 
medium the previous year, accord- | Gy Tops in Farm Billings | ber Co, $549,883, up $10,640, | Tyrex, Inc., an association repre- | Tyrex president, “Our advertisj 
ing. to estimates compiled by the G 1 Mot in 1958 1 | .. a. | Senting five major manufacturers which will be based on the theme 
Bureau of Media Records, Inc., and F 4 MMe — replaced a of tire cord, is conducting an ex-| ‘More Tire Power,’ will reach mo 
released by the Bureau of Advertis- | / .- “an as top advertiser Network TV Billings Up tensive new advertising, sales pro- | than 80 million readers of consumes 
ing of the American Newspaper as —— pu tied according to | Network television gross time/ motion and public relations cam- publications alone.” 
gy wl —_. i tiom Hepestee ed by Farm P ublica- | billings totalled $566,590,401 in 1958, | paign. Dalton said the campaign alg 
xpenditures in the au motive “ 7 compared with 16,201, will utilize spot r 
dnesification betnlied om cea GM spent $1,630,801 on farm | p $516,201,566 for the Its target is the thousands of po 
mated $160,800,000 in 1958, com- | Publications jn 1958, 


and the millions of auto and | Auto Facts in Digest 
h dropped from first December topped the corres- | truck ope 


A four-pronged Schedule of ad-|on the articles 
vertising for trade Publications will | Ford division’s 
as cOmpared with $49,741,736, TvB 


e of 83 percent | Digest of New Car Facts for 59,” 


designed to reach tire dealers, tion of 12 
Service station operators, auto | APT. 25. 
n 1958 with expendi- Columbia Broadcasting System was 

and oils off from $30,224,000 to $29,- | tures totalling 










affiliated with or interested 
truck and Passenger-car 
The trade book schedule inc] 
142 insertions in 17 publicatio 
The consumer Publications sch 
ule calls for 39 insertions in 5 
Publications as Life, Look, Satur 
Evening Post, Newsweek, Tj 
U. 8. News and World Report 4 
Farm Journal. ; 









































































adio in a number 
f important market areas, 
> * + 






















A special 36-page feature, based 
and information in 
booklet, “Buyers 











ill appear in the May issue of the 

eader’s Digest. 

The May issue of the Reader's 

igest, with an estimated circula 
million, will be out about 





















This special advertisement fea- 
res such articles as “Fourteen 


































LS RSESSs5 
of AUTOMOTIVE AIR CONDITIONING... that SELLS and repeats? 


THATS VC Ni motis Qin 
Climatic Air pulls no punches with FIVE cus- 


And, Climatic Air offers PROFITS PLUS 
tom-designed models in 1959. IMPERIAL — Prestige to dealers and distributors. Engineered 
ROYAL — CUSTOM — Climatrol ( trunk)— for most all models and makes, including adapt- 
HOT AND COLD units, ers for foreign cars, For complete details of all 
The finest components in eac 


Specifications, merchandising, Promotion, and 
every customer, PROFIT: 


CALL — Wire — WRITE 


h price range for 


TELEPHON E 
Riversid 1-3837 
AUTO AIR CONDITIONER : 


BY A COMPANY WITH 27 YEARS’ AUTOMOTIVE EXPERIENCE 











T. OReilly, a vice-president, to 





Detroit office manager of N. W. 
Ayer & Son, Inc., replacing John 
Garberson, 
ing as vice-president and Detroit 


office manager for the past 2% 
years. 


Secrets of Good Gas Mileage” 
“How to Stay Awake on Super 
Highways,” “The Truth About 
Monthly Payments,” and “Why 
Cars Are Safer Now.” 
Also included are articles og 
automobile Specifications, gasoline 
grades, station wagons, two-car 
families and complete referenes 
material — including mode] S and 
Prices of Ford cars and accessorieg, 
> 


Rambler Dealers Pick Rep 


Comstock 4 Co., Buffalo, has 
been selected by Rambler deal- 
ers in the Erie County Zone to 


handle sales promotion in that 
area. 





> > > 

Tribune Applies ‘FORCE’ 

The Chicago Tribune has pro 
duced a 17-minute sound and color 
film which is designed to show the 
Pulling power of advertisements 
| Placed in the paper. 

The film’s title, “FORCE,” is de 
fined as the Tribune’s power to 
move goods and services and to 


activate audiences to Specific ac 
tion. 


White Picks Selz Agency 
White Motor Co., Cleveland, 
has appointed Lawrence H. Selz 


Organization, Inc., Chicago, as its 
public relations counsel. 
aa . 7. 


Green Picks A gency 


John Green Corp... Renault 
Peugeot distributor, Los Angeles, 
has appointed Promotional Adver- 
tising, Inc., to handle the complete 
advertising campaign for the two 
| French imports in California, Ari- 
| zona, Nevada and Utah. 

Len Weissman, who has been 
Public relations and advertising 
director for Green, is account exec- 
utive and director of the agency. 

> - © 


|Personnel C hanges 


Raymond N. Guiles from assist- 
ant news editor in. Chrysler Corp.’s 
press information service section to 
manager of the 
Dodge news bu- 
reau in Detroit... 
Martin Stone 
president of VIP 
Radio, Inc., with 
Stations inMt 
Kisco and New 
Rochelle, N. Y,, 
to vice-president 
in charge of 

radio and televi- 
A. sion and director 

R. N. Guiles of Plymouth 

Rock Publications, Inc. . . . Richard 















who resigned after serv- 
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From Industry 


. - » from America’s great merchandisers . . . comes a 


huge volume of advertising insertuon orders to the 
Chicago Daily News . . . which makes the News first 
in the nation in general linage year after year among 
evening newspapers . . . more evidence that the News 


has the power to get action, move people . . . sell goods! 


USE THE POWER OF THE “NEWS” 
IN CHICAGO 
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UTOMOTIVE NEWS, MARCH 9, 1959 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


a 


SN 


"57 °S8 
June 


"57 °58 
duly 


"57 +=°68 
Aug. 


"57°58 
Dec. 


"57 °58 
Nov. 


"57 °58 
Oct. 


58 "59 
March 
to Date 


"6S °59 
Jan. 


Prices of ‘58s added and ’50s dropped in December, 1957. Prices of '59s added and ’5is dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Feb. 24. 
BUICK—'58 Century Riviera 2-dr., $2,250* 

(ps). 

"57 Century conv., $1,810° (ps); 

2-dr., $1,725° (ps). 

"56 Century Estate wagon, $1,460° (ps); 


Riviera 


Special Riviera 2-dr., $1,210°; 4-dr., 
$1,195". 

"55 Super 4-dr., $850 (ps). 

"54 Special 4-dr., $540°. 

"63 Super Riviera 2-dr., $550°, $400°. 


OADILLAC—'57 (62) sedan de Ville, $2,- 
770° (ps). 
"62 (62) coupe de Ville, $740°* (ps). 


"51 (62) coupe de Ville, $350°. 


CHEVROLET—'59 Impala (8) Hardtop 4- 
dr., $2,800° (ps). 

"58 Impala (8) Hardtop 2-dr., $2,370° 
(ps), $2,360°; Nomad (8), $2,300° 
(ps); Brookwood (8), §$2,100*° (ps), 

Bel Air (8) Hardtop 4-dr., 


$2,075°* ; 


$1,990° (ps), $1,950° (ps), $1,900° 
(ps); 4-dr., $1,925* (ps); Biscayne (8) 
4-dr., $1,700*; Biscayne (6) 2-dr., $1,- 
600. 


’57 Two-ten (8) station wagon, $1,750*, 


$1,615, $1,600°, $1,580; Delray, $1,- 
430°; 4-dr., $1,400°, $1,395°, $1,375", 
$1,310*, $1,305; Bel Air (8) 2-dr., $1,- 
380°; Two-ten (6) 2-dr., $1,285; One- 
fifty (8) 4-dr., $1,245. 

"56 Bel Air (6) station wagon, $1,315°*; 
Two-ten (6) 4-dr.. $1,095; One-fifty 
(6) 4-dr., $995, $925. 

"55 Bel Air (8) station wagon, $1,255* 
(ps); Two-ten (6) 4-dr., $500°. 

"54 Two-ten 4-dr., $625* (ps); Delray, 
$540. 

"53 Bel Air 4-dr., $595°, $575*, $460. 

"52 Styleline Deluxe 4-dr., $375*. 

"51 Styleline Deluxe 4-dr.. $285, $270°. 
CHRYSLER—’'50 Windsor 4-dr., $315*. 
DeSOTO—'56 Firedome 4-dr., $1,260* (ps); 

Seville 2-dr., $1,225* 

"53 Firedome 4-dr., $350° (ps). 

DODGE—'56 Royal (8) station wagon, $1,- 
270°; Lancer 2-dr., $1,240*; Coronet | 
(8) Hardtop 2-dr., $1,045*. 

"55 Royal (8) Hardtop 2-dr., $1,120° | 
(ps). 

"53 Coronet (8) 4-dr., $305°. | 

"52 2-dr., $300 
FORD—'59 Country sedan (8), $2,605* 

(ps), $2,595° (ps). ’ 


’58 Country sedan (8), $2,055* (ps), 3 at 
$2,050* (ps), $2,025*, $1,895*, $1,740°; 
Fairlane (8) 500 Victoria 4-dr., $1,- 
895* (ps); Custom (6) 2-dr., $1,550. 

'57 Country squire (8), $1,770* (ps), $1,- 
690*, $1,680* (ps), $1,670* (ps), $1,- 
650*, $1,475; Fairlane (8) 500 Retract- 


able, 
(ps), 
575° (ps); 


$1,730*; Victoria 4-dr., 
$1,540* (ps); Victoria 2-dr., 
2-dr., $1,500°, 
Del Rio (8) Ranch wagon, $1,520*; 
Custom (8) 300 4-dr., $1,330*, $1,275*; 
2-dr., $1,245; Custom (8) 4-dr., $1,185. 
"56 Country squire (8), $1,280°; Fairlane 
(8) 2-dr.. $1,020*%; Custom (8) 2-dr., 
$895*; 4-dr., $880; Main (6) 4-dr., 
$875 
'55 Fairlane (8) 2-dr., $975°*; 
Ranch wagon, $960*°; 2-dr.. $835°; 4- 
dr., $745*; Custom (6) 2-dr., $880*; 
Main (6) 4-dr., $745, $715; Main (8) 
4-dr.. $580. 
HUDSON— 55 Hornet (6) 4-dr., 


$1,475* (ps); 


$800° 


LINCOLN - 
$2,225° 
MERCURY 
$1,350°; 
150°. 
"55 Monterey station wagon, $1,270* 
(ps); Hardtop 2-dr., $910*°; 4-dr., 
790°: Montclair Hardtop 2-dr., $1,- 
180° (ps). 


~°56 Premiere Hardtop 2-dr., 
(ps). 
‘56 Montclair Hardtop 


Monterey Hardtop 2-dr., 


2-dr., 
$1,- 


$1,575°* | 
$1,- | 


Custom (8) | 


(Copyright, 1959, by Automotive News) 


| NASH—’53 Statesman 2-dr., $405°* 

| OLDSMOBILE "57 (88) 4-dr., $1,590* 

| (ps). 

| °56 (88) Holiday 4-dr., $1,315*; (98) 
Holiday 2-dr., $1,245* (ps); (88) Super 
Holiday 2-dr., $1,200*; Holiday 4-dr., 
$1,145* (ps). 

"55 (98) Holiday 2-dr., $1,320*° (ps); 
(88) Super 4-dr., $950°*. 

"54 (88) Super 4-dr 785*. 

"53 (98) Holiday 2-dr., $535* (ps). 

| PACKARD—’53 4-dr., $210*. 
PLYMOUTH—’'58 Belvedere (8) Hardtop 2- 
dr.. $2,095* (ps). 

"57 Custom (8) station wagon, $1,670*; 
Belvedere (8) Hardtop 2-dr.. $1,585* 
(ps); Savoy (8) 4-dr., $1,235°*; Savoy 
(6) Hardtop 2-dr., $1,225*. 

"56 Plaza (8) 4-dr., $850*. 

"54 Belvedere 4-dr., $580°. 

PONTIAC "56 Chieftain 4-dr., $1,005°*; 
2-dr., $700. 

‘655 Chieftain station wagon, $1,075°*. 

"54 Chieftain 4-dr., $300°. 

"53 Chieftain Catalina 2-dr., $475°* 


RAMBLER—'56 Custom (6) Hardtop 4-dr., 
$1,175*. 

"52 Custom (6) station wagon, $400*. 
WILLYS—'51 Jeep, $735. 
MISCELLANEOUS — ‘58 Chevrolet 

pickup, $1,320. 

‘56 Chevrolet %-ton pickup, $900. 

'S4 Ford %-ton pickup, $550. 


14 -ton 








’52 Chevrolet %-ton 


baker %-ton pickup, $365 


pickup, $420; Stude. 
. 


’51 Ford %-ton pickup, $300, 
’48 GMC %-ton pickup, $250. 


ALBANY 


Tim Anspach Dealer's 


Sale every Monday. 


of Feb. 23. Today’s weather kept 
three inches of wet snow on 


ceipts low, 


Auto A 
Prices are 


iction, 
for sale 
ar Te 


top of the ice made driving con litiong 
dangerous. The auction was hot! Prices 
high! An extra fine selection of cars, 
Everybody happy. Sold 110 cars from 
136 consignments. 

BUICK—’56 Super 4-dr., $1,120* (ps), 

‘55 RM 4-dr., $790* (ps); Special Rivi- 
era 2-dr., $690*, $680*°; Century 2 
dr., $685* 

’53 Special Riviera 2-dr., $300 

CADILLAC—’'58 (62) sedan de Ville, $3,. 
800* (ps). 

"56 (62) coupe de Ville, $1,660* 

55 (62) conv., $1,630*° (ps); coupe de 
Ville, $1,620* (ps). 

’52 (62) sedan de Ville, $300*. 

CHEVROLET—’59 Impala (8) Hardtop 
4-dr., $2,460*. 

’57 Bel Air (8) 4-dr., $1,925*, $1,375*; 
conv., $1,500*; Two-ten (6) 4-dr., $1,- 
050; 2-dr., $1,030, 2 at $1,025; One- 
fifty (8) 2-dr., $1,000. 

"56 Two-ten (6) 4-dr., $950; 2-dr.. $850, 

55 Bel Air (8) Hardtop 2-dr., $1,050*, 
$990°, $900°, 760*, $750*; conv., 
$880*; Bel Air (6) Hardtop 2-dr,, 
$935*, $900*, $770; Two-ten (6) sta- 
tion wagon, $875; 2-dr., $730; 4-dr., 
$630; Two-ten (8) 2-dr., $690*. 

’54 Two-ten 2-dr., $525*; Bel Air station 
wagon, $495. 

‘53 Two-ten station wagon, $362*: 4-dr., 
$285; Bel Air 2-dr., $300; One-fifty 
2-dr., $285 

CHRYSLER—’'55 Windsor Deluxe Town & 


Country, $1,085° ( 


ps). 


DeSOTO—'54 Power Master 4-dr., $360*. 

’53 Firedome 2-dr., $250*° (ps). 

DODGE—’57 Coronet (8) 2-dr., $1,150*. 

’56 Coronet (8) 2-dr., $800*. 

‘53 Coronet (6) 4-dr., $285°. 

FORD—'5S Fairlane (8) 500 4-dr., $1,- 
700* (ps). 

'S7 Fairlane (8) conv., $1,410*° (ps), 
$1,360*; Custom (8) 300 2-dr., $1,- 
300°. 

‘56 Fairlane (8) 4-dr., $990°; Custom 
(8) 2-dr., $900. 

"55 Country sedan (8), $760°; Fairlane 
(8) 4-dr., $760°; Ranch wagon (8), 
$750*: 4-dr.. $700, $680°, $660: Main 
(8) 4-dr., $450. 

’54 Custom (8) Ranch wagon, $550*:; 2- 
dr., $530°; 4-dr., $400°; Custom (6) 
4-dr., $380°. 

"53 Custom (6) 4-dr., $260*, $230°. 

"52 Main (8) 2-dr., $210; Custom (6) 
4-dr., $200 

"51 Custom 4-dr., $210; 2-dr., $150. 

LINCOLN ‘S57 Premiere conv., $2,150* 
(ps); 2-dr., $2,060° (ps). 

"56 Premiere 2-dr., $1,350° (ps): 4-dr., 

$1,250° (ps). 


(Continued on Page 44, 











Harry Gelt's 
ALL NEW 
ARIZONA 
AUTO AUCTION 


1725 W. Roosevelt, Phoenix, Arizona 
Phone Alpine 2-874! 
SALE EVERY THURSDAY 
AT NOON 
We Isswe Auction Checks— 
Guaranteed Titles 
The Southwest's Newest and Finest! 








COLORADO 








Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
by Empire Auction Insurance 


| 








COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
DEALERS ONLY 
Sele Every Beaten ttee a.m. 
Owners: Francis R. Casselli—Carroll 
Phone 








CONNECTICUT 








NEW ENGLAND'S OLDEST 


AND BEST 
Dealers Auto in our (2th 
x ee ©. ; year 
Sele every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 











FLORIDA 


DAYTONA BEACH — Florida Auto| 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. | 
Titles & checks guaranteed. Cars| 
grouped. Thur., 12 noon. Estab-| 
lished 1947. 


MICHIGAN 





APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/ mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


MISSISSIPPI 
JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 


INSURED 
38 


PICKUP AND 
VERY SERVICE 


FREE APPRAISAL ze 


AUTO 
AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST RUTHERFORD, N. J. 
USL A 


NaS aa ee 


CROSSROADS OF THE EAST 
; F f Pens 


syivania 


iN 7 


a Ds 


Lane oa m1 8") 


wi rt eeu 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 









NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 

80 car sale average 


All Titles and Checks Guaranteed 




















eae et 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David 8. Spielman 
John W. Becker 





Center of Empire State. Check an 
Title Protection. (Wed.). 





Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY TUESDAY 


Insured Checks — Insured Titles 
* Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


TOLEDO—Dealers’ Automobile Auc- 
tion, Sports Arena. (Tuesday) 
1:00 P. M. 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 


, Detroit 7h a 


PENNSYLVANIA 


Col, 1) 








CORRY AUTO AUCTION 


Rovte 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 


Guaranteed 


Checks— 


Guaranteed Titles 





MANHEIM 
AUTO AUCTION, INC. 


Manheim, Penn. 


On Route 
5 miles South of Pe 


No, 7? 
nnsylvania Turnpike 


Sale Every Friday—10:00 A.M, 


%& Dual Lane Selling 


¥%& Auction 


Checks 


Issued 


¥* Titles Guaranteed 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 
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_ TENNESSEE 


| 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 


100% Insured—No 


Registration Fee 





WASHINGTON 





SOUTH SEATTLE 
10844 E. Marginal Way 


AUTO AUCTION 


Seattle 88, Wash. — 


Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 


“WE HAVE 


BUYERS!" 


“Take Home a Guaranteed Auction Check” 


Bill Johnson 


Bob McConkey 


























Some “selling” answers 
to questions 

your salemen may 

be asked about 


lass (LSG) 


What’s the difference 
between LSG and other 
automotive glass? 
LSG is literally a plastic-glass “sandwich”— 
two pieces of glass bonded together with a 
completely transparent tough sheet of plastic. 
This sandwich construction is easy to point out. 
Along any exposed edge of LSG, you will see 
a “line” running along the center of the edge. 
That “line” is the plastic interlayer. 
(No “line,” no LSG) 


Is LSG a new feature? 
No, it has been the 
—= required windshield 
glazing on all American-made cars and trucks 
for many years. It’s the only type of safety glass 
that has a plastic safety layer bonded between 
two pieces of glass. Many cars, but not all, 
have LSG in their side-windows as well. 


What makes LSG 

shatter-resistant? 

Some sharp object 

striking an LSG window 
or windshield might crack the glass but the pieces 
will adhere to the plastic interlayer instead of 
showering over the car’s occupants. 


What’s this about LSG 

being an emergency 

exit? 

An accident could 

damage doors and 

ineperative. In a case 
like that, you could crack an LSG window with any 
handy object—even your elbow or foot. Once 
cracked, the LSG window is no longer a rigid 
piece of glass. It will bulge out and a strong 
push can shove it right out of the frame. 





Monsanto 


i ® 

: Monsanto does not make LSG, but supplies the 
plastic interlayer used in its manufacture. 
Monsanto Chemical Company, Plastics Division, 


Springfield 2, Mass. 
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Highways and Saf. ety . 


Builders Offer Ways 
To Avert Road Lag 


Problems of financing construc- 
tion of the Interstate Highway Sys- 
tem while maintaining a balanced 
program on the Federal-aid ABC 
programs held the spotlight at the 
American Road Builders’ Assn.’s 
57th annual convention at Dallas. 

ARBA took a formal stand on 
the issue in a resolution stating 
that it will “work diligently” to 
keep the national highway program 
moving on schedule, The resolution 
also offered a “sound and workable 





Alaskan Fire Rig Gets Bell 


FAIRBANKS, Alaska—A $120 
bell has been installed on the front 
bumper of a fire truck added to 
the Fairbanks Fire Dept, late last 
year. American LaFrance Corp., 
truck builder, and Aurora Motors, 
Fairbanks dealer, purchased the 
bell. 


plan” to keep the program moving, 
in five steps: 

1, Revise authorizations as needed 
to reflect revised cost estimates and 
to provide increased authorizations 
for the primary and secondary sys- 
tems and their urban extensions in 
order to maintain a reasonable bal- 
ance with the authorizations for 
the Interstate System, 

2. Suspend the Byrd amend- 
ment to permit bond financing of 
the Highway Trust Fund. 

3. Suspend the termination date 
of the Highway Trust Fund, 

4. As an interim solution, pro- 
vide immediate ways and means to 
finance the anticipated deficits in 
the Trust Fund, 1960 through 1963. 

5. Using the 1961 economic 
study as a basis, provide ade- 
quate revenue to support the 
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Highway Trust Fund to the con- 
clusion of this program, 

President Julien R, Steelman 
completed a two-year period of 
service at the head of ARBA. He 
was succeeded by Nello L. Teer jr., 
of Durham, N. C. 

. Bit 


Cost of °58 Accidents in U. S. 


Is Estimated at $11.9 Billion 


Accidents cost the U. 8. about 
as much as its total auto produc- 
tion in 1958 was worth, Elmer W. 
Bernitt, automotive operations 
vice-president of American Mo- 
tors Corp., told the Wisconsin 
Midwinter Occupational Safety 
Conference. 

Bernitt said the 1957 estimate 
by the National Safety Council 
for the cost of all accidents was 
$11.9 billion. The 4.8 million pas- 
senger cars produced in this 
country last year was worth ap- 
proximately the same amount, 
he said. 


Utah Police Warn 
Safety Inspectors 








“Not very many women cus- 
tomers are interested in the me- 
chanics of a car.” 





enforcement officers will cancel the 
State motor-vehicle inspection li- 
censes of any stations which permit 
sloppy inspections, Cederlund is in 
charge of the three-month cam- 
paign which ends May 15. 

In meetings with inspection sta- 
tion personnel, the highway patrol 
has stressed the stations’ responsi- 
bility to ascertain that cars are in 


Sgt. Russ Cederlund, of the Utah | safe operating condition. 


Highway Patrol, announced that 


Inspectors were told that in the 





INOW E An Undercoating That 
INSULATES AS IT PROTECTS 





Opens. Big, New Market For You 





FOR ALL CARS = New or Used... 


Easy to Apply... Your Mark-up 100% or More 


Cork, one of the finest of insulating materials, 


is a primary ingredient—41% 


—of this remark- 


able new undercoating. So effective is Lion 
Nokorode Cork Undercoating that just one- 
eighth inch dry film thickness applied to the 
underside of a car will decrease the heat loss or 


gain by 40% 


. That means added comfort... 


increased efficiency of both car heaters and 


air conditioners. 


LION OIL COMPANY 


No obligation, of course. 
N 


Street__ 
City. 





A Division of Monsanto Chemical Company 
Dept. AN-L, El Dorado, Arkansas 


Please send com; information about Lion Nokorode Cork 
Undercoating a, it can increase my market and profits. 





cr ee 


Besides insulating, Lion Nokorode Cork 
Undercoating protects against rust... pre- 
vents squeaks and rattles . . . stops dust leaks 


...deadens road noises. 


Lion Nokorode Cork Undercoating is easily 
applied at about the average cost of conven- 
tional undercoating. Every car owner is a pros- 
pect. And your mark-up is 100% or more! 


Only Lion makes this new cork undercoating. 
Get in fast on this brand new profit opportunity! 


@\ LION OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 


EL DORADO, ARKANSAS 


—e 


last year, several accidents resulted 
from inoperative windshield w ipers, 
exhaust leaks, broken, cracked or 
deteriorated hydraulic ’ brake coup. 
lings and steering-gear failure, 

- * + 


Faulty Lights Bar 75 
Of 98 Turnpike Rejects 
Faulty lights are to blame for 
the majority of vehicles refused 
admittance to the Pennsylvania 
Turnpike, according to the Penn- 
sylvania Turnpike Commission. 
Reporting on its campaign to 
keep unsafe vehicles off the road, 
the commission said that of 9 
cars and trucks found unfit for 
turnpike travel in the final 10 
days of January, 75 were re- 
jected because of faulty lights. 
+ * + 


ATA Givces $2,500 to Fund 


To Train Driving Teachers 


The American Trucking Assnsg, 
has contributed $2,500 in support of 
33 scholarships to be offered to 
teachers of driver education by the 
National Commission on Safety 
Education. 

The scholarships, covering tuition 
and room costs for summer school 
graduate course, will be awarded 
to members of the American Driver 
and Safety Education Assn. on a 
qualifying basis. The first series of 
eight courses will be offered at 
Michigan State University during 
the summer of 1959. 

. = 


MSU Pair Soin 
Tests to Improve 
Winter Driving 


Two members of the Michigan 
State University Highway Traffic 
Safety Center are participating in 
special tests designed to improve 
the teaching of winter-driving tech- 
niques. 

The tests, being carried out on 
Pine Lake near Clintonville, Wis. 
are being conducted by the Driver 
Education Advisory Committee of 
the Driver Education Section and 
the Committee on Winter Driving 
Hazards of the National Safety 
Council. 

MSU staff members attending are 
Richard W. Bishop and J. Robert 
Shinn. 

Purpose of the pilot study is to 
determine how best to demonstrate 
and communicate tested winter- 
driving techniques to driver-educa- 
tion teachers so that they may pass 
on this knowledge to other teachers 
and students. 

Preparation of an improved 
teaching unit on winter-driving 
techniques for use in driver-educa- 
tion courses is a main objective of 
the group attending the tests. 

Professional test drivers are used 
to demonstrate proper and im- 
proper methods of operating & 
motor vehicle on ice in such maneu- 
vers as starting, stopping, negotia- 
ting curves and recovering from 
skids. 

Participants, after mastering the 
techniques themselves, will teach 4 
group of students using passenger 
cars equipped with regular tires, 
snow tires and tire chains to study 
their comparative advantages. 


aldue for David 


Don’t Fight Giant, Import 
Owners Warned 


The European economy car can 
hold its own on the highway with 
the larger U. S, cars if the driver 
knows the limitations of his im- 
ported auto, according to the Balti- 
more Safety Council. 

The council warned drivers of the 
tiny imports not to follow big cars 
too closely and not to pass on the 
right “because the other driver may 
not see you.” Great care also should 
be exercised in passing, since many 
of the imports lack the reserve 
power to get them out of tight 
situations. 

“And remember,” the council 
warned small-car drivers, “if you 
do collide with a larger vehicle, 
you’re almost sure to come out 
second best.” 


DeSoto Dealers Elect 


FRESNO, Calif—Allan Crociet, 
Crocket Bros., is the new president 
of the DeSoto Dealers Assn. of 
Northern California. Van Peabody 
sr, San Leandro, is secretzry- 
treasurer, and Lee Cavanaugh jr. 
Alameda, is vice-president. 
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PONTIAC NAMED CAR - OF - THE - YEAR 












|“Pontiac with wide-track wheels 
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| IS the best combination of ride... 
| handling...performance and 
| Styling of ANy 99 CaP mr sims 


Motor Trend Magazine 
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g In making its annual automotive award, the staff of Motor Trend Maga- 

a zine, leading automotive publication, tests and evaluates all new cars. 

sd Here are quotations from the April 1959 issue: 

n- 

a “The stability of the 1959 Pontiac is the outstanding automotive 

: advance of the year. Everyone considering a new car should ex- 

. perience it.” 

; “It’s the best balanced passenger car in America. We firmly be- 

: lieve that in moving the wheels farther apart, to develop the widest 

y stance of any American car, Pontiac has created an entirely new 
sense of balance and handling security.” 
“Pontiac’s lines are clean, simple and beautiful. It has a fleet look, 
a trim appearance. The wide wheel design contributes greatly to its 
over-all integrated styling. Any comparison with narrower track cars 
readily shows the difference.” 


ed 


“For the economy-minded, an efficient new engine. The new 420E 
Tempest economy engine offers remarkable performance along with 
exceptionally high mileage while operating on regular grade gaso- 


THE ONLY CAR WITH WIDE-TRACK WHEELS 


Wheels are five inches farther apart. This widens only the stance, not 
the car. Pontiac takes a better grip on the road, hugs tighter on 


> 
J ® ”” 
, line. curves and corners. Sway and lean disappear, ride is smoother, bal- 
i a i , . : i anced, steadier. Handling is easier. You drive with a new confidence, 
Pontiac is again tops in performance, based on our extensive road a comforting security. Pontiac gives you roadability no “narrow 
testing. Acceleration is outstanding, yet the engine is unusually quiet gauge” car can offer! 

and smooth.” PONTIAC MOTOR DIVISION +* GENERAL MOTORS CORPORATION 


This high acclaim and important award from Motor Trend is another 
of the many exclusive selling advantages enjoyed by Pontiac dealers. 


'” 0 NTI AC | America’s Number ( Road Car 
e 3 Totally New Series + Catalina + Star Chief + Bonneville 
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j 
| 





Veteran Plymouth Dealer Cited— 


William J. Bird, right, assistant general sales manager, Chrysler Corp., congratu- | 
lates Rufus W. Smith, Melrose, Mass., on his longevity as a Plymouth dealer in the | 
Boston area, An automotive dealer for more than 50 yeors, Smith joined Plymouth 
in 1933. Joining in the congratulations are, from left, C. P. Noonan, Chrysler Motors 
Eastern area director; Ed Wolf, Allston, Mass.; William Sylvester, Quincy, Mass., 
president of the Northeastern Plymouth Dealers Assn. The event took place at a 
meeting of more than 500 Plymouth dealers who gathered in Boston for a sales 
jamboree. 
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How Nation's Salesmen Meet. . . 





Practical Problems of Selling 


soe listening to a pros- 
pect usually can provide a 
tip that may help close the deal 
and the habit of watching for 
these small bits of information 
often can pay off handsomely. 

Nelson Burris, co-owner of 
Nathan Allen Motor Co, (Chrys- 
ler-Plymouth), Pleasant Hill, Mo., 
told of a prospect 


who visited the Sales 

showroom to look 

at a Plymouth. Case 
From his con- Histories 


versation, said Bur- 
ris, it was soon evident that he 
had shopped various dealers han- 
dling cars in that price class. 
Burris asked him if he had 
tied out the other cars and if 
he had shown other cars to his 
wife, He used various other ques- 
tions to develop information on 
his previous shopping activity. 
The prospect said he had tried 
and priced other cars and that 
in two instances a salesman had 





taken him for a demonstration 
ride but that he had not brought 


his wife in to look at the cars. 
* * . 


. AT gripes me,” said the 

prospect, “is that I have 
lived here for 25 years and I have 
a large farm operation, and while 
I-am by no means rich I am at 
least considered a man of sub- 
stance, 


“My word and note are good 
at the bank, and yet these 
salesmen handle their cars like 
they were so much gold, None 
of them asked me to drive the 
car and none of them offered 
to let me try out the cars.” 

This was the tip Burris was 
looking for. He invited the man 
to take his demonstrator, drive 
it home and take his wife for a 
ride. In fact he told him to keep 
it overnight and bring it back 
the next day. 

The prospect accepted the offer, 








but when he brought the car 








SWIFT / can be reduced to one! 


One simple movement can connect 
two, three, five—up to eight differ- 
ent electrical circuits. Automakers 
prefer the Packard Electric idea of 
**Snap Fast’’ connectors because 
they speed wiring installations, save 
pennies per car. And these multiple- 
connection, self-insulating units as- 
sure accuracy, too. Since they can’t 
be improperly installed, they elimi- 
nate the danger of assembly-line 
fires or other damage which often 


nal installations. 


result from mistakes in single-termi- 


Designing time-saving, high-quality 
wiring systems and supplying them 
in large quantities is a long-time 
habit with Packard Electric. Many 
manufacturers prefer having one 
source, one responsibility, one trans- 
action for their electric cable needs. 
And they find Packard engineering 
consultation helpful, too. Packard 
Electric maintains offices in Detroit, 
Chicago, and Oakland, California. 


Warren, Ohio 


Packard 


Electric 


ron 


“Live Wire’ division of General Motors 
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| mittee is scheduled Apr. 
| Washington. 


back, he was noncommita! ang 
said he wasn’t quite ready to buy, 
He thanked Burris fo letting him 


try it out and he said he foung 

no particular fault with the car 
* * + 

URRIS said he thought that 


was the end of another bright 


idea, and dismissed the whole 
affair from his mind. 
He was surprised 30 days 


later when this prospect walked 
in and said he was ready to 
buy. The car was selected out 
of stock and he drove it home, 


After the deal was closed, the 
prospect told Burris: 

“Had my head set on another 
make. Not that it was any better 
or any worse than this one, Men 
get that way, you know. 

“But, by golly, I was determined 
I would not buy a car from any 
salesman who did not let ME 
take the car and drive it, and 
you’re the only one out of a half 
a dozen that did.” 


> * + 


Grad Students, Faculty 
Called Good Car Prospects 


College graduate students and 
faculty members are excellent new- 
ear prospects, according to C, M 
Eden, Dodge dealer in Iowa City, 
Ia., home of the University of Iowa 

Graduate students and faculty 
members talk to each other about 
their cars more than most people 
because they see one another more 
often, Eden says. 

Undergraduates aren’t as good 
new-car prospects, he says, because 
they often are being put through 
school by their parents. 


M id-Vear M eeting 


‘Of NADA Board 


Set for Detroit 


WASHINGTON. — The mid-year 
meeting of NADA’s board of direc- 
tors will take place in Detroit June 
10-12 and will include the usual 
reception and dinner for factory 
officials. 

A meeting of the executive com- 
14-15 in 


An _ association spokesman re- 


| ported that about 9,500 dealers and 


their wives, dealer employes, manu- 
facturers and exhibitors registered 
for the 1959 NADA convention in 
Chicago. 

He also announced the following 
future convention sites: Washing- 
ton, 1960; San Francisco, 1961; New 
York City, 1962; Miami Beach, 
1963, and Detroit, 1964. 


Book Appraises 


Computer Values 


LANSING.—Publication of “Elec- 
tronics in Business,” an appraisal 
of the present value and future 
potential of electronic-computer 
systems, has been announced by 
the Michigan State University Col- 
lege of Business and Public Service. 

Gardner M. Jones, the author, 
said the book is designed to assist 
businessmen in measuring the use 
fulness of these computers in theif 
own firms. 

“The organization locale is the 
industrial corporation,” said Jones, 
“but the study can apply with 
equal validity to other businesses, 
such as distributive, insurance and 
utility.” 





S-P of Canada to Exhibit 
*59 Line at Toronto Show 


TORONTO. — The full line of 
1959 Studebaker models will be 
on exhibit at the Canadian Na- 
tional Sportsmen’s Show here, 
March 13-21. 

Studebaker-Packard of Canada, 
Ltd., has reserved 2,000 square 
feet of exhibit space, according to 
Tom Pryde, sales manager. It 
will be the Lark’s first appear- 
ance at a major exhibition in 
Canada, he added. 
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| netted $10,000 in 60 days selling 
SCOTT-powered outboard combinations! 


Chud Wendle, Stoddard Wendie Motor Co. 
Spokane, Washington 


Are you missing your chance to share in one of America’s fastest- 
growing new markets? You may be surprised to know that 
retail spending on boating last year reached $2,085,000,000! 

Every day, more aggressive automotive dealers are discovering a welcome 
new source of income—a Scott Outboard franchise. They report that 
climbing aboard the big outboard boom increases traffic in lots and show- 
rooms, boosts sales all around. Best of all, Scott-powered combinations 
(motor, boat, trailer) build up to big volume sales ranging as high as $4000 
per unit—with profits averaging well over margins common to the automo- 
tive industry. 

Scott sales can shoulder a good share of your overhead. Your present 
facilities—show room, personnel, parts, service and credit departments— 
let you add this new profit-making line at a minimum investment. 

As an auto dealer, you’ll find Scott outboards especially easy to sell. 
Smart, modern styling, choice of colors give you a real glamor package. 
Advanced features make running a new Scott as easy as driving a new car. 
10 new models, from 3.6 to 60 hp, let you 
offer a Scott for every boat and badinek. 

Scott offers you plenty of selling help, too 
—outstanding national advertising, lively 
sales promotions and displays. Every out- 
board you sell carries a full factory war- 
ranty, backed by the Marine Products 
Division of the McCulloch Corporation, 
pioneers in 2-cycle engines, world’s largest 
manufacturer of chain saws. 

Peak outboard selling months are just 
ahead. For information about a Scott Out- 
board franchise in your area, write now to 
Dept. AN-9, at the address below. 


MARINE PRODUCTS Divisione MECULLOCH CORPORATION nnemeara 
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Kelsey-Hayes Co., and Erwin H.| vice-presidents for rubber industry | pointed a Behr-Manning dirvctor to 
Graham, comptroller, Chrysler|sales and specialty sales, 
* 


Auto Personnel 


Ray E, Waldron has been ap- 
pointed head of the owner-relations 
department of General Motors 
Service Section, Distribution Staff. 

Waldron, who had been manager 
of the GM’s training center at Salt 
Lake City, joined GM in 1946 as 
district manager of the Chevrolet 
zone office in Salt Lake City. 


+ * * 


AMC Promotes Tanker 


Don Tanker has been appointed 
sales promotion manager for the 
Los Angeles zone of American Mo- 
tors Corp. 


* * > 


Kessel Assigned New Duties 

Corporate executive responsibility 
for Electric Auto-Lite Co.’s Sarnia 
(Ont.) operations have been added 
to the assignments of Vice-Pres- 
ident George A. Kessel. 


> * > 


Cole, Former U. S. Aide, 


Joins Reynolds Metals Unit 


Reynolds Metals Co. has named 
Albert M. Cole, former Federal 
housing administrator, as executive 


IN 30 


vice-president of Reynolds Alumi- 
num Service Corp., a Reynolds 
Metals subsidiary. 

David P. Reynolds, executive 
vice-president of the parent firm, 
said Cole will be responsible for 
developing and guiding programs 
for the use of aluminum in monu- 
mental, urban renewal and resi- 


dential construction. 
= = > 


General Names Powers, Rude 


To Board of Directors 


The directors of General Tire & 
Rubber Co, have approved the ap- 
pointment of John E, Powers and 
Arthur H. Rude to fill vacancies 
existing on the 17-member board. 

Powers is The General Tire & 
Rubber Co.’s plastics operations 
vice-president, and Rude is execu- 
| tive vice-president of Aerojet- 
General Corp., General Tire’s rocket 
| Subsidiary. They succeed the late 
|W. E. Fouse and B, E. Smith, who 
| resigned. 


: * * 


Controllers Name Two 
Frank P. Coyer jr., treasurer, 


DAYS 


*234,820... 


507 Tennes 
FORNIA 
yao, CAM 


MERCURY 


a1 
Bill Come riters 
yniversal Unde: 


stown 


californis 


Va 
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nderwirtt?rs 


Corp., both of Detroit, have been 
elected to membership in the Con- 
trollers Institute of America, Es- 
tablished in 1931, the institute in- 
cludes controllers and finance 
officers from all lines of business. 
Total membership exceeds 4,800. 
ad * ke 


McCord Appoints Rochelle 


Replacement Sales Manager 


William C. Rochelle has been 
P ‘ appointed sales 
manager of the 
replacement divi- 
sion, McCord 
Corp., Detroit. 


Rochelle joined 
the McCord or- 
ganization in 1938 
as a district man- 
ager. Subse- 
2 quently he was 
-a- appointed field 
W. ©. Rochelle sales supervisor. 
* « cz 
Pearce Succeeds Johnson 


Thomas H. Pearce, executive 
vice-president, has been elected 
president of National-Standard Co., 
Niles, Mich., succeeding A. H. John- 
son, who joins Walter H. Parkin 
as co-chairman of the board of di- 
rectors. William D. Peace and 


Richard W. Elder were elected | 


* * 
Fruehauf Names Foulkrod 


General Sales Manager 


Harry E. Foulkrod has been 
named general sales manager for 
Fruehauf Trailer Co., Detroit, He 
served previously as assistant to 
the sales vice-president and 
Southwest regional manager. 

Before joining Fruechauf, Foulk- 
rod was assistant to the sales 
vice-president for Packard and a 
sales consultant for Lincoln. He 
also has operated automotive, 
truck and transport equipment 
businesses in Kansas City, Dallas, 
Houston and Cleveland, 

+ * * 


Norton’s Johnson Retires 


As Sales Director 


Ralph M, Johnson, vice-president 
of Norton Co., Worcester, Mass., 
who joined the firm in 1915, has 
retired as sales director, He retired 
also as a director of Behr-Manning 
Co., a Norton division located in 
Troy, N. Y. 

In other changes, William H. 
Perks, Norton treasurer and con- 
troller, was appointed a director of 
Behr-Manning to succeed Johnson. 
Lester A. Hansen, Behr-Manning 
technical director, also was ap- 
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.. ON THIS TOTAL LOSS! 


UNIVERSAL UNDERWRITERS paid . . 


"My landlord...received 
his check (from U.U.) 


in seven days from the 
date of the fire." 


$84,320 on the 
building—in 7 days! 


"I received mine in less 


than thirty days after 
auditing the inventories, 


etc." 


$150,500 on 
contents and stock 
in 30 days! 


Why don’t you follow Larry Webb's 
suggestion and let a Universal 
Underwriters’ representative give 
you the money-saving facts? 


WRITE OR CALL YOUR NEAREST OFFICE TODAY 


BRANCH OFFICES 


Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 
Jacksonville, Florida 


Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 

San Francisco, California 


Westfield, New Jersey 


i 


fill the vacancy caused by the re. 
tirement of John O. Amstuz, Behr. 
Manning’s former engineering vice. 
president, : 

* * 


Steinberg Joins HTC 


Paul L. Steinberg of Toledo has 
been appointed to Highway Trailer 
Co.’s executive office staff in Chi. 
cago, Steinberg will handle fleet 
sales. 

* * * 


Somers Joins World Bestos 


John Somers has joined World 
Bestos, New Castle, Ind., to serve 
in a special capacity in the friction 
materials field. He comes to World 
Bestos after 15 years with the 
Grizzly Mfg. Co. where he was 
manager of the private brands di- 
vision. 

a4 * = 


Ford’s Murphy Retires 


As District Manager 

Jack M. Murphy has retired as 
Ford New Orleans district man- 
ager. In his 29th year with Ford, 
Murphy has the distinction of 
serving the company in only two 
cities, Denver and New Orleans, 
He was in the retail automobile 
business before joining Ford. 

= = * 


American Bosch Promotes 


Keane, Whelan in Sales 


Richard C. Keane has been ap- 
pointed manager of All-product 
sales for American Bosch division, 
American Bosch Arma Corp, 
Springfield, Mass., and Robert M. 
Whelan has been appointed man- 
ager of aftermarket sales. 

Keane will be responsible for 
sales of all products of a nonmili- 
tary nature. He formerly was man- 
ager of manufacturers sales, and 
Whelan was assistant manager of 
service sales. 

= = = 


Mulhern Heads Sales 


Douglas J. Mulhern has been 
| general sales manager of Electro- 
| Mechanical Products Co., Garden 
City, Mich. He formerly was sales 
manager of the firm’s automotive 
division and now will head sales 
|for the missiles, automotive, Ar- 
|mada Marine and ordnance divi- 
| sions. 

+ > 


Curson Is Appointed 


| AMA Patent Librarian 

Harold W. Curson has been ap- 
pointed librarian of the Automobile 
Manufacturers Assn. Patent Li- 
brary. He has been a member of 
the AMA library staff since 1926 
and succeeds Howard J. Carman, 
who retired in November. 

AMA also announced the estab- 
lishment of a new library activity 
—the Economics and Historical 
| Section—to be headed by Herbert 
Berggruen, research associate. 

« © * 


TRW Promotes Jones 


| Eben H. Jones, general counsel 
land secretary of Thompson Ramo 
| Wooldridge Inc., will become vice- 
| president and general counsel of 
|the company on Apr. 1. John H. 
| Kerr will succeed Jones as TRW’S 
| secretary and become a member of 
| the corporation’s legal staff. 

oa * +* 








Norris Heads Denison 

Paul W. Norris, vice-president 
and general manager of Denison 
Engineering division, American 
Brake Shoe Co., Columbus, O., has 
been named president of that divi- 
sion. He joined Denison Engineer- 
ing in 1934 and had been general 
manager since 1957. 

* * oa 


Most Succeeds Satow 


As District Manager 

William A. Most, Philadelphia, 
has been appointed district man- 
ager in the Middle Atlantic region 
for Walker Mfg. Co. of Wisconsin, 
Racine, Wis. He replaces Ivan © 
Satow, who has retired. 

cg a * 


Reynolds Sales Promotes 
Hall and Williams 


Two new vice-presidents of Rey- 
nolds Aluminum Sales Co. are 
Keith E. Hall, general manager of 
industrial market sales, and Alfred 
H. Williams jr., general manager of 
architectural and building products 
market sales. 

Hall, a native of Oregon, joined 
Reynolds in October 1946, Williams 
is a native of Nashville and joined 
Reynolds in September, 1954. 
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DID SOMEBODY 


MENTION GASOLINE 
MILEAGE? 


Buick dealers are getting the best news in years about gas- 
oline mileage—and they’re getting it from the right people: 


Delighted owners of The Car: Buick ’59. 


A Detroit man who drove his Electra 9,000 miles around 
the country reports a little over 19 miles a gallon. 


A Louisiana LeSabre, with Twin Turbine Transmission, 
after 4,000 miles is giving its owner 17.6 miles per gallon. 


A St. Paul man reports 18.1 miles per gallon. From 
Atlanta comes 17.5. From Pittsfield, Mass., 20. 
How Mileage Was Improved 


You know that economy like this doesn’t just happen. 
Nor is it the result of a single glittering discovery. It 


comes from a number of engineering advances. Like 
improved engine breathing. Thrifty new Twin Turbine 
and even thriftier Triple Turbine transmissions. Scientific 
weight engineering. Economical axle ratios. And-others. 


Big Quality Up-Step 


Best of all, this outstanding economy is achieved without 
scrimping on famous Buick quality. In fact, owners report 
this is the best-built Buick yet. 


“‘Best-performing Buick ever!” ... ‘‘My sixth Buick and 
the best I ever owned!”’... “‘Much the best Buick yet!’ 
... “Best operating car I’ve driven in 30 years!” 


Is it any wonder that the Buick dealer is the dealer this 
year? 


BUICK MOTOR DIVISION, GENERAL MOTORS CORPORATION 


BUICK '59: THE CAR IS THE BUY! 


THE POPULAR GERMAN-BUILT OPEL IS SOLD IN THE U.S. ONLY BY BUICK DEALERS. 














AGITATING DEVICE—The Magnus 
Porto-Lif, an air-powered, mechanically 
agitating device that can be attached to| 
a 55 or 30-gallon drum or most any still | 
tank, has been developed by the Equip- 
ment Division, Magnus Chemical Co., Inc., 
Garwood, N. J. This device is said to 
convert the drum or tank into a cleaning 
unit, giving parts cleaning effective air- 
powered mechanical oaitation. 

* . 





STORAGE UNITS—Penco div., Alan 
Wood Stee! Co., 200 Brower Ave., Ooks, 
Pa., has announced the availability of | 
four sizes of drawer-type storage units. 
Designed for parts, tools, index cards and 
other small item storage, the drawer units 
can be used either on benches, tables, 
counters, or can be placed in standard 
36 inch wide by 12 or 18 inch deep Penco 
shelving units. All models are 334 inches 
wide ond 10 11/16 inch high, but the 
size and depth of the drawers is modified 
in different models to provide either 18 
or 24 drawer compartments. 


| 
| 
| 
| 





CRACK 
2227 Burbank, Dallas, 


DETECTOR—Storm-Vulcan, Inc., 
has introduced a 
magnetic inspection instrument to detect | 
surface cracks in heads and blocks. It is 
labelled model 711 Electro-Test. The in- | 
strument is used for detecting flaws in 
heads and blocks before and after repairs 
cre made, it is said. It is possible to) 
detect surface flaws and cracks in any 
ferro-magnetic materials with the inspec- 
tion instrument, it is claimed. 


K-D BRAKE SHOE 
SPRING TOOLS 


for LOCKHEED 


BRAKE TOOLS—K-D Mfg. Co., Lancaster, 
Pa., has announced brake spring tools for 
Bendix and Lockheed brakes. The tools 
include the No. 280 for removing, in- 
stalling return springs on Bendix brakes; 
the No. 285 for removing and installing 
retaining springs on Bendix brakes, and 
the No. 270 to remove and install return 
springs on Lockheed hydraulic brakes. All 
three tools are said to be made of solid 
steel, carefully mechined one rustproofed. 


Pushbutton Torch Kit 


The Bernz-O-Matic pushbutton 
propane-gas torch kit, Model No. 
TX-27, has been introduced by 


| moke 
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Otto Bernz Co., Driving Park Ave. 
and Reich, Rochester, N. Y. It is 
ideal for replacing mufflers, solder- 
ing, freeing frozen door locks, nuts 
and bolts and for fender and body 


work, the firm said. 
* * = 





MOTOR ANALYZING SET—A motor | 
analyzing set, model 31, in a custom-| 
fitted metal case, is offered by Harvey E. | 
Hanson Co., Lake Blvd. and Commercial 
St., Paw Paw, Mich. The four chrome- 
plated testers feature 3% times 2%-inch | 
color-coded dials, instruction placard on | 
top of case, thumb-operated controls, fold 
over hook for hanging, and color-coded 
clips. Set includes model 26 tachometer, 
model 27 dwell angle tester, model 28 
amp-volt generotor-regulator tester and 
model 29 ignition tester. 


* 








MASKING PAPER —Two apron tapers 
and a line of masking paper have been 
introduced by Minnesota Mining & Mfg. 
Co., 900 Bush St., St. Paul 6, Minn. The 
apron tapers in two widths, 15 and 36- 
inch, will accommodate a single roll or 
combination of masking paper rolls up to | 
those limits. The topers feature easy con- 
version to double edge taping. Their 
adaptability to multi-width masking, and 
their ability to dispense single or double- 
taped aprons, combine with portability to 
them one of the most versatile 
apron tapers ovailable, it is said. Stand- 
ard widths of masking paper are 3, 6, 9, | 
12, 18, 24, and 36 inches. 





CO INDICATOR — Bacharach Industrial 
Instrument Co., 200 N. Braddock Ave., 
Pittsburgh 8, Pa., has introduced a pocket- 
size ““Monoxor’’ CO indicator for detection 
and direct percentage measurement of 


| carbon monoxide. The instrument, mechan- 


ically-operated, has no electrical circuit 
and therefore may be used in the pres- 
ence of flammable gases, it is claimed. 
Because it indicates percent CO by mea- 
surement of the length of a stain devel- 
oped in an indicating tube, color compari- 
son is eliminated and the visual color 
response of the operator cannot affect 
results, it is said. 





NUT DRIVERS—Hunter Tool Co., P. O. 
Box 564, Sante Fe Springs, Calif., has 
introduced a line of nut drivers featuring 
a hex shaped head. The line, which 
Hunter broaches ovt of both solid and 
hollow stock, contains color coded handles. 
This “inside-outside" hex head is said to 
make it possible to get into tight places 
that are normally inaccessible with stand- 
ard nut drivers. Available in individual 
sizes or in kits, also stubby and long 
models, sizes 3/16 through '-inch. 





| mately 








HOIST KIT—A grease rack hoist conver- 


sion kit which converts conventional rail 
hoists to frame contact hoist has been 
introduced by Beverly Equipment Sales 


Co., 9000 W. Olympic Bivd., Beverly Hills, 
Calif. Known as Lift-Rite, the conversion 
kit provides safe frame contact on domes- 
tic and foreign cars, as well as light 
trucks, it is claimed. Wheels drop free 
from fender wells, permitting access for 
all under-car repairs. The kit consists of 


four car adapters and four truck adapters. | 


* * * 





WHEEL DOLLY—Weld Built Body Co., 


has introduced a wheel dolly thot is| 
said to solve many problems confronting 
operators of towing equipment; such as 
towing total wrecks or cars with automatic 
transmissions or air suspension. The dolly 
is in three ports and can be assembled in 
two minutes. Feotures of the dolly are 
safety chains and three adjustable posi- 
tions that accommodate any type 
car, it is said. Dolly weight is approxi- 
140 pounds. Rood speeds up to 
50 m.p.h. can be maintained, it is 
claimed. 


will 





PISTON REGROOVER—The Zim Re- 


| groover, model 226, is a lightweight tool 


that widens and deepens piston ring 
grooves. The control for the cutter is 
placed within the groove being worked 
on. It consists of a spring-pressed pilot 
held securely in exact alignment with the 
cutter and at all times deeper in the 
groove than the cutter until it touches 
bottom, when it is gradually pushed back 
by contact to permit the cutter to finish 
the operation. Pilots are furnished to fit| 
5/64, 3/32 and Ye-inch grooves with a| 
cutter .031 wider for each pilot. Zim Mfg. 
Co., 3047 W. Carroll Ave., Chicago 12, 
it. 


WHEEL BALANCER ADAPTOR — Hunter 
Engineering Co., Hunter Ave. and Ladue 
Rd., St. Lovis 24, Mo., has announced the 


model 127 wheel-balancer adaptor. The 
unit is designed to grip the entire inner- 
ring perimeter of the wheel, instead of 
only three or four contact points. The 
adaptor is available in four models to fit 
13, 14, 15 and 16-inch wheels—the larg- 
est size weighing only 4% pounds. 
ee ae 


Portable Aligning Devices 
Introduced by John Bean 


Visualette and portable #''zning 
equipment has been introduced by 





the John Bean Division, Food Ma- 
|chinery & Chemical Corp., Lansing 
| 4, Mich. 


| cludes Model 39 support stands de- 
signed to convert any drive-on type 
|grease rack into an effective 
| aligner, 


| wheel stands for car levelling. 
= + = 





| GENERATOR OVERDRIVE —A newly- 
| developed generator overdrive system that 
jis said to assure peok generator per- 
| formance and constant battery charge for 
all types of automotive vehicles, even at 
curb idle with all accessories operating 
simultaneously, is being distributed by 
Consolidated General Products, P. O. Box 
7425, Houston 8, Tex. Economical in cost, 
Gen-O-Drive works by instantly increas- 
| ing generator rotation when the engine is 

idling or running at low speed, it is 
| claimed. As engine speed increases, Gen- 





| 59-03 Prest Gout. Greet 34. N. Y | O-Drive automatically returns the gener- 
- reston ourt, Or yn ° . «| 


ator to its normal operating rate. 
= > > 





BODY CONTOUR KNIFE—A 
spring steel auto body contour knife that 


tempered 


automatically conforms to auto body 
curves for shaping plastic filler hos been 
introduced by Pratt Tool Corp., 10 E. 
Forty-ninth St., New York 17, N. Y. The 
patented Pratt contour knife adjusts auto- 
matically to any inside or outside curve, 
stays curved for the duration of the job, 


and immediately springs bock to a 
straight line when its adjusting nut is 
loosened, it is said. Made of bive tem- 
pered spring steel, the knife keeps its 


flexibility and tension permanently and 


cannot rust, it is claimed. 
* * * 








BATTERY CHARGER — Christie Electric 
Corp., 3410 W. Sixty-seventh St., Los 
Angeles 43, Calif., has announced a line 
of battery chargers, including model QT, 
above. According to Christie, the self- 
adjusting charging system automatically 
adjusts to the rate of charge the battery 
safely can absorb. Testing and charging 
are done right at the instrument panel. 
Silicon rectifiers are guaranteed for five 
years and all other components for two 
years. 


| The firm said the equipment in- | 


and Model 38 adjustable | 





PUNCHED CARD SYSTEM —A low-cos 
system of punched-card data processing 
specially designed for small business has 
been announced by Remington Rand Uni- 
vac Division, Sperry Rand Corp., 315 
Fourth Ave., New York 10, N. Y. The sys. 
tem is said to make it possible for small 
companies to machine process such ac. 
counting work as: Production control, pay- 
roll, inventory control, accounts receivable 
and sales analysis. Consisting of four 
basic pieces of equipment—the alphabet. 
ical punch, sorter, alphabetical tabulotor 
and summary punch, and reproducing 
punch—the system operates at a speed 
of 60 cards-per-minute, and can be ad. 
justed to perform faster. Additional units 


can be added as desired. 
* * * 





FUEL FILTER—A ceramic and magnetic 
gasoline filter designed for installation 
directly into the fuel line of any avuio- 
mobile engine has been announced by 
the Carter Carburetor Division, ACF In- 
dustries, Inc., 2840 N. Spring Ave., St. 
Lovis, Mo. The in-the-line filter, called 
Carfilter, takes up virtually no space in 
the engine compartment because of its 
cigar shape. It will rid the fuel of harm- 
ful dirt-and iron oxide particles, thus pre- 
venting clogging, flooding and stalling, it 
is claimed. A special tube-cutting tool 
also is available. 





FUEL REGULATOR—A fuel regulator and 
filter, called the Flowmatic, has been an- 
nounced by Super Mfg. Corp., 4313 W. 
Fullerton, Chicago 10, lil. The unit is said 


to improve performance in eight ways 
Saves gas, ends flooding, stops vapor 
| lock, traps rust sediment, provides 


smoother idling and faster acceleration, 

smoother deceleration and faster starting. 

The Flowmatic is installed in the gas line 

between the fuel pump and the carburetor. 
S« 6.49 


Liquid Car Wax 


A “once-a-year” liquid car wax, 
said to give super luster and pro- 
tection from dirt, sun, rain, snow, 
ice and salt spray, has been intro- 
duced by Turtle Wax-Plastone Co, 
4110 W. Grand Ave., Chicago 51, 














New TRIUMPH distribution centers 


4. Jarrard Motors 
1957 West 144 Street, Gardena, California 


8. Triumph Distributor of New England, Inc. 


1013 West Garden Street, Pensacola, Florida 33 Mount Auburn Street, Watertown 72 
Alabama, Florida, Georgia, Mississippi, South . Boston, Massachusetts 
Connecticut, Maine,.Massachusetts, New Hampshire, 


Arizona, California, Colorado, Idaho, Montana, 


Nevada, Oregon, Utah, Washington, Wyoming Carolina, Tennessee 


Rhode Island, Vermont 


Jones-Bischoff Triumph Distributors 


« European Motors, Inc. 
7079 Gratiot Avenue, Detroit 7, Michigan 
Indiana, Kentucky, Michigan, Ohio 


Genser-Forman, Inc. 


5220 Natural Bridge, St. Louis 15, Missouri 9. United Auto Sales, Inc. 
Kansas, Missouri, Nebraska 2427 Reedie Drive, Wheaton, Maryland 

’ ari - Delaware, District of Columbia, Maryland, North 
Southwest Triumph Distributors, Inc. Carolina, Virginia, West Virginia 


1200 Springfield Road, Union, New Jersey 


308 Hughes Street, Houston 11, Texas 
Arkansas, Louisiana, New Mexico, Oklahoma, Texas 


New Jersey, New York, Pennsylvania 


Triumph Distributors, Inc. 

870 North Clark Street, Chicago, Illinois 

Illinois, Iowa, Minnesota, North Dakota, South 
Dakota, Wisconsin 


Each ¢ represents 1 TRIUMPH dealer 
Each * represents 1 Master Parts Warehouse 


Only 47 more dealers can 
get in on TRI 




























UMPH profits 


(are you one of them?) 


The distributors above can give you all the details 


Looking for an imported car line to fatten profits? Here’s your chance. 

Since TRIUMPH sales have increased 150% this year—about 60% more 
than total import sales have — we’ve had to set up 3 new distribution centers 
bringing the total to 9. The map shows the new arrangement. In a few areas, 
we’re looking for some dealers— but no more than 47. 


TRIUMPH will offer these dealers far more than other imported car makers. 


It’s the only company to market economy cars under the same glamorous 
name as a champion sports car. It’s the only company to offer a 1991 cc. sports 
car for under $3000. Few imported car makers advertise so widely or so wisely. 
TRIUMPH’s dealer organization is large and lively. And in the opinion of 
engineers, professional drivers, and the thousands of Americans who own 
TRIUMPHS—the cars themselves can’t be matched for the price. 


Since we want to insure a profitable franchise for each dealer—we have to 
keep the number of dealers down. Once our quota is filled—you probably won’t 
get another chance to take on TRIUMPH until 1960. 

Isn’t all this worth looking into? For full information — no obligation — call 
the distributor in your area. If you prefer, write to: 


Standard-Triumph Motor Company, Inc., 


1745 Broadway, New York 19, New York 
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The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr, hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra —4-dr. sed., 
$3,856; 4-dr. hardtop, ,$3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 


$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
“Electra 225. Power steering and power 


brakes standard on Electra and Electra 


225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorado—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 

Special 4- dr. hardtop, $6, 233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

OHEVROLET — (Prices are for six- 
cylinder models, For V-8s, add $118.) 
Biscayne—4-dr. sed., $2,301; 2-dr. sed., 





The following tmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. S, excise tax 
and aes noon duty. They do not include 

, U. S. trans- 
ie: teen sete au teed’ Games oP 
equipment, 

(Copyright, 1959, by Automotive News) 
ALFA ROMEO—Gilulietta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2-liter roadster, $5,048; 4-dr. sed., 
$5,078. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190 

AUSTIN—A-35 deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr, sed., $2,- 
199. (Heater standard on deluxe models.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 

AUTO UNION — “1000” 
$2,395; sport coupe (2-seater), $3,849. 

BENTLEY—Series S — Standard Steel 


Saloon, $13,695. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
der), $1,595, 492-c.c. roadster (3-cylinder), 
$1,745. 

BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 

BM ISETTA 300 — sunroof, $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—5- 
Pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 

BORGW ARD—Isabelia—2-dr, sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845: Touring Sport Coupe, $3,750. 

CITROEN — 2CV — 4-dr. sunroof se d. 
(centrifugal clutch) $1,298; ID-19—4-dr. 
sed. (air suspension). $2,833: DS-19—4-dr. 
sed. (air suspension, power brakes, power 
steering. automatic clutch), $3,333. 

DATSUN—4-dr. sed., $1,616. 

DKW—4-dr. sed., $2,395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 
FACEL VEGA — Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 


(Automatic transmission, power brakes, 
power windows, radio, heater are stand- 
ard.) 


FERRARI—‘250 Granturismo’’—Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. “250 California’’ 
Conv., $12,600. 

FIAT—500 Series—-2-dr. sunroof, $1,098; 
Bianchina, $1,298. 600 Series—2-dr, sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 


wag., $1,658. 1100 Series—4-dr, sed. $1,- | 


743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 

FORD (England)—Angiia—standard 2-dr. 


gsed., $1,464; deluxe 2-dr. sed., $1,561. 
Prefect—standard 4- dr. sed. $1, 517; deluxe 
4-dr. sed., $1,661. Escort—2-dr. stat. wag., 
$1,651. Squire—2-dr. stat. wag., $1,761. 

-dr. sed., $2,034; conv., $2,373; 
4-dr. stat. wag., $2,772. Zephyr — 4-dr. 
sed., $2,215; conv., $2,574; 4-dr. stat. wag., 
$2,945. Zodiae—4-dr. sed., $2,387; conv., 
$2,865; 4-dr. stat. wag., $3,149, 
800—Estate Bus, $2,433. 


GOGGOMOBIL—T-400 2-dr. sed., $1,095; 
Florida Sunroof Deluxe 2-dr., $1,135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 
$1,450. 

GOLIATH — 1100 Series — Custom 2-dr. 
sed., $1.949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, $2,- 
568. (Heater standard on all models.) 

HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr, stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark IX—4-dr, sed, (auto- 
matic transmission, power steering and disk 
brakes), $5,935. 3.4 Litre (over- 
drive and disk brakes), $4,542.50; (auto- 
matic transmission and disk brakes), $4,- 
642.50. XK-150—cpe., $4,475; cpe. (auto- 
matic transmission), $4,725; conv., $4,595; 
conv. (automatic transmission), $4,845; 
roadster, $4,495; roadster (overdrive), $4,- 
660; r (automatic transmission), 
$4,745; ‘‘S’’ roadster (overdrive), $5,095. 

LANCIA — Appia — 4-dr, $2,967; 
conv. (Vignale), $4,565; cpe. (Farina), 
$4,673; cpe. (Zagato), $4,873. Aurelia— 
conv. (Farina), $5,905; cpe., $5,905. 
Fiaminia—4-dr. sed., $6,098. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr, 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 


6-passenger stat. wag., $1,675; 2-dr. 


— deluxe coupe, | 
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On Imported Cars 
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Current Prices on U. S. Cars 


$2,247; util. sed., 
sedan, $2,440; 
hardtop, $2,556. 


$2,160. Bel Air—4-dr. 
2-dr. sed., $2,386; 4-dr. 

Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr, 2-seat Nomad, $2,897, Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 200-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. 
4-dr. hardtop, $6,845.30; 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (Tur b o-Drive, 
power steering, power brakes standard on 
all models.) 

DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr, hardtop, $3,038; 2-dr. hardtop, $2,- 


sed., $6,845.30; 
2-dr. hardtop, 


6-passenger sunroof stat. 
2-dr, 6-passenger stat. wag. 
base), $1,795; 2-dr. 6-passenger 
stat, wag. (long wheelbase), $1,895. 

MAICO—500—2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater standard 
on both models.) 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
240. 180-D—4-dr. sed, (diesel engine), 
517. 190—4-dr. sed., $3,431, 
sed, (diesel engine), $3,708. 190-SL—road- 
ster, $5,020; cpe., $5,232; cpe.-roadster 
(with interchangeable hard and soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr. sed., $4,283; cpe., $7,641; conv., $7,641. 
300-d—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models. Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 
hardtop.) 

METROPOLITAN — 2-dr, hardtop, $1, 
626.10; conv., $1,650.10, 

MG—MGA—conv,. (disk wheels), 
conv. (wire wheels), $2,546; coupe (disk 
wheels), $2,695; coupe (wire wheels), $2,- 
785. MGA-DOHC—conv., $3,320; cuope, $3,- 
640. Magnette—4-dr. sed. $2,740. (Heater 
standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 

MORGAN—"Plus Four’ cpe., $2,855. 

MORRIS—‘*‘1000"’—Standard-—4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—4-dr. sed., 
$1,718; 2-dr. sed., $1,599; conv., $1,636; 
2-dr. stat. wag., $1,825. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. NSU Prinz 36—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models. Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., 
Caravan 2-dr. stat. wag., 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
995; Dyna Deiuxe Super 4-dr. sed., $2,065. 

PEUGEOT — 403 — 4-dr. sunroof sed., 
$2,175. 

PORSCHE—1600 Series—conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 


wag., 


$1,740; 
(iong wheel- 


sunroof 


190-D—4-dr. 


$1,957.50. 


epe., $4,150; Carrera cpe., $5,700; hardtop, 
Carrera, 


4) 
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$3,865; Super hardtop, $4,315; 
(Continued on Page 48, Col, 


$3,- | 


$2,462; | 


$2,262.60. | 


967; conv., $3,315; 4-dr. 2-seat stat. 
$3,366; 4-dr, 3-seat stat. wag., 

Firedome—4-dr. sed., $3,234; 4-dr. 
top, $3,398; 


2-dr. hardtop, $3,341; conv., 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., 


$4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 


wag., 
$3,508. 
hard- 


4-dr, 3-seat stat. wag., $4,358, Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., 
586.50; 2-dr. sed., $2,515.50; 2-dr. 
top, $2,643.50. Coronet V-8—4-dr. 
$2,707; 2-dr. sed., $2,636; 4-dr. 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons-——4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 


$2,- 
hard- 
sed., 


hardtop, | 


2-seat Custom Sierra, $3,- | 





seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 


4-dr, 3-seat Country Squire, $2,958. Thun- 

derbird—(V-8 standard) — 2-dr, hardtop, 

$3,696; conv., $3,979. 
IMPERIAL—Custom—4-dr. sed., $5,016; 


4-dr, hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoin—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 


MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 





$5,594.20; 4-) 


| 


PLYMOUTH — (On six-cylinder  nodelg, 
add $119.50 for a V-8 engine). Sa.oy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., 52,239; 
business cpe. (V-8 not offered), $: 142,75. 
Belvedere Six—4-dr. sed., $2,439.7 2-dr, 
sed., $2,389.25; 4-dr. hardtop, $: 24.75; 
2-dr. hardtop, $2,461.25. Station Wages 
Six—2-dr. 2-seat Deluxe, $2,574.2: 4d, 
2-seat Deluxe, $2,641; 4-dr. 2-seat ‘ustom, 
$2,761.50. Plymouth V-8—(On the [ollow. 


ing models, a V-8 engine is stand: rd ang 
a six-cylinder engine is not av+ labile) 
Belvedere — conv., $2,814.25. Fury - 4-dr, 
sed., $2,690.50; 4-dr. hardtop, $2.°71.25; 
2-dr, hardtop, $2,714.25. Sport Fur) —2-dr, 
hardtop, $2,927.25; conv., $3,125.2 Sta. 
tion Wagons—2-dr. 2-seat Custor $2,- 
$14.25; 4-dr. 3-seat Custom, $2,99° 75; 4 
dr, 2-seat Sport, $3,020.75; 4-dr. 3-seqt 
Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop. $2,844; 
2-dr, hardtop, $2,768; conv., $3, 08 4-dr, 
2-seat stat. wag., $3,101; 4-dr. 3-se it stat, 
wag., $3,209. Star Chief—4-dr. sei., $3,. 
005; 2-dr. sed., $2,984; 4-dr. hardtop, $3,. 
138. Bonneville—4-<dr. hardtop, $3,3 2-dr, 
hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 
stat. wag., $3,532. 
RAMBLER—American—2-dr. Deluxe sed., 
| $1,835; 2-dr. Super sed., $1,920; 2-dr, 2 


seat Deluxe stat. wag., $2, 060; 2-dr. 2-seat 





2,917.50; 2-dr. hardtop, $2,853.50; conv.,| Super stat. wag., $2,145. Deluxe Six —4-dr, 
318; 4-dr, 3-seat Custom Sierra, $3,438.50. | ere iso te, ook. $3,308; 4- soa. $2,098. ee eas, aan , $2,268; 
SEL— V-8 models. |r. hardtop, $3,437; 2-dr. hardtop, $3,-|4-dr. hardtop, ; 4-dr, 2-seat stat, 
pede ‘en fo fer lade Ramses | 356.50. Park Lane—4-dr. hardtop, $4,031; | wag., $2,562. Custom Six—4-dr. sed., $2,- 
deduct $96.50 for six-cylinder stat. wags.) | 2-dr. hardtop, $3,954.50; conv., $4,206. 383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
Ranger—4-dr, sed., $2,683.50; 2-dr. sed., | Station Wagons—2-dr. 2-seat Commuter, V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
$2,629: 4-dr. hardtop, $2,755.50; 2-dr. | $3,144.50; 4-dr. 2-seat Commuter, $3,215; | stat. wag., $2,692; Custom—4-dr. sed., §2- 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- | 4-dr. 2-seat Voyager, $3,793; 4-dr. 2-seat|513; 4-dr. hardtop, $2,588; 4- ate. Some 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- | Colony Park, $3,932. (Mere-O-Matiec stand- | stat. wag., $2,807. Ambassador—: uper— 
top, $2,819; conv., $3,072. Station Wagons | 4rd on Montclair, Voyager, Colony Park. | 4-dr. sed., $2,587; 4-dr, eae wag., 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3-| Multi-Drive, Mere-O-Matic, power steer- | $2,531. Custom—4- -dr. . “ J ont 4-dr, 
seat Villager, $3,054.70. ing, power brakes standard on Park Lane.) |Snose” om t ant basin = es 
FORD—(Prices are for six-cylinder mod- | on na a Ga i sole e- $3,116. 
Is - add $118.) Custom 300— | 902; 2-dr. sed., $2,50/; 4-ar. » $3,-) 

| pdr. pea. 92,478; ae a. $2,219; busi- | 036; 2-dr. hardtop, $2,958; conv., $3,286; | STUDEBAKER—Lark a. ~~ 
| ness sed., $2,132. Fairlane—4-dr, sed., $2,- | 4-dr. 2-seat stat. wag., $3,365. Super 88— sed., $1,995; 2-Gr. sed., $1,925; - ~seat 
| 411; 2-dr. sed., $2,357. Fairlane 500—4-dr. | 4-dr. sed., $3,178; 4-dr, hardtop, $3,405; | stat. wag., $2,295. Lark Regal Six—4-dr, 
sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- | 2-dr. hardtop, $3,328; conv., $3,595; 4-dr.| sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— | 2-seat stat. wag., $3,669. Series 98—4-dr. | 2-seat stat. wag., $2,455. Lark Regal v-s— 
4-dr, sed. $2,582; 2-dr. sed., $2,528; 4-dr.| sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 4-dr. sed., $2,310; 2-dr. hardtop, $2,410; 
hardtop, $2,654; 2-dr. hardtop, $2,589;| hardtop, $4,086; conv., $4,366. (Hydra- 2-dr., 2-seat stat. was... $2,590. — 
conv., $2,839; retractable hardtop (V-8S | Matic, power steering, power brakes stand- aac epe., $2,360; V-S cpe., 

standard), $3,346. Station Wagons—2-dr., 2- ard on Series 98.) | $2,495. ie ae 
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“The information in this report rt has been ‘compiled ed from official state documents. Every reasonable precaution has been exercised to insure 
accuracy to the extent of the registrations received at the time the report is published. R. L. Polk & Co. cannot assume any liability by 
reason of inaccuracies or omissions.""—R. L. Polk & Co. 











































































































ae | 
Car registrations by AMC Chr j Mer- | FORD Cadil-| Chev-| Olds-| Pon- | G.mM.|_5-P |Miscel- 
states as compiled Ram- ys | mpe- Edsel |Lincoln| : : Stude-| lan- |TOTAI 
by R. L. Polk & Co. bier ler rial cury |TOTAL lac rolet |mobile| tiac | TOTAL + 4h 
, 4 4 3 16 27) 69) 3 4| 13 89 . i} 73) 10| 9 Ti 15 56) 307 
se 38) 5| 4) 5 | 1 16 27/ 66) 18} 2) 12 98) 16 9 80) 10| 12; _—*127| 7; _—«42|—i—iB 
"59| 8| 12 49 182 267; —«447| 17 6) 43 513; 105 | 438 102). ~+<117| ~—«798 32 187; 1906 
= 38 Mal y 4 32 49 174 288| _337| 13| 8| 3| 391 | 98 29; _47!/ 110) 82} 790) 17| 66| 1576 
istri ia '59) | 17 61} 168 272 336) it} it} 35| 393) 57 82) 420 itt 104) 74) 47\ -227|'—s« 1785 
ct eer ‘58 a ss 2 30 77 208 390| 329 10 13] 50| _402/ 64| 76| 543 120 Hi] 9t4y 14) _-150| ‘(1692 
Idaho "59| 9 13 3 21 36 88 161; 406} 14| 7 58 485; «4! 4) 413 112 132; 842 Si; 149| ~=«e27 
58) sa| 23 7} 14] 40 102 186| 162 18} 12} 49} 241| __ 103] 30! 303 92 100} 628 22! 80| 12i! 
Montana "59| Hit} 19) 9 12} 3 83 159; 39% 21 5 68) 490|—Ss«d1:237 48; 344) —Ss«*133) 82; 744) 50| 97| «165! 
58} 55| 23 6 15 54 106 204; 363! 24 4 56| 452) ~—s«138) = 49] 358 127| _—73|_——745 32| 50; 1538 
Nebraska 59| 256| 4l 14 32 mW 306; 504) 1448 47) 19) 173| 1687) ~—-307| 97; ‘1421 292 297| 2414) 100) i55| 5116 
'58| 83| 46) il 32 106 283 478 903 46| 25 | 114| 1088) 284 81} 910 265 198} 1738) 103} 3534 
New Hampshire 59 86 T ry 10 34 83 ai 281 18 10) 32) 341} 40 3% 293 66 7% SII 29) 162) ‘1a 
"58 31 9 1| 21 48| 133 9 2) 26| 170) 43 16 218 56 48 381 12| | 7m 
North Carolina "59 282 4) 13 62 198 718} 1055) 2653 82 28 | 236| 2999 «523 201; 2146) +524) + S5!| 3945] 154) 777| 9212 
53 90 % 15 84 181 50! 877| 1518 49 33} 142| 1742) 485} 126} 1507 507| 365] ~—- 2990} 72| 149) 5920 
North Dakota "59 109 32 i 71 145 283 73) 28 10 70) 781 132 38) «537 168 13 988 23) di 2243 
'58 69 51/ 9 26| 79 197 362! 306 22 14 60 402 147 28| 541 154 87 957 28| 1847 
Rhode Island "59| 146 28 10 18 S| 174 293| «547 4] 26| 67 649 iW 70) 52! 142 @) wi 3% 243; 22%8 
gE tC a 38 i 33 48 180 310| 367 18} 40 452 120 70 378 179 79 826 10 7 
South Carolina "59| 182 31 10 20 106 277 444) «1295 43 24 124) 1486{ 304] 80| 1150 i 279| 2086 tat 575| 4910 
'58/ 69 45 14 47 93 36! 560| 1154 50 21 128} 1353: 385 97| 1365 310 291| 2448 195| 4650 
South Dakota 59) 145 31 5 21 a 187 338 769 46 10 4 m1 207 3 751 259 166) 1422 47| 92| 2955 
58] 74 43 uN] 2 187 358 629 12 18 72 731 191 47 697 207 157| 1299 33) 49\ 2544 
Utah "59 87 is ? 17 20 7 133 285 20 12 6! 378 95 33 Pe 108] 103 684 | 136{ ‘1441 
‘soja 19 23 43 108; «198 237 a. o 67 337 128 43 367 %| 728 4 101] 140? 
Vermont "59 33 2) 2 ‘| Z| 58 i] 149 z| 2| 24 182 2% 12 180 19 29 266 | 3) 76| 665 
"58 24 3 8 61} 100 136 5 19 160 35 15 168 4i 35 294| 72| 659 
Wisconsin "59 730 8i 18 4% 224 414) —-783!~=«W 674 52 37 198) 195! 463| 2i3/ 1876 593 499| (3644 127; -277| ~=—«7512 
‘58 458 122 20 83 236 513|  974| __ 4B 81 56| 200} _1750 594 225) 1897 610 497| 3823 69 198} 7272 
Wyoming 59 67 " ‘| 5 16 48 wl 206 15 i! | 270! iL) » | 8! él el a 73} 1063 
"58 2% 12 13 __ 59st] 13 7| 36] 275) _——«‘104 32 26 88 56 12 65| —‘104l 
16 States Reported ‘59 Ta 420 126 327) 1149) =—«-3018| +5040) a 433} «222|—S «1346 +=13605/ 2731 + 1089) Liz] 2993 SS i sa4t 46162 
To Datefor Jan. ‘58 1180 619 149] 479] «1166 —-3104) 5517] 421} __247| _—_—*1104} 10044] ~—-2935) ~——«973| +=10069| ~—-2971 Hl 410 7969 





“The Information tn this report has been eouatiod from official state documents, Eve: 
received at the time the report is published. R. 


The 1958 figures for Metropolitan and Packard are incleded in miscellaneous. 
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704; Cc. A. Conger E. S. Cramer N. C. Heffel Leonard Jackson R. W. Johnson George Latimer Carl Lindquist 
344; 616 S. Brookhurst Ave. 435 E. Laurel 1313 Gilbert St. 3595 Norton St.—Apt. #3 9233 Charlesworth Rd. 4162 Jasmine Ave. 810 Mercer Ave, 
~dr, "Anaheim, Calif. Glendora, Calif. Anaheim, Colif. Lynwood, Calif. Rivera, Calif. Culver City, Calif. Ojai, Calif. 


~dr, ; ie 8 
seat | 2 iy, Seis 
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PERE TRPREPESEE pF 


L. J. McAdoms A. W. Miller T. 8. Moore R. E. Parkins 4. N. Plumb 1. K. Whipple D. L. White 
16705 Morrison St. 146 W. Foothill Bivd. 3527 W. 185th St. 1760 State St. 369 Alahmor Terrace 4548 Greenbush Ave. 2219 E. Nutwood St, 
Encino, Calif. Arcadia, Calif. Torrance, Calif. Sovth Pasadena, Calif. Son Gabriel, Colif. Sherman Ooks, Collif. Fullerton, Calif. 
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Andy Shidemantile tells how 
Quaker State can build big 
profits for West Coast dealers 


Read how Quaker State’s Western sales force 


88 25 58 88 eel 


helps improve sales, service and profits 
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3 . . . . . ” to 
“The men pictured with me on this page Grading System. And we’d like to let you 
- Pp p y y 
"3 are Quaker State Division Managersand know about the many sales aids that help 
6? ° , ° ~ . . 
‘i sales representatives. We work with _ keep profits high on a year-round basis! 
" 
2 dealers in the western part of the country “If you’d like full details right now, 
% who sell the Quaker State line. get in touch with me at 654 East 60th 
“One of us (or one of our West Coast Street, Los Angeles 1, California. Or 
9 distributors’ salesmen) will stop by to drop a line to the man nearest you. See 
" see you shortly. We would like to tell you how you, too, stand to profit from every 
; about our exclusive ‘Dual Range’ angle when you sell Quaker State.” 
. 
yy 
- QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
V. D. Buchanan K. C. Cline W. 8. Denaidson 
1118 - 7th Ave., N.W. 613 S. Meridian 5621 N. E 35th Ave. 
| Puyallup, Wash. Puyallup, Wash. Portland 11, Oregon 
1 \ 
QUAKER | 
) STATE | 
; ‘eee | 
; q 
it 
il 
8 
6 
: re 
; _ Se 
2 E. W. Fogelquist W. O. Hunter R. A. Beaman, Div. Mgr. J. A. Beck Charles Evans Dale McMullin 
0 1327 £. 42nd Ave. 1150 Hodson Drive Quaker State Oil Refg. Co. of Calif. 2580 Heatherstone Drive 1827 Vesta Way Quaker State Oil Refg. Co. of Calif. 
3 Spokane, Wash. Eugene, Oregon Municipal Terminal No. 4 San Rafael, Calif. Sacramento 21, Calif. 1112 Arden Way : 
7 Portland 3, Oregon North Sacramento, Calif. 
: 
| 
0 
0 
; 
~ 
i 
’ 
; 
? 
} 
: 
D. B. Harper E. E. Kesslar W. R. Chance, Div. Mgr. L. W. Blake D. M. Johnson ; 4. 8. Mitten 
419 W. Coronado Rd. 3733 Willowcrest Ave. 415 So. indiana Quaker State Oil Refg. Co. of Calif. 524 View Place . Co. of Calif. 1117 Higgins Place 
Scottsdale, Ariz. North Hollywood, Calif. Anaheim, Calif, 1112 Arden Way Kent, Washington 654 East 60th St. El Paso, Texas 


North Sacramento, Calif. Los Angeles 1, Calif. 
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wagon, $400; 4-dr., $220; 2-dr., $205. 
'51 Deluxe conv., $250; 4-dr., $190. 




















. ° OHRYSLER—'87 NY 4-dr... $2;100° (ps). Model Breakdown 
a -dr., (ps); ¢ -dr., 
Used-Car Auction Prices poor, fo Of Auction Averages 
‘<. NY 2-dr., $340*; Windsor 4-dr., | March. 1950 Feb deo 
00* , ** “* 
/ 1 1959 
CONTINENTAL—'58 Mark III conv., $3,-| _“°a*! = oo 
(Ccatinnsd f r = 750* (ps). 2 = $2,758 $2,775 $2,889 
ee DeSOTO—'57 'Firesweep Sportsman 2-dr.,| 1958............. 2,004 2,018 2,040 
. an . i 
'S5 Capri conv., $950*° (ps). ‘ST Special 2-dr., $1,475% (ps), $1,445°; | 518008 (PQs Ade, $1,250". | Ra vecnciccent 1,365 1,366 1,395 
MEROCURY—’57 Monterey 2-dr., $1,475*; 4-dr., $1,225*. DODGE — ‘58 Coronet (8 a $1,800*| 1956.............. 1,007 997 1,007 
4-dr.. $1,125. '56 Century 2-dr., $1,155* (ps); Special (es) ‘onet (8) 2-dr., $1, | 19555 "51 157 781 
’66 Monterey station wagon, $1,250* 2-dr., $1,000*°; 4-dr., $965*, $920*. 197 Blorre (8), $1,550: Custom R 1 (8) | ee 
(ps); Custom station wagon, $990*;/ ‘55 RM 4-dr., $865* (ps); Special 4-dr., 4-dr "31 ee 475 474 476 
2-dr., $775. $795*; conv., $775*; Century 2-dr., 2 “9 ’ . ~~ | 318 315 314 
54 Monterey 2-dr., $520*. $695°. | 56 Sierra ), $1,000 ; Coronet (8) /| 296 225 218 
NASH—’54 Statesman Hardtop 2-dr.,| ‘54 Super 2-dr., $695*; Special 2-dr.,| 0° pr. S0pR™ S820", 
290°. $550°, $515; 4-dr., $425°; Century 2-| pnger'se Citation conv., $1,850° (ps) 
OLDSMOBILE—’57 (88) Super conv., $1,- dr., $430° (ps); 4-dr., $405°*. | FORD—~50 Galaxie 2-47. 22.560° ~ Average $1,122 $1,116 $1,140 
391° (ps); 2-dr., $1,870* (ps); (88)| 53 2-dr., $260*. 4 a ao Ve =, 
cae ’ , 2 | 58 Thunderbird 2-dr., $3,100* (ps); | - 
2-dr., $1,180*, . 51 4-dr., $135. Fairlane (8) 500 4-dr., $1,700* (ps): 
"56 (88) Holiday 2-dr., $1,250° (ps). | CADILLAC—'58 (62) sedan de Ville, $3,- | 2-dr., $1,535*, $1,420." . 
'S5 (88) 4-dr., $975* (ps), $860°; Holi-| 750* (ps) | 97 watrlane (8) 800 3 at 500° (ps). 
a 2-dr. $850* (ps). cia . . airlane (8) 500 2-dr., $1,475*; 4- ’55 Capri 4-dr., $800* (ps). 
ay , 57 (62) coupe de Ville, $2,700* (ps). dr., $1,375*; Custom (8) 4-dr. $1,- 53 Capri 2-dr. $525° (ps) 
PLYMOUTH—’'57 Belvedere (8) 2-dr., $1,-| +56 (62) coupe de Ville, $2,000* (ps); 025°: 9-dr.. $1,025 ” ’ Seen ee ps). 
275°. conv,, $1,975* (ps). ‘56 Fairlane’ (8) club sedan $1,010° MERCURY—’58 Commuter, $1,955* (ps). 
"66 Belvedere (8) Hardtop 2-dr., $920°.| T— 1.000* e RRO. ° , e ’57 Commuter, $1,575*; Montclair 4-dr., 
PONTIAC — 57 Chieftain Catalina 2-dr.,| CHEVROLET—'s9 Be} Air (8) 4-dr., $2,- eee gt -- ge $1,450° (ps); 2-dr., $1,165*; Monterey 
$1,500°, $1,400° 675°. 2-dr., $975*, $920*, $855*; Custom | 4-dr., $1,425°: 2-ar.. $1,350* (ps), 
‘65 Chieftain station wagon, $875; 4-| ‘5% Impala (8) 2-dr., $2,000°; Brookwood a. Son Ses Se $1,250, $1,210. eee 
dr., $630°; Star Chief conv., $870*. 2? a Ss Se ee) el ae =e ‘56 Montclair 2-dr., $1,000* $990*; 4- 
54 Chieftain 4-dr., $360*. 535; Delray (8) 2-dr., $1,520, $1,440. 55 Country sedan (8), $835* (ps); Fair- dr., $975* (ps); Monterey 2-dr., $950* 
" Ho i. “ "57 Bel Air (8) 4-dr., $1,550*; 2-dr., lane (6) Victoria 2-dr., $700; club $945* (ps), $940°: 4-dr., $890¢ a 
MISCELLANEOUS—'57 Chevrolet %-ton $1,355; Two-ten (6) 2-dr., $1,015. sedan, $640*; 2-dr., $565; Custom! +52 sontclair 2-dr.. $860*, $660*. 
pickup, $875. ’56 Bel Air (8) 4-dr., 2 at $1,150*, $1,- (6) 2-dr., $370. 54 Montere 4-dr., $575* $450: 2-ar 
*56 Ford %-ton pickup, $600. 100°; Bel Air (6) 2-dr., $1,015" (ps);| ‘54 Crest (8) 4-dr., $525*, $450°, $425*; $350° P : : 7 
55 Chevrolet %-ton pickup, $600. Two-ten (6) 2-dr., $740. conv., $505°; Crest (6) 2-dr.. $455°,| +53 Monterey 4-dr., $390°; 2-dr., $290*; 
‘55 Bel Air (8) 4-dr., $955*, $825*, $365; Custom (6) 4-dr., $450*; 2-dr., Custom 2-dr., $375* (ps) ° P 
DETROIT $850*; Bel Air (6) 2-dr., $770*; Two- $400: Main (6) 2-dr., $250. ‘52 Custom Hardtop 2-dr., $300 
3 3 ten (6) Delray, $655*; 2-dr., $595*. '53 Custom (8) 4-dr., $375*, $315; 2-dr., 51 2-dr $140 P ? 
Motor City Auto Auction. Sale every; ‘54 Bel Air 4-dr., $560°, $500*, $490*, | $270°*. ‘ aa . 
Monday. Prices are for sale of Feb. 23. $445, $295*; 2-dr., $470*, $450, $430°; '52 Custom (8) 4-dr., $115. NASH. -"55 Ambassador (6) Hardtop 2-dr., 
Bold 198 cars from 295 consignments. Two-ten 4-dr., $450°, $360; 2-dr.,| HUDSON—’53 Super Wasp 2-dr., $325*,| ,_ $725°, $525°. 
BUICK —'58 Super 2-dr., $2,350* (ps); $430°*. $200°. 54 Ambassador (6) 2-dr., $515*. 
Special 4-dr., $2,100*. "53 Bel Air 2-dr., $440; Two-ten station | LINCOLN—'56 Premiere 2-dr., 2 at $1,-| OLDSMOBILE —'57 (88) 4-dr., $1,700° 











80’ wide post-free service area Spacious, attention-getting display 


The beginning of so many successful businesses 
--- A BUTLER BUILDING 


Whatever you sell to the public, the buildingin produced, pre-engineered structurals are 
which you sell it plays the role of salesman, too. shipped to your site right from standing fac- 
The building is part of the image of you—in tory inventory. In a matter of days a powerful, 
your customer’s mind. Penner Motors of Ke- __ basic framework is bolted together, metal roof 
nora, Ontario realized this fact when they chose in place, ready for curtain walls of your choice 
a Butler building. But they found they bought of materials. 
more than good looks. They got an abundance Savings in materials, labor and time are con- 
of usable display and service space—and at a siderable—and you're in your building, doing 
price that left more money for working capital. business, weeks to months sooner than other 
These same advantages can also be yours— _ types of construction would permit. 
and you don’t have to be in the automobile ‘ ; a ' 
business to enjoy them. Wide, obstruction-free Do yourself this favor: look at a Butler building. You il 
interiors, natural ventilation, superior lighting, then see first-hand why this wonderful building can 
economical heating, individualized beauty are be an important ingredient in your formula for suc- 
Butler features that make these buildings ideal _—_¢ess. For all the facts, call your Butler Builder. He's 
for every kind of business. listed under “Buildings” or “Steel Buildings” in the 
Another Butler “plus” is faster construc- Yellow Pages of your phone book. Or, if you wish, 
tion. Once you decide on your design, mass- _— write directly to the address below. 


BUTLER MANUFACTURING COMPANY 
Vey pays” 7432 East 13th Street, Kansas City 26, Missouri 
Manufacturers of Metal Buildings * Equipment for Farming, Dry Cleaning, Oil Production and Transportation, Outdoor Advertising + Custom Fabrication 


Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. * Birmingham, Ala. * Atlanta, Ga. * Kansas City, Mo. * Minneapolis, Minn. * Chicago, Ill. * Detroit, Mich. 
Cleveland, Ohio « Pittsburgh, Pa. « New York City and Syracuse, N.Y. © Boston, Mass. © Washington, D.C. © Burlington, Ontario, Canada 





| 





(ps), $1,700*; 2-dr., $1,485*. 
"56 (88) 4-dr., $1,225* (ps); 2-cr., gy. 
175*, $1,125*. 
'55 (88) 2-dr., $800*, $725°; 4-dr , $799 
$725°*. " 
"54 (88) 4-dr., $545°*. 
PACKARD—’55 Clipper 4-dr., $475". 
’54 Clipper 4-dr., $150*. 
PLYMOUTH—’57 Custom Suburban (g) 
$1,450* (ps); Belvedere (8) 2-cr., $1! 
450*, $1,300*; 4-dr., $1,250*, $1,159. 
Savoy (6) 4-dr., $975*; 2-dr., ssa5, ° 
"56 Suburban (8), $1,050*, $850: $569. 
Belvedere (6) 2-dr., $845* (ps), $775: 
Suburban (6), $820*, $650; Savoy (6) 
2-dr., $620. 
’55 Savoy (6) 4-dr., $600°; Plaza () 
2-dr., $445*, $370. 
’54 Plaza (6) station wagon, $525. 
’53 Cambridge station wagon, $300, 
PONTIAC—'57 Chieftain Safari, $1,560. 
2-dr., 2 at $1,475*, $1,300*; 4-dr., $1, 
475*, 2 at $1,375*, $1,050*. 
"56 Star Chief 2-dr., $1,110*, £1,009. 
Chieftain 2-dr., $940*, $870*. ° 
"55 Star Chief 4-dr., $690° (ps); Chief. 
tain 4-dr., $505*. 
"53 Chieftain 2-dr., $350°, $325*; 4-dr, 
$250*, $225°. : 
RAMBLER—’'58 Custom (8) Cross coup. 
try, $1,900*. 
*57 Custom (8) Cross country, $1,500, 
’53 Custom (6) 2-dr., $325. 
MISCELLANEOUS — '58 Ford Ranchero, 
$1,450, $1,350. 
‘57 Ford Ranchero, $1,250, $1,230*. 


NEW YORK CITY 

Skyline Auto Auction. Sale every Tues. 

day. Prices are for sale of Feb. 24. Con. 

signment down here this week because of 

Washington's birthday. Good clean car 

being grabbed at for top dollar. Sold 58 

cars from 81 consignments. 

BUICK 55 Century 2-dr., $830* (ps). 
"53 Special 2-dr., $200* 

| "51 Super 4-dr., $150*, $140*. 
CHEVROLET "57 Two-ten (8) Towns 
man, $1,280; Two-ten (6) 4-dr., $1,100, 
$1,080, $1,150, $1,050, $1,045: One- 
fifty (6) station wagon, $1,000 

‘55 Bel Air (6) 4-dr., $825*, $575*: Two. 
ten (6) 4-dr.. $700, $600; station 
wagon, $625*. 


DeSOTO 55 Firedome conv., $630* (ps) 

DODGE—'53 Coronet (8) 4-dr., $235", 
$180 

FORD—'57 Fairlane (8) Victoria 4-dr 
$1,.195*; Country sedan (6), $1,175*: 
Custom (8) 300 4-dr., $1,075: Custom 
(6) 2-dr., $885 


"56 Custom (8) 4-dr., $685 
‘55 Fairlane (8) conv., $710*°; Ranch 
wagon (8) $580*; Main (8) 2-dr., 
$500: Main (6) 4-dr., $335 
"4 Main (6) Ranch wagon, $300 
"53 Custom (8) Country sedan, $315, 
$225; 2-dr., $310*: 4-dr., $180*: Cus 
tom (6) 2-dr., $175; Main (6) 4-dr., 
$160 
"52 Main (8) 4-dr.., $105. 
"51 Custom (6) 2-dr., $165. 
MERCURY —'5S7 Monterey 2-dr.. $1,350 
(ps). 
‘55 Monterey Hardtop 2-dr., $795* 
‘54 Monterey Hardtop 2-dr., $480*; 4-dr., 
$400° 
OLDSM@OBILE—'57 (S88) Fiesta, $1,480" 
(ps) 
"54 (98) conv., $375* (ps). 
‘52 (88) Super 2-dr., $305°. 
PLYMOUTH—'58 Savoy (8) 4-dr., $1,410. 


(Continued on Page 45, Col. 1) 


Used Imported 
Cars 


Albany 


Ford (English)—'57 Anglia 4-dr., $850. 
"56 Anglia 2-dr., $650. 

Renauit 58 Dauphine 4-dr., $820 

Simea—"58 Elysee 4-dr., $810 


Bordentown, N. J. 


Austin 53 4-dr., $270 

’52 4-dr., $220 
Ford (Engltish)—'52 Consul 4-dr., $155. 
Metropolitan—‘57, $815 
Volkswagen—'57 2-dr., $1,175. 


Buffalo 


Pord (English)—'58 4-dr., $880. 


Detroit 


Ford (English)—'58 Anglia 2-dr., $915. 


Flint 
Ford (English)—'58 2-dr., $875. 
Vauxhall—'58 4-dr., $1,175. 


Los Angeles 


DKW—’56 Hardtop 2-dr., $400. 
Fiat—'56 Multipla, $580. 
Hiliman—'56 Husky, $710. 

’55 Husky, $580. 
Jaguar—'52 4-dr., $495. 
Lioyd—’58 2-dr. station wagon, $500; 2-dr., 

2 at $500. 
MG—'59 Roadster, $1,895. 

"57 Roadster, $1,340. 

’54 Roadster, $850. 
Renault——'58 4-dr., $1,285. 
Simea—’'57 4-dr., $700. 
Volkswagen—’57 2-dr., $1,360. 





Portland, Ore. 


Ford (English)—’53 Consul 4-dr., $295. 
Metropolitan—'57 Hardtop 2-dr., $925. 


Warehouse Point, Conn. 


Austin-Healey—'55 conv., $1,100*. 
MGA—’'56 Roadster, $1,095. 


West Palm Beach, Fla. 


Borgward—'59 4-dr.. $1,750. 

DKW —’'57 4-dr., $935. 

Fiat—’58 4-dr., $1,110; 2-dr., $755. 

Goliath—’59 station wagon, $1,500; 2-dr., 
$1,425. 

Hillman—-'55 station wagon, $700, 

Isetta—’'57 conv., $310. 

Jaguar—'57 2-dr., $1,925. 

Mercedes-Benz—’'56 Limo., $1,810. 

MG—’53 conv., $770. 

Morris—'58 4-dr., $1,100; station wagon, 
$1,050. 

Triumph—’58 station wagon, $980. 

*54 conv., $325. 
Volkswagen—’'57 Karmann-Ghia, $1,5'0. 
Volvo—'58 2-dr., $1,190. 


ey 
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a - ’53 Suburban (6) $220*. $2,665* (ps); conv., $2,560* (ps). on (8), $1,675; Custom (6) 300 2-dr., 
PONTIAC—’57 Chieftain 2-dr., $1,135*. ’56 (62) coupe de Ville, $2,145* (ps). $1,350*; Country sedan (8), $1,535* 
$i,. « e ‘56 Star Chief Catalina 4-dr., $1,100* | CHEVROLET — ‘59 Impala (8) Hardtop | (ps), $1,450* (ps); Fairlane (8) Hard- 
(ps), $925* (ps); Catalina 2-dr., $1,- 2-dr., $2,675* (ps). top 2-dr., $1,495*. ie 
me, seq- or ucTIOoOnN rices 025*’ conv., $1,010* (ps). ‘so Inapela. (8) Gardtop 2-dr., $2,165*| °57 Fairlane (8) 500 2-dr., §1,355*; Vice- 
55 Chieftain station ee $720* 4-dr., (ps), $2,100, $1,720°; conv. $2,165; | toria 2-dr., $1,325* (ps), $1, 225° ; 
$675*, $570*, 2-dr., $675 Nomad (8), $2,065* (ps); Biscayne | 4-dr., $1,290*; Ranch wagon (6), $1,- 
*54 Chieftain (6) station wagon, $515. (6) 4-dr $1,695* (ps) $1,575: Bis- 340; Fairlane (8) 4-dr., $1,245; Cus- 
STUDEBAKER—’53 Champion (6) 2-dr., cayne (8) 2-dr., $1,570: Two-ten (6) tom (8) 300 2-dr., $1,090, $810; Cus- 
(8), (Continued from Page 44) $335. 2-dr.. $1,565; Delray (6) 2-dr., $1,- tom (8) 4-dr., $900* (police car), 
1, MISCELLANEOUS — ’58 a S10se: 480 "$1 385. . "56 a o -- $1, er? 080, bie 
0; 17 Belv (8) 4-dr., $1,225* (ps); | CONTINENTAL—’48 2-dr., $3800*. pickup, $1,175; town panel, $1,050;| , Rwy * (ps); sedan (8) (ps) ' 
rn veers -ér.. $1,108". DeSOTO—’57 Fireflite Sportsman 2-dr., Willys dispatcher, $875. é a bay oi sese oe, eh. her, mentees 050, $950*: Fairlane (8) Victoria 2-dr., 
60; 56 Savoy (8) 2-dr., $680*. $1,255*. ’57 Chevrolet delivery sedan, $775; Willys 2-ar , $1,360*: Two-ten (8) station $1,090" (ps), $1,075, $1,035* (ps), 
3; 55 Plaza (6) 2-dr., $400. ‘53 Firedome 4-dr., $300* (ps). 1-ton, $870; dispatcher, $735, 2 wagon $1 620, $1 530*: 2-dr., $1,250*, $970*; 2-dr., $1,045* (ps), $805*; 4- 
(6) ponTiAc—’'55 Chieftan 4-dr., $600*. FORD—’58 Country sedan (8), $1,825* "56 International % -ton pickup, $790; | $1,165, $1,150°. we-ten (8) station dr., $910*, $830*, $900*, 
54 Chieftain station wagon $470*; Cata- (ps); Ranch wagon (6), $1,425. Ford %-ton pickup, $675*. wagon, $1 455*: 2-dr.. $1,420*. $1,145*. 55 Country sedan (8), $1,065*; Custom 
(6) “jina 2-dr., $400*, "57 Thunderbird 2-dr., $2,225* (ps); 53 Dodge %-ton pickup, $255. 56 Two-ten (8) station wagon’ $1,175°, (8) Ranch wagon, $755, $610; 4-dr., 
53 C ieftain Deluxe 4-dr., $135. __ Fairlane (8) 4-dr., $845°*. - '51 Dodge %-ton pickup, $260. $1,075*: Two-ten (6) station wagon, $620, $550*, $515*; Fairlane (8) 4- 
52 Chieftain Catalina 2- ar., $170. 56 Thunderbird conv., $1,900*; Country $1,065: Bel Air (8) 2-dr., $1,030; Bel| dr., $735*, 
R—'55 Champion (6) 2-dr., sedan (8). $1,000* (ps); Fairlane (8) FLINT ’ ; — — 54 Crest (8) conv., $300*, 
gruprsAce 5 ° Air (6) 4-dr., $1,020*; Two-ten (8); ° 
0°. $2 | conv., $970*; Victoria 2-dr., $950*, | : ’. “One-Btt (6) 2-dr 53 Custom (8) 2-dr., $290*. 
1, -_: $885; 2-dr., $825*; Custom (8) 2-dr., Flint Auto Auction. Sale ee a" $950*; One-fifty ><... | speuestte Gent ts. 4. ae 
° ‘eb. 25, Prices | . SO: ”* . 
0*; EBENSBURG, PA. ‘56 Fairtane (8) 4-dr., $670* (ps), $595°*; ad i gt Ag a weather was ’55 Two-ten (8) station wagon, $865*; ’55 Hornet (6) 4-dr., $355*. 
Auto Auction. Sale every Ranch wagon (8), $565* Custom (8) | bright and mild which perhaps contributed | 2-dr., $645, $485; Bel Air (8) 2-dr., | IMPERIAL—'’57 Crown Imperial South- 
oo 2 le of Feb. 26. conv., $560* (ps); 4-dr., $535* something to the high percentage of sales. | $740* (ps),, $690°, $650; 4-dr., $495*. ampton 4-dr., $2,545* (ps), $2,355° 
™ Ssertl a aie Weather here '54 Custom (8) 4-dr., $560*; Ranch|gsoid 186 cars from 247 consignments. | ‘54 Bel oe tae tee othe thee (ps). ‘ : 
ir., js like spring iL > pomae a A S = (8), $470; Main (6) 2-dr., BUICK—'58 Special 4-dr., $2,550; «oon | a r Boy i ps); * oe a. “ton ve on 
3 . 7 : e ; , - ME —"§ } : -dr. $ 
In- ee '52 Custom (8) 4-dr., $300°. Seater viora, 3-r, $2 110°. CHRYSLER—'57 (300) 2-dr., $2,080° (ps) ; Hardtop 2-dr., $910*; Monterey 2-dr., 
eos ‘Special Riviera 2-dr., $1,800*, | FHNCOLN—'58 Capri Landau, $2,925° (ps). | ,57 Rar" ar g2.000° ips), $1,900%; 2-| , Windsor 2-dr., $1,515°. $705, $535*, = 
oma. 56 Eremicre Hardtop 2-dr.. $1,465° (ps). dr., $1,600* (ps); Special 4-dr., $1, 650° | ‘56 Windsor 4-dr., $1,095*. '55 Monterey 4-dr., $425*; 2-dr., $400°. 
i spell Cee. MERCURY-—'57 Montclair Hardtop, 4-dr., oe Gee ane aL.oaee: that 3-4 '55 (300) 2-dr., $905. ‘54 Monterey 4-dr.” $350°." " 
m 53 Super ‘Sums: ‘ar. 9205°. $1,520* (ps); Montclair 4-dr., $1,375. pf 0, $1,: : iviera r. ‘53 Windsor 4.dr.. $245°. -— fanaa a bss0 . 
» , Ss ’ ,4e ° , ve § ** ° 
DILLAC—'52 (62) sedan de Ville, $400°.| ,56 Custom station wagon, $950. '56 ‘Super sedan, $1,250" (ps); 2-dr., | DeSOTO—'53 Fireflite club coupe, $1,220* | OLDSMOBILE — ‘58 (9%) Holiday 4-dr., 
CADILLAC—'5 . 55 Montclair 4-dr., $660*; Custom 4-dr., , ; = 
Mes ao aa tea); Rie Soe 00.400; Commer | eee” 5? (98) Holiday 4-dr., $1,700° (pa); 4 
Bel Air (8) 4-dr.,, $1,760°. uDS! UE — 57 (98) v., $1,655° (ps); Riviera 2-dr., 91, ; century | DODGE—-'57 Coronet (8) 4-dr., $1,315*, : 7 ne ee — 
56 Bel Air (8) 4-dr., $1,000° (ps). | OLDSMORILE Holiday ‘Lear, $1475" (ps). 4-dr., $1,105*; RM conv., $965° (ps). | $1,235* (ps), $1,070*. $ dr., $1,685° (ps); (88) Super 4-dr., 
‘54 Two-ten 2-dr., $445°; Bel Air Hard-| .5¢°(38) super conv., $1,225* (ps). ‘55 Century 4-dr., $850*%; 2-dr., $800*; '56 Royal (8) Suburban, $905*. $1,650* (ps), $1,560°, $1,520° (ps); 
Ds top 2-dr., $330°*. '55 (88) conv., $890* (ps). Riviera 2-dr., $645*; Special Riviera '55 Coronet (6) 4-dr., $475*. ; (88) 4-dr., $1,290*. 
a '53 Two-ten 2-dr., $265; One-fifty 4-dr.,/ +53 (39) 4-ar.,'$300* (ps). 2-dr., $775*; 4-dr., $665*; 2-dr., $495*.| ORD —'59 ‘Thunderbird 2-dr., $3,685*| °56 (88) 2-dr., $815* (ps). 
of $215. ‘ 52 (98) 4-dr.; $225° (ps). '54 Special Riviera 2-dr., $425°; ‘Super (ps); Galaxie 2-dr, $2,185* (ps). "SS (88) 4-dr., $900*; (88) Super 2-dr., 
rs ‘1 Styleline Deluxe 4-dr., $115°; 2-dr., | 1 V.ouws'57 Savoy (8) Hardtop 4-dr., 4-dr., $410°; Riviera 2-dr., $385*. 'S8 Thunderbird 2-dr., |$3,190* (ps);| ,_ $760*; (98) 4-dr., $745* (ps). 
- 7 4 $105 | §1,235*. CADILLAC—’57 (62) sedan de Ville, $2,- Fairlane (8) 500 Hardtop 4-dr., $1,-| "54 (88) 2-dr., $415°. 
panoTo-'55 Firedome (8) te $625, | ‘56 Suburban (8) $945*. 805* (ps), $2,775* (ps); coupe de Ville, 980° (ps); 4-dr., $1,525; Ranch wag- ‘Continued on Page 46, Col. 1) 
‘63 Firedome (8) 4-dr., $250°; Power | 
Master (6) 4-dr., $190*. 
is DODGE—'53 Coronet (8) Diplomat, $200°*. ; 
0, 49 coupe, $130*° a 
e- FORD—'58 Country sedan (5), $1,750*. 
"57 Custom (8) 300 2-dr., $1,160°; 4-dr., | 
0. $1,050 Fairlane (6) 2-dr., $1,050* (ps); | 


e . 
n Custom (8) 2-dr., $780. | 
cece ge efore deciding on an 
) '54 Custom (8) 4-dr., $435°*. | 
Ps ‘51 Crest (8) Victoria 2-dr., $175. 


‘50 Custom (8) 2-dr., $125. 
49 Custom (6) 2-dr., $100 


o 
HUDSON—'53 Hornet (6) 4-dr., $135. | . 
m "52 Hornet (6) 4-dr., $150. MN OY e OY TANC We CITROEN WORLD HEADQUARTERS 
MERCURY—’55 Monterey station wagon, ; i 








Main Factory, 133 Quai Andre Citroen, Paris, France 
955 
h OLDSMOBILE—'54 (88) 4-dr., $510*. : 
is "51 (98) 4-dr., $185*. 
PLYMOUTH—’57 Savoy (8) 2-dr., $1,185*. / 
"65 Savoy (6) 4-dr., $460; Taxi (6) 4- ! 
5, dr. $300 
- PONTIAC—'52 Chieftain (8) Catalina 2- 


RAMBLER—’53 Custom Hardtop, $150. 
WILLYS—'55 Hardtop 4-dr., $325. 


® . $260 
" een A NEOUS '5O Chevrolet %-ton CITROEN, the World’s largest 
pickup, $260. o 
“ap aMe’ i-ton, $235 Manufacturers of Front-Wheel 
"42 Cadillac ambulance, $155. Drive Cars and Trucks, offers 
° BUFFALO you the opportunity to become 
Thruway Auto Auction. Sale every Tues- a CITROEN Franchised Dealer 
day. Prices are for sale of Feb. 24. Not : : 
a true picture of area as storms held up| in the United States. 
buyers causing flattening of the market. 
Sharp ones still bring top buck. ‘55s, "54s 
seemed to drop. As a CITROEN Dealer you are 
BUICK—'56 RM 2-dr., $1,060* (ps). backed by all of CITROEN’S 


‘65 Century 2-dr., $725*. | 

‘M4 Special Riviera 2-dr., $505*; 2-dr., | 
$450°:; 4-dr.. $335° (ps). 

CADILLAC—'55 (62) coupe de Ville, 2 at 
$1,500° (ps). 

CHEVROLET—'59 Bel Air (8) 2-dr., $2,- 
150° 

'S8 Brookwood (8) 4-dr., $1,800, $1,745°. | 

"ST Two-ten (8) 4-dr., $1,275*; Bel Air| 
(8) 4-dr., $1,230*. 

"S46 Two-ten (8) 4-dr., $1,100°; Bel Air) 
(8) 2-dr., $1,015*. 

"55 Bel Air (8) 2-dr., $815*; Bel Air 
(6) 4-dr., $750°; Two-ten (6) 2-dr., 
$500 

"h4 Two-ten 4-dr., $490; One-fifty sta- 
tion wagon, $450. 

DOD G KE —'53 Meadowbrook (6) 4-dr., 
$140°, 

FORD —'57 Country sedan (6) 4-dr., $1,-/| 
200°; Fairlane (8) 2-dr., $1,190, $1,-| 
OS5*; Fairlane (6) 2-dr., $805*. 

"56 Country sedan (6) 4-dr.. $955* (ps), | 
$920*; Ranch wagon (8) 2-dr., $880*; 
Custom (6) 2-dr., $630*. | 

"55 Custom (6) 2-dr., $430, $380. | 

"54 Crest (8) Country squire, $800; Cus- 
tom (8) 2-dr., $565*; Custom (6) 4-/ 
dr., $465*, $425°. 

HUDSON—'52 Commodore (6) 4-dr., $150. | 

LINCOLN—'55 Capri 2-dr., $700* (ps). 

MERCURY—'54 Monterey Hardtop 2-dr., 


vast resources and will benefit 
from ultra-modern production 
facilities... paying off in as- 
sured volume delivery. 





CITROEN DS 19 
and ID 19, 

the prestige cara, 
priced right 

for volume sales. 
Feature for feature 
..dollar for dollar 
«+. the most fantastic buys 
in automotive history! 













SIGN A FRANCHISE FOR THE FUTURE AND START PROFITS TODAY! 


72% of all cars purchased in the U.S. are in the medium price range from 
$2600 to $3500. 


The imported car penetration of this profitable market has scarcely begun, 
but every economic indication shows that imported cars will be taking as big 


__ $490° (ps). a share of the medium-priced field as they now enjoy a steadily increasing 
ee ey & share of the low-priced field. 
_— — "58 (88) 2-dr., $2,300° Citroen makes the cars that more than satisfy the needs of this important 
SS (88) conv., $620*; (88) Super 2-dr., market...cars you will be selling to an ever-growing quality-minded clientele. 
$610°. 





To be assured of a medium-priced imported car line franchise in the future, you 
should sign for one today. Sign with Citroen and your profits start immediately! 


As a Citroen Dealer you will receive the full support of: 

@ National Advertising ...Local Advertising Support ...Local Radio Sup- 
port...Publicity...and a complete Sales Promotional Portfolio con- 
taining banners, posters, and all the material you need to advertise 
locally. 


"53 (98) 4-dr., $310* (ps). 
PLYMOUTH—’57 Savoy (8) 4-dr., 2 at 
$1,070* (ps). 
"56 Savoy (8) 4-dr., $795*. 
"55 Plaza (6) 4-dr., " $460. 
PONTIAC—’'57 Star’ Chief 2-dr., $1,450*. 
"55 Chieftain 2-dr., $650. 
"53 Chieftain 2-dr., $210*. 
STU = 55 Commander (8) 2-dr., 
5 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
a, Thursday. Prices are for sale of 
eb. 26 
BUICK—'57 Super Riviera 2-dr., $1,455* 
(ps). 

‘55 Century Riviera 4-dr., $1,040* (ps); 
,->uper Riviera 2-dr., $775°. 

53 RM conv., $350* (ps); Special 2-dr., 


@ Technical Assistance Factory-trained engineers and special service 
schools are provided at Citroen’s expense. Service is a Citroen tra- 
dition everywhere! 





For your application and additional information, call or write: 


CITROEN CARS CORPORATION 


- $275*. (sole importer and distributor of S. A. Andre Citroen, Paris, France) 
a, 57 (62) coupe de Ville, $2,- 300 Park Avenue, New York, N. Y. 8423 Wilshire my im Hills, Calif. 


*56 (62) coupe de Ville, $1,935* (ps). 


’55 (60) Special 4-dr., $1,600* (ps), $1,- 
bo 550* (ps); (62) conv., $1,600* (ps). 
54 (62) coupe de Ville, $1,275* (ps); 
sedan de Ville, $1,215* (ps). 
CHEVROLET—’58 ' Bel Air (8) 4-dr., $1,- 
840°; Holiday 4-dr., $1,780* (ps). 
'57 Bel Air (8) conv., $1,365°*. 


56 Two-ten (8) station wagon, $1,100*, 


$835*; 4-dr., $775*; Bel Air (8) 4-dr., e 
$1,000, 
55 Bel Air (6) 4-dr., $680*; One-fifty 
(6) 2-dr. $550. 
54 Two-ten station wagon, $400. 
8 Be Bel Air 4-dr., $460*; Two-ten 2-dr., ¢ & 


"51 Deluxe 2-dr.. $145*. 
CHRYSLER—’57 " NY conv., $1,960* (ps). 




















— Belvedere (8) 2-dr., 


st ‘Deivedere (8) 2-dr., $1,385*; Custom 
(8) Suburban, $1, 175; Savoy (6) 4-dr., 
. 


$955*. 
*56 Suburban (8), $1,060*, $1,055, 
"65 Savoy (6) 2-dr., $515. 
PONTIAC—’57 Chieftain Catalina 2-dr., 
$1,490°. 
"56 Chieftain Catalina 2- dr., $815*. 
’65 Chieftain 2-dr., 
"64 Chieftain 2- dr., $285, 
63 Chieftain (8)' 4-dr., $300°; 
$235°. 
RAMBLER—’57 Custom (8) Cross country, 
$1,420; 4-dr., $1,090. 
"56 Custom (6) Cross country, 
"55 Deluxe (6) 4-dr., $280°. 
*54 Custom (6) Cross country, $630*. 


2-dr., 


$1,115". 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Feb. 24. 


BUICK—’58 Century Riviera, 4-dr., $2,- 
375° (ps). . 
"ST ee Riviera 4-dr., $1,610° (ps); 
2-dr., $1,300 
"56 Special nite, 2-dr., $1,245° (ps); 


Riviera 4-dr., $885°; Su per Riviera 
2-dr., $970° ips). 

"65 Special 4-dr., $730; 2-dr., $625°*; 
Super Riviera 2-dr., $ess° (ps). 





GENERAL ELECTRIC (Lamp 
Division) lights on one radio 
network of the four: CBS 
Radio.Strongest current here! 
This network has delivered 
largest commercial minute 
audiences all along. And the 
new Program Consolidation 
Plan—with unified station 
clearances and strong 

program sequencing—will 
increase this leadership. 


CBS RADIO 
NETWORK: 


_ 42% LARGER AUDIENCES 
_PER COMMERCIAL MINUTE 
THAN ANY OTHER RADIO 
NETWORK, AVERAGING OVER 
16 CONSECUTIVE MONTHS. 


| 
| 
| 


Used-Car Auction Prices 





(Continued from Page 45) 
$1,- | 


"54 Special Riviera 2-dr. $695* (ps); 
Super Riviera 2-dr., $500*, $425*. 

"53 Special conv., $325°; Super 4-dr., 
$310° (ps); RM 4-dr., $310* (ps) 

‘52 Special 2-dr., $260*; Super Estate 
wagon, $175*; 4-dr., $125*. 

‘50 Super conv. $200*; Riviera 2-dr., 


$100°. 


| CADILLAC—’58 (60) Special 4-dr, $4,650* 


STUDEBAKER—’53 Champion (6) 4-dr., 
$200°. 

MISCELLANEOUS—'55 Ford, %-ton pick- | 
up, $600. 


j (ps); 
j 2-dr 


! 4-dr., 
| Biscayne 


$4,630° 
Ville, §$4,300* (ps), 
$3,935* (ps); conv. 
$4,100; sedan de Ville, 
Extended deck, $3,835* 
"57 (62) 
$3,095* 
(ps). 
"56 (60) 
$2,300° (ps); 
$2,430*: (ps), 
Ville, $1,980* 
55 (62) coupe de Ville $2,010* (ps). 
"54 (62) coupe de Ville $1,625* (ps). 
53 (62) sedan de Ville $825* (ps), $715* 
(ps), $585*. 
| CHEV ROLET—’59 Impala (8) 
dr., $3,000* (ps), $2,710° 
top 4-dr., $2,900° (ps) 
"68 Brookwood (8) $2,100*, $2,035* 
Impala (8) conv., §$2,065* (ps); 
$2,065*, $2,055*; Bel Air (8) 
Hardtop 2-dr., $1,940° (ps); Hardtop 
$1,825* (ps); 2-dr.. $1,790*; 
(8) 2-dr., $1,725; 4-dr., 
$1,700, $1,650°; Yeoman (6), $1,685. 
| °S7T Corvette $2,440; Bel Air (8) Hardtop 


(ps), (ps); (62) coupe de 
$4,075* (ps), 
$4,150° (ps), 
$3,895* (ps); 
(ps). 

sedan de Ville $3,400* 
(ps); coupe de Ville, $3,400* 
Special 4-dr. 
(62) 
$2,400* 


(ps). 


$2,450° (ps), 
sedan de Ville, 
(ps); coupe de 


Hardtop 2- 
(ps); Hard- 


4-dr., $1,730° (ps); Hardtop 2-dr., 
$1,720° (ps); 2-dr., $1,580° (ps); 
4-dr., $1,490, $1,445°; Two-ten (8) 
Townsman, $1,550° (ps); 4-dr., 
$1,370° 


"56 Corvette $1,815°, $1,775; Bel Air (8) 


i Hardtop 2-dr.. $1,285*; conv., $1,245*; 
j 2-dr., $850 
"55 Bel Air (8) station wagon $1.085* 
(ps); Bel Air (6) 2-dr., $835; Hardtop 
2-dr., $725 
"54 Two-ten 2-dr. $530°; Bel Air 4-dr., 
$355° 
|} °S3 Bel Air 4-dr. $500°, $350; 2-dr., 
$375; Two-ten Handyman, $465; 2-dr., 
$340, $295, $250°; One-fifty 4-dr., 
$245 
| °5S2 Deluxe 2-dr. $345, Hardtop 2-dr., 
$300; Styleline Deluxe 2-dr.. $175°*. 
CHRYSLER—55 Windsor Deluxe 2-dr. 


$850° (ps). 
"49 Station wagon $460°. 
| DODGE ~57 Custom Royal (8) Lancer 4- 





| dr., $1,840° (ps), $1,635° (ps); conv., 
| $920° (ps). 

"55 Custom Royal (8) Lancer 2-dr., 
$900° (ps); Royal (8) Lancer 2-dr.. 
$835*; conv., $800* (ps) 

"54 Coronet (8) 4-dr. $425*°; club sedan, 
$400 

‘53 Meadowbrook (6) station wagon 
$305 

FORD—'59 Thunderbird 2 at $4,000° (ps), 
$3.975° (ps), $3,.945° (ps). 

"58 Thunderbird $3,725* (ps). $3,600° 
(ps), $3.500° (ps), $3.450° (ps). $3.- 
400° (ps); Ranch wagon (8), $1,830° 

(ps); Fairlane (8) 500 Victoria 4-dr., 
$1,815° (ps); Country sedan (8), $1, 

780°: Del Rio (8) Ranch wagon, 2 at 
$1,600*:; Custom (8) 2-dr.. $1,255. 

"ST Thunderbird $2,406°; Fairlane (8) 
500 Victoria 4-dr.. $1,725* (ps); Vic- 
toria 2-dr.. $1,525° (pe), $1,430, $1,- 
050° (ps); conv., $1,450° (ps): Coun- 
try sedan (8), $1,610°. $1,575*, $1,- 

j 450°: Fairlane (8) Victoria 2-dr., 
$1,295*; 2-dr.. $1,230°; 4-dr.. $1,165*; 
Custom (8) 300 2-dr., $1,250°, 2 at 
$1,175° 

"56 Country Sedan (8) $1,275° (ps). 
$1,050; Fairlane (8) club sedan, $1,- 
000°, $955*; Town sedan, $725. 

"55 Country squire (8) $1,150*°; Custom 
(8) Ranch wagon, $875° (ps); 4-dr., 
$665*: Fairlane (8) conv.. $790° (ps); 
Town sedan, $775*, $635; Victoria 
2-dr., $760°. 

"54 Crest (8) Victoria 2-dr. $550°; Cus- 
tom (8) 4-dr., $485, 2 at $480. 

"53 Custom (8) Country sedan $385*; 
4-dr.. $190: Main (8) Ranch wagon, 
$365; Custom (6) 4-dr.. $185. 

"52 Custom (8) 4-dr. $250*°; 2-dr.. $165; 
Custom (6) 2-dr., $195°. 


"S51 Deluxe (8) 2-dr. $185 
"50 Deluxe (6) 2-dr. $115 


HUDSON —'53 Hornet club coupe, $175° 
LINCOLN—'58 Premiere Landau, $3,575* 
(ps) 
'ST Premiere Landau, $2.650° (ps). 
"56 Premere 4-dr.. $1,785* (ps); coupe, 
$1 600° (ps): conv.. $1,430° (ps). 
"53 Capri coupe. $310° (ns) 
‘52 Cosmopolitan coupe, $250° 
MERCURY—'5S Vovager. $2,485° (ps): 
Commuter. $2.050° (ps). 
"S57 Commuter, $1.770* (ps); Monterey 4- 
dar.. $1.535° (ps) 
*56 Montclair couve. $1,100* (ps); Mon- 
terey coupe, $1,000°. 
'55 Monterey station wagon, $1.100* 
(ps): 2-dr $675°*, $505°; Montclair 


Sun Valley, $650°. 
NASH—'54 Ambassador 

$595". 
OLDSMOBILE—'59 (88) Super Holiday 4- 


dr.. $3,330° (ps). 
"58 (88) Holiday 2-dr., $2,425° (ps). 


Country Club, 


"57 (98) Holiday 2-dr.. $1,970* (ps); 
Holiday 4-dr.. $1,810° (ps); (88) Holl- 
day 4-dr.. $1,800° (ps). 

56 (88) Suver Holiday 2-dr.. $1,400° 
(ps), $1,280°, $1,010%, $1,075* (ps); 
4-dr.. $1,190* (ps): (88) Holiday 2-dr., 
$1, 255° (ps), $1,070*; Holiday 4-dr., 
$1.240° (ps). 

"55 (98) 4-dr., $1, 035° (ps), $800*; (88) 
Holiday 2-dr. 


54 (88) Super ‘otlaay 2-dr., $770° (ps), 


$685*; 4-dr., $620*; (88) Holiday 2-dr., 
$645° 
"53 (98) conv.. $445° (ps): Holiday 2- 
dr. $355*; (88) Super Holiday 2-dr.. 
$360°. 
PACKARD—'57 Clipper station wagon, 
$1,.720° (ps). 


*55 (400) Hardtop. $750*. 
"54 Clipper Deluxe 2-dr., $360*. 
PLYMOUTH—'59 Savoy (6) 2-dr., $2,000*. 

"S57 Fury (8), $1,690° (ps). 

"56 Belvedere (8) Hardtop 2-dr., $1,030*; 
Hardtop 4-dr., $880*: Plaza’ (8) sta- 
tion wagon, $995°: Savoy (8) 2-dr., 
$725; 4-dr., $685. 

"55 Plaza (8) Suburban, $970; Plaza (6) 
business coupe, $325. 

"54 Belvedere 4-dr., $425. 

'53 Cambridge club sedan. $280. 

"52 Cranbrook conv., $150; Cambridge 4- 
dr., $125. 

PONTIAC—'57 Star Chief Catalina 2-dr., 
$1,540*; Chieftain (8) Catalina 2-dr., 


(ps), | 
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$1,405*; 2-dr., $1,400*. 
'55 Chieftain 4-dr., $655*, $650*, 
STUDEBAKER—’53 Champion (6) 4-dr., 
. 


$295°. 

MISCELLANEOUS—’59 Chevrolet El Cam- 
ino (8), $2,440° (ps), $2,295*; Ford 
%-ton pickup, $1,925*. 

"57 Dodge %-ton pickup, $925*; 
%-ton pickup, $950. 

"56 Chevrolet %-ton pickup, $1,000. 

"55 Chevrolet %-ton pickup, $655. 

"54 Chevrolet %-ton pickup, $415; Ford 
%-ton pickup, $350. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Feb, 25. 
Bad weather cut down on the consignment 
of cars. Buyers in abundance as many 
dealers are in need of units to balance their 
inventory 


Ford 


BUICK—’57 Super Riviera 2-dr., $1,540* 
(ps); Special Riviera 4-dr., $1,470* 
(ps). 

°56 Special oe $1,130*. 

"54 Special 4-dr., $575*, $525; Super 4- 
dr., $425°. 

| CADILLAC—’57 (62) coupe de Ville, $3,- | 
000* (ps), $2,800* (ps). 

CHEV ROLET—’'59 Impala (8) Hardtop 4- | 
dr., $2,510*. 

57 Two-ten (6) station wagon, $1,510*; 
2-dr., $1,100*, $1,095, $1,090, $1,075, 
$1,050, 3 at $1,025, $1,000; Bei Air (8) | 
4-dr., $1,455*, $1,250* 

’56 Bel Air (8) Hardtop 2-dr., $1,050*, 
$950° ; Two-ten (8) 2-dr., $820. 

"55 Bel Air (8) Hardtop 2-dr., $940*; 
Bel Air (6) 2-dr., $770; Two-ten (8) 
2-dr.. $770*; One-fifty (6) station 
wagon, $760, $745*; Two-ten (6) 2-dr., 
$525 

54 Bel Air Hardtop 2-dr., $590° (ps), 
$535; Two-ten (6) 2-dr.. $580, $465; 
One-fifty (6) 2-dr., $340. 

CHRYSLER—'55 Windsor Hardtop 2-dr., 
$875* (ps) 

DODGE—’57 Custom (8) Sierra, $1,650*. 

"55 Custom Royal (8) Hardtop 2-dr., 
$750° 

"53 Coronet (6) 2-dr.. $275*, $200*. 
FORD—'57 Fairlane (8) Victoria 2-dr., 

$1,450*; Country sedan (8), $1,370* 

"56 Fairlane (8) Victoria 2-dr., $1,030* 
(ps), $940° $880* 

‘55 Fairlane (8) Victoria 2-dr., $845*; 
Custom (6) 4-dr., $510; Main (8) 2- 
dr., $460. 

"54 Custom (8) 2-dr., $355 

"53 Main (8) Ranch wagon, $435°*, $325; 
Custom (6) 2-dr., $350°; Main (6) 
2-dr., $195, 

"52 Custom (6) 2-dr., $115°. 

"51 Custom (8) 4-dr., $100° 

"50 Custom (8) coupe, $175. 
LINCOLN—'5S4 Capri conv., $470° (ps). 

"52 Cosmopolitan 4-dr., $325*° 
MERCURY—'57 Montclair 4-dr., $1,450° 

(ps). 

‘55 Monterey Hardtop 2-dr., $630° 
NASH—'53 Ambassador (6) 2-dr.. $160°. | 
OLDSMOBILE—'56 (88) Super Holiday 2- | 

r., $1,100° 

"S55 (88) Super Holiday 4-dr., $880° (ps). 

"54 (98) 4-dr.. $510° (ps) 
PLYMOUTH—’'56 Savoy (8) Hardtop 2-dr., 

$1,050°; Savoy (6) 4-dr., $750. 

‘55 Belvedere (8) conv... $820°. 

"54 Belvedere (6) conv., $425° 
PONTIAC—'57 Star Chief conv., $1,600°. 

‘SS Star Chief Catalina 2-dr., $800*. 

"S4 Star Chief 4-dr., $300°. 
RAMBLER—'51 station wagon, $125*. 
STUDEBAKER—'56 Golden Hawk (8) 

Hardtop 2-dr.. $1,100° (ps) 


MISCELLANEOUS—'54 Willys %-ton pick- | 
up, $710. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb. 





BUICK—'58 Special Riviera 2-dr.. $2,175°*. 

‘ST Super Riviera 4-dr., $1,600° (ps); | 

Special Riviera 2-dr., $1,535° (ps), 
$1,460°, 2 at $1,410°, $1,405°. 

"56 RM conv., $1,135° (ps); Special 
conv., $1,025; Riviera 2-dr., $1,025*, 
$1,000°, $925°. 

"SS Special 4-dr.. $685°; Riviera 4-dr., 
$630°; Riviera 2-dr., $710°. 


‘H RM 4- ar., 
dr. 


$550° ; 


CADILLAC eT (62) 
850° (ps), $2,640° (ps). 

"56 (62) sedan de Ville, $1,430° (ps). 
"SS (62) sedan de Ville, $1,820° (ps). 
CHEVROLET—'59 Impala (8) Hardtop 2- 

r.. $2,700. 
"58 Impala (8) $1,750; 
Belvedere (8) i 
1,- 


2-dr., $1,545°; 
360 

"ST Belvedere (8) Hardtop 2-dr., $1,465*, 
$1.430*, $1.290°; station wagon, $1,- 
425°; Two-ten (8) station wagon, $1,- 
425°; 4-dr., $1,135 

‘56 Two-ten (8) station wagon, $1,070°; 
Bel Air (8) 2-dr., $990°. 

"55 Bel Air (6) 4-dr. $775*; 
(6) 4-dr., $580°, $560; 2-dr., 
$460 

"53 Bel Air 4-dr., $450. 

CHRYSLER—'58 Windsor 
(ps). 

‘57 N Y Hardtop 4-dr., 
Windsor Hardtop 4-dr., (ps). 

"56 N Y 4-dr., $1,350°. 

DeSOTO—'57 Firedome Hardtop 2-dr., $1,- 
565°, $1,650°; Hardtop 4-dr., $1,510*, 
$1,250°. 

"55 Firedome 4-dr., $740*. 

'54 Power Master (6) 2-dr., $250*. 

DODGE—’'57 Royal (8) Hardtop 4-dr., $1,- 
420° (ps), $1,415* (ps); Custom Royal 
(8) Hardtop 2-dr., $1.350* (ps); Sierra 
(8), $1,300; Coronet (6) 2-dr., $1,140*, 
$1,050*; Royal (6) 4-dr., $1,050°. 

’55 Royal (8) Hardtop 2-dr. $600° (ps). 

EDSEL—’'58 Corsair Hardtop 2-dr., $1,815* 
(ps); Pacer 4-dr.. $1,675* (ps): Cita- 
tion Hardtop 4-dr., $1,650°; Ranger 
Roundup. $1,600*. 

FORD—’'59 Fairlane (8) 2-dr., $2,030. 

’58—Thunderbird, $3,170* (ps); Fairlane 
(8) 500 Retractable, $2,275* (ps); Vic- 
toria 4-dr., $2,100* (ps): Victoria 4- 
dr.. $1,775* (ps); 4-dr., $1,655°; 
Ranch wagon (8), $1,510. 

"57 Country sedan (8), $1,415*; Fairlane 
(8) 500 Victoria 4-dr., $1,410* (ps); 
4-dr., $1,360*; Victoria 2-dr., $1,350*; 


2-dr., $1,150*. 
56 Fairlane (6) Victoria 2-dr., $915°*, 
$760. 
$900* ; 


Special Riviera 2- 
sedan de Ville, $2,- 


Hardtop 2-dr., 
Hardtop 2-dr.. 
Delray (8) 2-dr., 


Two-ten 
$550, 


4-dr., $1,820° 


$1,700° (ps); 
$1,580° 


$900; Custom (6) 2-dr., 

"655 Fairlane (8) Victoria 2-dr., 
— wagon (8), $825*; Custom (8) 

dr. 

54 Custom (6) 2- dr., $275. 

"53 Main (8) Ranch wagon, $380. 

— 58 Premiere 4-dr., $3,050*. 
’5T Premiere Hardtop 2-dr., $2,110* (ps). 
*53 Capri 4-dr.. $450* (ps). 
MERCURY — '58 Parklane, $2,100* (ps); 
Montclair Hardtop 2-dr., $2,000* (ps); 
Monterey Hardtop 4-dr., $1,805*. 

"57 Turnpike Cruiser conv., $1,700*; 4- 
dr., $1,690*; Montclair Hardtop 2-dr., 
$1,525* (ps), $1,475*, $1,360*, $1,315*; 
conv., $1,500*; Monterey 4-dr., $1,385*. 








55 (98) Hardtop, $1,020* (ps) (88) 2. 
dr., $970° (ps), $950° ( , $925 
"54 (98) 4-dr., $600* (ps), i* (pa); 
(88) 4-dr., $575%, $570"; $505" Gay 
$370*; 2-dr., $525*. ' 

PACKARD—’56 Super Hardtop, $1,019¢ 
(ps). 

PLYMOUTH—’58 Suburban (8 Station 
wagon, $1,940*; Suburban (6 station 
wagon, $1,225; Fury Hardtor $1, 625+ 
(ps) Savoy (8) 4-dr., $1,485* 

‘57 Belvedere (8) 2-dr., $1,435 * (pg. 
4-dr., $1,160*, $1,070*; Plaza (8) 
dr., $800*. 

"56 Suburban (6) station wagor, $77. 
Plaza (6) 4-dr., $600*. 4 

PONTIAC—'59 Catalina 4-dr., $3,075 
(ps). 

*58 Star Chief conv., $2,200* ((ps), 

’57 Star Chief conv., $1,640* (ps). 

"56 Star Chief Hardtop, $1,230°; Chigp 
tain Hardtop, $1,085*, $855* 

’55 Chieftain Catalina Hardto; 

Something New— $800, $725°; Star Chief 2-dr Sten 
oie . conv., $650*. , 
MoPar division, Chrysler Corp., has in- '53 Hardtop, $300°. 
troduced this back window screen for| RAMBLER a —_— Country (8) station 
; wagon, $1,675. 
1957-58-59 Plymouth, DeSoto, Dodge and '57 (8) station wagon, $1,425°. 
| Chrysler Suburban models, to provide de- 54 Hardtop, $400. 
sirable back window protection plus ven- | STUDEBAKER—’57 Champion 4-dr., $960, 


’55 Champion 4-dr., $525*. 
MISCELLANEOUS—’S4 Dodge %-ton pick. 
up, $500. 


DANVILLE, VA. 


Danville Auto Auction. Sales every We. 
nesday. Prices are for sale of Feb. & 
Demand slackened somewhat in that deal 


tilation. The fine mesh aluminum screen 
and frame is backed up with an expanded 
aluminum reinforcement. When the back 
window is raised to meet the screen, the 
tailgate is automatically in a locked posi- 
tion. With the window in its down posi- 
tion, ample room is provided for opening 











ers’ lots are getting full in this area. 
the tailgate, according to MoPar. BUICK—'57 Century 2-dr., $1,570°. 
ran ot 1 er ee a ’56 Special 2-dr., $1,010*. 
'56 Custom conv.. $1,055° ‘55 Special 4-dr., $1,070°; 2-dr., $860; 
"54 Monterey Hardtop 2-dr. $375*. “6 Oey wo anes" 
NASH—'56 Ambassador (8) 4-dr., $885°. ‘53 Super 4-dr., $585"; RM 4-dr., $495° 
'55 Ambassador (6) 4-dr., $455°, ere” ee Fae se , 
OLDSMOBILE—'57 (98) Holiday 4-dr., CADILLAC—'56 (62) 2-dr., $2,935* (ps); 
$2,030* (ps); (88) Super Holiday 4-dr., conv., $1,910° (ps). 
$1,760° (ps); 2-dr., $1,450° (ps), $1,- '55 (62) 4-dr., $1,535° (ps). 
330°; (88) Holiday 2-dr., $1,550°. CHEVROLET—’59 (6) station wagon, §2- 
"56 (88) conv., $1,235*; 4-dr., $820°*. 310°. 
"55 (98) Holiday 2-dr., $855* (ps); (88) ‘58 Bel Air (8) 4-dr., $1,735; 2-dr, 
Holiday 2-dr., $830*. $1,700 Delray (8) 2-dr., $1,350, $1,270; 
PLYMOUTH—'58 Suburban (8), $1,825*; Biscayne (6) 2-dr., $1,300. 
Belvedere (8) conv., $1,820*; 4-dr., ‘57 Bel Air (8) 4-dr., $1,780* (ps), $1,- 
$1,710*; Plaza (6) 2-dr., $1,050. 490° (ps), $1,460*, $1,360, $1,1%, 
"57—Belvedere (8) Hardtop 2-dr., $1,- $655*; conv.. $1,060*; Two-ten (8) 2 
425*; Suburban (8), $1,325*; Savoy dr.. $1,330; Two-ten (6) 4-dr., $1,296*, 
(8) 2-dr., $1,200*°, $1,110°; Belvedere $1,145*, $1,030. 
(6) 2-dr., $1,060°. * Bel Air (8) 2-dr., $1,120, $1,100"; 
"56 Belvedere (8) 4-dr., $925*; Savoy (8) -dr., $1,060, $1,000°. 
2-dr., $805°; Belvedere (6) 4-dr., $590. 66 Bel Air (8) 2-dr., $950*; 4-dr, 
"55 Belvedere (6) club sedan, $485; 4- $860*, $675; Bel Air (6) 2-dr., $890; 
dr., $435; Savoy (6) 2-dr., $460. Two-ten (6) 4-dr., $625; Two-ten (8) 
PONTIAC—’'59 Catalina Hardtop 4-dr., $2,- 4-dr., 2 at $575; One-fifty (6) 2dr, 
570°. $510, $435. 
"58 Chieftain 2-dr., $1,730°. ‘54 Two-ten 2-dr., $420; station wag, 
"S57 Star Chief Catalina 2-dr., $1,425°. $300°. 
"56 Star Chief Catalina 4-dr., $1,000°; ‘53 Bel Air 2-dr., $260°; Two-ten 2-d., 
Chieftain Catalina 2-dr., $1,000°. $260°. 
‘55 Chieftain =. eetel 2-dr., $525. "52 coupe, $410; 2-dr., $250. 
"4 Star Chief 4-dr., 40" ( ). ae» i 
RAMBLER —'58 Custom (8) Cross country, | DODGE—'S5 Coronet (8) 4-dr., $445. 
$1.775*, $1,760° (ps); 4-dr., $1,730. FORD—-'57 Fairlane (8) 500 4-dr., $1,546, 
"ST Super (8) 4-dr., $1,115* $1,250°; Fairlane (8) 4-dr., $1,380" 
"56 Custom (6) Cross country, $1,155°. $1,210; 2-dr., $1,085; (5) station =. 
STUDEBAKER—'57 Scotsman (6) station on, $1,375*; Custom (8) 4-dr., $1,325° 
wagon, $925. $1,180°; 2-dr., $1,323, $1, 225; Custom 
(8) 300 4-dr., 2 at $1,260°; 4d. 
T I 1,175*, $1,150. 
BORDENTOW N, N. J. i Fairlane (8) Victoria 2-dr., $1,160", 
National Auto Dealers Exchange Auto $1,100*, $910; Fairlane (8) club seam, 
Auction, Sale every Thursday. Prices are $1,015*; Custom (8) 2-dr., or 
|for sale of Feb. 26, Volume of registra- r., $585; (8) station wa $1, 
tions remains high with large percentage ‘55 (8) station wagon, $935 ae 
of cars sold. Strong demand for clean cars. (8) 2-dr., $910, $785, $585; F 
Sold 80 percent of 407 consignments. (8) 4-dr., $905°, $860°. : 
BUICK—’57 Super Hardtop, $1,680* (ps); 54 Custom (8) ‘4-dr., $560; Hardtop, 
Special Hardtop, $1,610° (ps). $440; Cee > a $395. 
"56 Century Hardtop, $1,250° (ps); Spe- ‘53 Custom (8) 4-dr., 
cial Hardtop, $1,160" oo) gso0°: 52 Custom (8) 2-dr., $395°, $295, $205, 
Super Hardtop, $1,150° (ps). $200 
"SS Super Hardteg, $890° Saabs Special | MERCURY—'57 Cruiser Turnpike 4-d., 
2-dr.. $790°; Century 4-dr., $775° $1,370° (ps). 
(ps). ‘56 Monterey 2-dr., $1,165. or: 
CADILLAC—'57 (62) conv., $2,800° (ps). ‘55 Monterey station wagon, $1, ; 
"54 (62) 4-dr., $1,300° (ps); coupe Hard- Custom 2-dr., $650. 
top, $1,000° (ps) "54 4-dr., $565". 
CHEVROLET 59 Impala (8) Hardtop, OLDSMOBILE—’'58 (88) 2-dr., $2,030°. 
$2,510°; Bel Air (8) 4-dr., $2,060. 56 (> + ©. 210°, $1,210; Super 
"58 Impala (8) Hardtop, $2,150° (ps), 2 (88) 2-dr., . . 
at $2, 100° (ps): Bel Air (8) uae, '55 (88) Holiday 4-dr., $1,150; on = 
$1,910° (ps), $1,765, $1,755, $1,725, dr., $1,015*, $1,040°, $930° (ps); ( 
$1,670°, $1,575°; Brookwood (8) sta- 4-dr., $940° (ps). a $1,- 
tion wagon, $1,825*: Biscayne (8) 4-| PLYMOUTH—'5S7 Belvedere (5) 2-dr., 94, 
dr 1,675*, 1,600*; 2-dr., 1,545; 230° 
Deiray (6) oar $850 ' | *56 Savoy (8) 4-dr., $725; 2-dr., $655. 
‘ST Bel Air (8) Hardtop, $1,550° (ps),| ‘55 Savoy (8) 2-dr., $735. 
$1,450°, $1,445*: 4-dr.. $1.475; Two-| °53 Cranbrook (6) 2-dr., $110 
ten (8) 2-dr., $1,355; 4-dr., $1,300,| ‘52 (6) coupe, $200. me. & 
$1,280°, $1, 210: One-fifty (8) 2-dr., | PONTIAC—'55 Chieftain conv., $965°; 
$1,105, $1,050, $1,000 r.. $635 a 
"56 Bel Air (8) Hardtop, $1,235*, $1,225*, "53 Chieftain conv., $385*. 
$1,165*; 2-dr. $975; Two-ten (8) | RAMBLER—'52 (6) 2-dr., $350. 
Hardtop, $900, $700. WILLYS— 57 Jeep, $450. . e 
‘SS Bel Air (8) 2-dr., $1,000°, $935*, | MISCELLANEOUS—’'55 Ford %-ton pick- 
$810°, $805, $730, $705*, $660°: Bel up, $600. 
Air (6) conv., $775*; One-fifty (6) 4- 54 GMC (6) %-ton pickup, $360. 
dr.. $435. * * s 
CHRYSLER—'58 NY 4-dr.. $2,275* (ps) . . : 
‘ST Saratoga 4-dr., $1,670* (ps); Wind- — Auctions in Brief — 
sor 4-dr., $1,630° (ps). CHICAGO 
"56 Windsor 4-dr., $1,000* (ps). every 
DeSOTO—'5T Firefiite 4-dr., $1,585° (ps), | ., Greater Chicago Aute Auction. Sirs trol 
$1,550* (ps), $1,485* (ps). ee 
"56 Firedome 4-dr., $890* (ps). 617 consignments. 
"55 Firedome 4-dr. 790" ( ° 
(pe). _ —_ DAYTONA BEACH, FLA. 
"54 Firedome 2-dr., $250*. Florida Auto Auction. Sale every Tuesday 
‘53 Firedome 4-dr., $100*. (Feb. 24). We had a lot of new dealers 
DODGE—’'58 Coronet (8) conv., $1,850*. from Georgia, Alabama, Virginia and the 
"ST Coronet (8) 4-dr., $1,285; 2-dr., | Carolinas. Sales were a little off but prices 
$1,225° on sound cars were very firm. 
56 Coronet (8) 4-dr., $825* (ps); 2-dr., eS 
$800. DYER, IND. 
‘55 Coronet 2-dr., $895* (ps). Len Pollak’s Dyer Auto Auction. Sale 


53 Meadowbrook 2-dr., $300. Weather breaking, 


every Friday (Feb. 27). oD 


EDSEL—'58 Convair sedan, $1,670* (ps). prices a little more stable—even 

te eee ee $3,025* | increase is noted. Sold 238 cars from 
(ps); airlane ( ardtop, $1,825*; nsignments. 
2-dr., $1,225. _— * * * 

"57 Country Squire (8) station wagon, FARGO, N. D. 

$1,560* (ps); Fairlane (8) Hardtop, Tri-State Auction Co., ‘Inc. Sale every 
$1,450*, $1,365*, $1,300*, $1,150*, $1,- Thursd (Feb. 26). Sold 74 cars from 123 
010, $1,000*; Fairlane (6) Victoria ursaay (se 


consignments. neasiet, aanty. 


KANSAS ‘CITY, MO. 


Hardtop, $1,375*; 
station wagon, $1,350*, 


Country Sedan (8) 
$1,300; Ranch 


Wagon (8) station wagon, $1,300*, 

$1,260*, $1,125*; Custom (8) 4-dr., K. C. Automobile Auction’ Co., Inc 

$1,060. every Wednesday (Feb. 25). Weather real 
'56 Fairlane (8) Victoia Hardtop, $1,-| nice. 437 cars consigned. 

165*; Fairlane (8) 4-dr., $960*, $875 ws a. a 

(ps), $735*:; 2-dr., $760; town sedan, MANHEIM, PA. 

$750*; Country Sedan (8) station Manheim Auto Auction, Inc. Sale every 

wagon, $1,160*; Custom (6) 2-dr.,|priday (Feb. 27). Weather, cloudy. Sold 


ERI ars const ed. 
IMPERIAL—’57 Hardtop, $2,420* (ps). 16% of 625 © - 


ae haeae? Montclair Hardtop, $1,- VALDOSTA, GA. all 
, sntel i ; Tom Hewitt Auto Auction e 
ME gaa’ seeps” F000"; Monterey | wriday (Feb, 27). Cars were bringin< to? 
55 Monterey Hardtop, $980* prices for clean cars and there was »!cnty 
54 Monterey 4-dr., $400*. — of action even though it was raining Sold 
NASH—’56 Ambassador Hardtop, $700*; | 75% of cars registered. 
4-dr., $675*, 
OLDSMOBILE—’57 "is8) 4-dr., $1,655* CHICAGO , 
(ps). $1,475* (ps). Arena Auto Auction. Sale every T :¢*day 
’56 (88) Hardtop, $1,285* (ps), $1,280* | (Feb. 24). Market very strong on a! a 


(ps), $1,200* (ps); conv., $800* (ps). | cars. Sold 384 cars from 568 consig: * 
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let’s get them straightened out! 


TYREX IS RAYON NOT NYLON 


Some people are under the impression that Tyrex is an improved nylon. Nothing could _ safety and extra blowout-resistance today’s driving demands. That’s why you find that 
be further from the truth. T’yrex is rayon. all tire manufacturers put nylon cord into their better tires. (And, they make a point 
There’s considerable difference between nylon and Tyrex. A recently completed _ of it: when a tire has nylon cord, it says so right on the casing.) 

series of gruelling, scientific tests confirms it...shows that nylon cord tires out- And the public knows it . . . wants it . . . buys it. Proof: 53% of all car owners buying 
perform Tyrex cord tires in combatting the major causes of tire failure. Specifically: new replacement tires today buy nylon cords. Proof: A recent authoritative automo- 
* Nylon cord tires have twice the resistance that Tyrex cord tires have to tive and tire survey, conducted by a leading national consumer magazine, 
failure from impact damage. shows that cord-conscious car owners prefer nylon to rayon cords by 
* At equal speeds, Tyrex cord tires build up higher temperatures than an astonishing 19 to 1 ratio. 

nylon cords. What’s more, Tyrex will fail from heat damage at a lower With nylon cords you sell a better product, one that’s better known 


temperature than will nylon. 
* Nylon has twice the strength of Tyrex when subjected to temperatures 
generated by 60 mph turnpike speeds. 
* When wet, nylon is 86% stronger than Tyrex. 
* A nylon carcass can roll up 25% more mileage than Tyrex before fail- 
ure from fatigue. 

In short, nylon is the tire cord that delivers the greater durability, 


THE CHEMSTRAND corporATION + GENERAL SALES OFFICES: 350 FIFTH AVE., NEW YORK 1, N. Y. 


and more preferred. Doesn’t it make good business sense then to talk 
up nylon cord tires? 

See nylon cord tire commercials on Chemstrand’s PERRY COMO SHOW 
on the NBC-TV network. Week after week, they'll be driving home to 45 


million consumers the advantages of nylon cord tires. 


CHEMSTRAND NYLON 


Chemstrand makes only the yarn; America’s finest mills and manufacturers do the rest. 


DISTRICT SALES OFFICES: 350 Fifth Ave., New York 1; 344 Overwood Rd., Akron, Ohio; 197 First Ave., Needham Heights, Mass.; 129 West Trade St., Charlotte, N. C.; California Office: 707 
South Hill St., Los Angeles 14. Canadian Agency: Fawcett & Co.,34 High Park Blvd., Toronto, Canada» PLANTS: CHEMSTRAND® N YLON—Pensacola; Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 
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Skillman Hails Trend .. . 


AUTOMOTIVE NEWS, MARCH 9, 1959 


Compact Autos Called 


‘American Revolution’ 


NEW YORK.—The soaring de- 


mand for smaller, more economical 


cars is the most revolutionary de- 
velopment in the national auto 
market in recent 
years, according 
to S. A. Skill- 
man, Studebaker- 
Packard sales 

vice-president. 
Skillman was 
guest speaker at 
the February 
meeting of the 
Automotive Press 

Club. 

“Today there 
S. A. Skillman are an increasing 
number of Americans interested in 


Plane Bought by Dealer 


SAN ANTONIO.—Newton God- 
frey, president of Dumas-Milner 
Chevrolet Co., has announced the 
purchase of a plane for use of 
Milner executives. 








|} ard on both models.) 
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TEXAS COMPANY makes 
CBS Radio its exclusive 
network radio choice. For 
maximum mileage! This 
network has delivered 
largest commercial minute 
audiences all along. And the 
new Program Consolidation 
Plan—with unified station 
clearances and strong 
program sequencing—will 
increase this leadership. 


CBS RADIO 
NETWORK: 


42% LARGER AUDIENCES 
PER COMMERCIAL MINUTE 
THAN ANY OTHER RADIO 


| 546.55; 


getting more transportation for 
less money,” he continued. “They 
do not want an economy car, but 
an economical car.” 


Skillman said the rush to small 
foreign cars was an indication that 
people wanted something else in 
transportation other than “the 
oversized, overpriced and over- 
elaborate” domestic cars. 

“But,” he added, “while these 
small cars were cheaper to pur- 
chase and operate, this economy 
was sometimes obtained at the 
sacrifice of capacity, comfort and 
performance.” 

Skillman emphasized the differ- 


Imported Car 


Prices 


(Continued from Page 42) 


hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. | 

RENAULT —4CV 4-dr. sed., $1,345;) 
Dauphine 4-dr. sed., $1,645. (Heater stand- | 


RILEY—1.5 4-dr. 
standard.) 
ROVER—90—4-dr. Deluxe sedan, $3,395. | 


sed., $2,316. (Heater 


| 106—4-dr. Deluxe sedan, $3,625 (automatic 
| overdrive, 


Heater standard on both mod-| 
els.) 

ROLLS-ROYCE—Silver Cloud—Standard| 
Steel Saloon, $13,995. ‘(Automatic trans-| 
mission, power steering, power brakes) 
standard.) Other models are custom-built | 
and vary considerably in price. 

SAAB—‘93B"’—2-dr. sed., $1,895; 2-dr. 
(automatic clutch), $1,995; 2-dr. sun-/| 
roof sed., $2,019; 2-dr. sunroof sed. (auto-| 
matic clutch), $2,119. Granturismo 750— | 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr. sed., $1,798; / 
Chatelaine 2-dr. stat, wag., $1,963; Plein | 
Ciel 2-dr. hardtop, $2,947; Oceane conv., | 
$3,167. Artanme (4-cylinder)—4-dr. sed., $1, | 
998. Ariane V-8 4-dr. sed., $2,098. | 
Vedette V-8—Beaulieu 4-dr. sed., $2,298. | 

SINGER — Gazelle — 4-dr. sed. $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 

SKODA—-S-440 2-dr. sed., $1,687; S-445 
sed., $1,787; 2-dr. stat. wag., $1,995; 8S- 
450 conv... $2,395. 

SUNBEAM— Rapier—2-dr, 
499; conv., $2,649. 

TAUNUS — Standard — 4-dr. 
120.50; 2-dr. sed., $2,028.50; 
wagon, $2,237. Deluxe — 4-dr. 


hardtop, $2,- 


$2,- 
Com bt- 
sed., $2,-/ 


sed., 


| 266.50; 2-dr. sed., $2,174.50; Combi-wagon, 


$2,383. 

TEMPO—M ata dor—3-passenger stat. 
wag., $2,482.75; 6-passenger stat, wag., 
$2,514.65; 9-passenger stat. wag., $2,- 
12-passenger stat. wag., $2,712.50. 

TOYOPET — Crown 4-dr. sed., $1,989; 
Crown Custom 4-dr. sed., $2,329. 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—=softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,-| 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr, sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag.. $2,120; de- 
luxe stat. wag., $2,576; deluxe camper, 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on beth) 
models. ) j 

WARTBURG—Standard 4-dr. sed. $1,-| 
688; standard 4-dr., sunroof sed., $1,778; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr, deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. | 
(Heater standard on all models.) 





ence between a “small” car and a 
“smaller” car. 

The Studebaker Lark, he said, 
strikes a sensible balance between 
the small foreign imports and the 
oversize U. S. models, and “pro- 
vides answers to the complaints 
about both cars.” 


Skillman said the Lark not only 
carries six adults comfortably, but 
also provides 16.5 cubic feet of 
trunk space. It has the ability to 
accelerate quickly when necessary, 
a quiet efficient engine, a special 
load-levelling suspension system 
and such conveniences as auto- 
matic transmissions, power steer- 
ing and similar features, he added. 

“Foreign cars, as a group, ac- 
counted for 8.07 percent of the 
national market during 1958,” 
Skillman continued, “but a de- 
cline in their industry percent- 
ages showed up during the last 
three months of the year.” 

The Lark, according to Skillman, 
‘is the answer to over-elaborate 
cars, as well as the answer to the 
disadvantages of small foreign 


| cars.” 


Studebaker’s market penetration, 
less than 1 percent for 1958, is now 
over 2 percent and growing, al- 
though the Lark has been mar- 
keted only since mid-November, he 
added. 


January retail sales were in ex- 
cess of those in December despite 
an industry decrease, and sales 
were 172 percert over January a 
year ago, Skillman said. 

“Already 
more 1959 models than during 
the entire 1958 model year, and 


we have a substantial backlog of | removed the case from the keys 


orders,” he continued. 


Today more than 5,000 car re- 
tailers, one-eighth of the nation’s 
total franchised dealers, are sell- 
ing and servicing smaller domestic 
ears, he added. 


Live-Better Drive 


OK'd in Milwaukee 


MILWAUKEE.—Directors of the 
Milwaukee County Automobile 


| Dealers Assn. voted unanimously 


at a special meeting to participate 
in the nationwide April sales cam- 
paign initiated by the American 
Newspaper Publishers Assn.’s 
Bureau of Advertising for news- 
paper and dealer sponsorship. 


A committee was named to han- 
dle dealer 


ter by Far with a Brand New Car” 
promotion. It includes Rip Barrett, 
Phil Tolkan, Jim King jr. and Bill 
Laev. 


Dealers were urged to fill out the 
order blank appearing with a two- 
page ad on the campaign in the 
Feb. 23 edition of Automotive News. 
The campaign will be held Apr. 6- 
18. 


Fitzpatrick for Mayor 
BURLINGTON, Vt.—James E. 
Fitzpatrick, a GMC truck dealer, 
has been nominated as the Demo- 
cratic candidate for mayor of Bur- 


lington, He now is president of the 
Burlington Board of Aldermen. 
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An English Favorite— 


taking children to school, he reported. 
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| This is the four-door Triumph Estate Wagon sales-tested by William Carroll, Auto. 
motive News staff correspondent. It's ideal as a second car for shopping trips or 


The Man Behind the Wheel... 


| 
| 


| Sales Testing the Triumph 


| prevented solid shifts. Finally I 


and had no more trouble, 

The seats are soft and pretty, 
but mighty uncomfortable for 
| long trips of more than an hour. 
I don’t know why, unless it is 


because you sit on them instead 
| of in them. For a small car it 
| was hard to steer and difficult 
| to park, And the rear-view mirror 
| is so placed that my shoulder 
| hid most of the cars passing me. 
| But other people like the estate 
| wagons. 
| Most everyone likes the sharp in- 
terior trim, the rear seat that folds 


22) 


Wagon seems a bit miscast on the 
domestic market. 

| It’s hardly powerful enough to 
keep up with fast metropolitan 
|traffic and it isn’t comfortable 
| enough for long trips. But in the 
| middle market it makes sense, and 
|as a second car for mothers shop 
| ping and taking the kids to school. 
| Triumph’s Estate Wagon is in an 
| unusual position, On this one you 
|may have to pick your prospect 
| with care. Because if the car suits 
their needs, they'll buy it on sight. 
If it fails to fit their needs, you 
may force a sale but lose a cus- 


down with a light twist of the) 
wrist, and the single rear door) 
which opens wide for easy loading 


|when the car is parked parallel 
| to the curb. 


Most people also like the bolt-on 


be inexpensive and simple enough 
|to make repairs easy, the inexpen- 
sive and easy-to-replace grille, the 
engine. 

| No matter how viewers wandered 
|}about the car, they all came back 
to the same point. They like the 
small size, pleasant interior treat- 
ment and usable rear deck. 

> > 


\It’s ‘Miscast’ in U. S. 


HERE can be little doubt that 
this is a genuine English station 
wagon, Designed for narrow roads, 
moderate speeds, light loads and 
costly gasoline, the Triumph Estate 





Chrysler Builds Land-Sea-Air Army Truck 


DETROIT.—A lightweight alumi- 
num truck, designed and built for 
the U. S. Army by Chrysler Corp., 
will be demonstrated Apr. 1 before | 
Army officials at Fort Bragg, N.C. 

Chrysler said the vehicle “pos- 
sesses the cross-country versatil- 
ity of a tank, yet can float and be 
dropped by parachute, It was 
developed under a contract ad- 
ministered by the Detroit Ord- 
nance District and in cooperation 
with the Ordnance Tank Automo- 
tive Command, 

The truck reportedly can float 
with a load of 5,000 pounds, Chry- 
sler engineers said this is a decided 
military advantage since, under 
combat conditions, it can avoid 
bridges which are natural targets 
for enemy fire. 

Eight independently sprung 
wheels, together with wide-section 
low-pressure tires, give the truck 
the versatility of a tank or track- 
laying carrier. 

Ground pressure under the tires, 





the vehicle can operate at highway 
speeds, an advantage not shared by 
track-laying carriers. 
Chrysler said the design and 
unitized construction integrating 


& 


Pcs 


Top 


Prize in Fishing Contest— 


body and chassis make it possible 
for the truck to carry a greater 
payload in proportion to its over- 
all weight. 

On cross-country operations the 





# 


wide-opening hood and accessible | 


| 


Plenty of Room— 


The driver of the Triumph Estate Wagon 
finds a simple instrument panel and 
plenty of operating room. The seat moves 
back far enough to accommodate extra 
| fall operators, a sales test showed. 





truck can carry two-thirds of its 
own weight in men and weapons, 
compared with one-third to one- 
half in the case of vehicles cur 
rently used, according to Chrysler. 

The aluminum truck is one of 
three prototype vehicles being de 
veloped by Chrysler for the Army 
which will use identical components 
for four-wheel, six-wheel and eight 
wheel-drive units. 

All have been designed to use 
existing production facilities fort 
Chrysler 361-cubic inch, eight-cyl 
inder engines, transmissions, drive 
lines and axles. 

Chrysler engineers said this will 
reduce by millions of dollars the 
Government’s cost for facilities and 
tooling, They added that the mant- 
facture of the new vehicle can be 
readily adapted to commercial 
techniques and processes. 

Another military benefit is the 
interchangeability of parts and 
components, Chrysler officials said 
spare parts items can be reduc 


by as much as one-third from the 
number presently required in the 
Army’s world-wide supply system 
for servicing comparable veh ‘cles, 


This 1959 Chevrolet was the top prize in the annual fishing contest at the Ely 
(Minn.) Winter Carnival. Over 9,000 persons took part in the contest, The car was 
supplied by Anton Slabodnik, right, of Forest Chevrolet Co., Ely. At right is Frank 
Shusta, sales manager. 


Chrysler engineers said, is lower 
than that of tanks and many track- 
laying vehicles, yet maintenance 
costs are substantially lower and 


NETWORK, AVERAGING OVER 
16 CONSECUTIVE MONTHS. 
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One of Fresno’s leading dealers, Crocket heads the De Soto Dealer Association of Northern California, represents his region on the De Soto Factory-Dealer Council. 


Fresno De Soto dealer Allan R. Crocket expects the 
twenty-first year to be one of his biggest, because— 


“The 99 De Soto is undoubtedly 
the best-quality car we've had” 


Allan R. Crocket, partner of Crocket Bros., Fresno, Calif., is 
confident that the current model year will be one of the best 
since the dealership signed with De Soto in 1938. 

“I felt this would be a good year when I took delivery of 
our first 59 DeSoto at the dealer preview in Detroit last 
September,”’ Mr. Crocket says. 

“It was one of the first off the line, and it had all kinds of 
new features like the swivel seats—but the way it was put 
together made the biggest impression on me. 


Sweetest running car I’ve ever driven 


“I think the 59 De Soto is the best-quality car we’ve had 
in our 20 years with De Soto. The materials are excellent, and 
the workmanship is very good. Personally, I believe that the 


’59 De Soto is the sweetest running car I’ve ever driven. 


“The public has responded tremendously to this new car and 
wants it. People like the new De Soto features, and most of all, 
they like the quality and price. We’re shooting for all-time-high 
sales in ’59—and with the quality product we have to sell, 
we’re sure we’ll make it. 


De Soto promotions more than “window banners” 


“Helping us will be what I think is the best merchandising 
support offered by any car manufacturer. A De Soto promotion 
is more than just a package of window banners. It’s a complete 
selling campaign that helps keep our salesmen on their toes and 
brings in prospects. We use every one the factory sends out. 


“This looks like a good year for De Soto—and for us.” 


iT PAYS TO BE A 


DE SOTO DEALER! 
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THE BIG 


ISSUE IS 
COMING 
APRIL 27 


The 1959 


Automotive News 
Almanac 


Bigger and more complete this year, 
the automotive industry’s most re 
spected reference book will be read 
by over 47,000 authoritative buyers. 


Be sure your product story is repre- 
sented. 


Publication Date: April 27 
Closing Date: March 16 (first forms) 


te & ‘The Newspeper of the Industry y y 





965 East Jefferson @ Detroit 7, Michigan 
PPR cen eee SR 


LEASING 


If you are now 
in the long-term, 
interstate leasing 
business, join the 
authoritative voice of the leasing industry 


Members Receive These Benefits: 





AMERIC 
AUTOMOTIVE 
ve LEASING ys 
SSOCIATIC 





Annual analysis of operational costs 
Uniform accounting systems and data 
Depreciation reports and projections 
Special Washington tax counsel 
Public relations counsel 


oP. = 


Send this 
objectives 


coupon for information and detailed brochure on the 
and advantages of membership in the AALA. 


AMERICAN AUTOMOTIVE LEASING ASSOCIATION 
77 West Washington St. ©@ Chicago 2, Illinois 


We are interested in membership in the AALA. Please Forward Brochure 


Nome 





Are you now in long-term leasing? How many units? 
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Rubber Talks Under Way Te 


By Frank Gawronski 
Staff Writer 
OTENTIALITIES exist for a 
rather turbulent labor situation 
this year, Unions wil] strive to get 
more than in 1958 on the basis of 
rising corporate profits, while em- 


inflationary cost boosts. 
This observation was made by 
Standard & Poor's, 


ment advice firm. 
Nearly half of the 
| major wage con- 
tracts, involving 
more than 5.6 million workers, ex- 
| pire in 1959, Greatest interest cen- 
ters on the steel contracts expiring 
at midyear, not only because of the 
importance of this 
also because steel wage settlements 
frequently have set the pattern for 
industry generally. At the moment, 
a strike is regarded as more than 
a 50-50 possibility, prompting many 
steel consumers to build up their 

stocks as a protective measure, 


Some of the other major in- 
dustries facing contract renego- 
| tiations are rubber, aluminum, 
| metal mining, telephone and rail- 
| roads. 

Solely on the basis of the many 
contracts involved, a sizable in- 
crease in the number of labor dis- 
| putes is indicated this year. Their 
severity will depend on how ada- 
mant management and labor are at 
the bargaining .&table, something 
|that cannot be determined at this 
| time. 
| The Administration has made it 
|clear that it wants to stay out of 
|such disputes but also has ex- 
| pressed its opposition to wage in- 
|creases greater than warranted by 
| gains in productivity. It remains to 
be seen whether it would intervene 
| if a steel strike, for example, should 
| become so prolonged as to threaten 

| economic recovery. 
Standard & Poor's also pointed 
sa that last year was one of the 
four quietest in the past 14 years, 
| measured by the number of man- 
days of work lost because of strikes. 
| ‘The total of some 26 million man- 
days, although well above the 17 
million of 1957, compared with a 
10-year average of almost 33 mil- 
lion. The high for the past decade 
was 58 million in 1952, also a steel- 
strike year. 





Two-Way Repercussions 


ONS have a grave responsi- | 


bility, If they force wage in- 
creases in excess of gains in pro- 
ductivity, the effect is inflationary. 
Also, they run the risk of having 
their monetary victories backfire, 
because higher wage costs put 
pressure on management to get 
along with fewer workers. That is 
one, but not the only, reason why 
factory employment is lagging 
behind the recovery in industrial 
production. The latter now stands 
at the same level as in early 1956, 
yet the number of factory produc- 


Timken’s Reeves 
Named Sales V-P; 
4 Others Move Up 


CANTON, O.—Paul J. Reeves has 
been named sales vice-president of 
Timken Roller Bearing Co. For- 
merly sales director, he succeeds 
W. B. Moore, who 
has retired. 

To fill vacan- 
cies caused by his 
Promotion, 
Reeves announced 
four executive 
changes in the 
sales division. 
They are: 

Robert G, Win- 
gerter, from gen- 
eral manager of 

Paul J. Reeves the automotive 
division to sales director. 

S. T. Salvage, from advertising 
manager to head of the automotive 
division with headquarters in De- 
troit. 

Norman H. Peterson, from assist- 
ant advertising manager to succeed 
Salvage. 

W. Roderic Covey, from advertis- 
ing copywriter to assistant adver- 
tising manager. 





ployers seem determined to avoid | 


New York invest-| 


industry but | 


Fear of Strikes Grows 





tion workers is down 1.5 million, 
or 11 percent. 
* * * 


Rubber Talks Open 


EANWHILE, contract talks in 
the rubber industry got under 
way last Tuesday (March 3) in 
| New York when the United Rubber 
| Workers opened negotiations with 
| United States Rubber Co. The con- 
tract expires Apr, 9. 
Negotiations with three other 
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New? Not really. 








~~ — 
rubber firms will get startcd to. 
morrow (March 10). The : 
will begin talks with Go dyeay 
Tire & Rubber Co, in Clev land; 
B. F. Goodrich Co, in Cant: n, 0. 
and Firestone Tire & Rubb.r Oo. 
in Cleveland, The URW con ract, 
with the three firms expire on 
Apr, 15. 


The union had previously not. 
fied the companies that :t wag 
reopening for bargaining the com. 
panywide contracts, the supple 
mental unemployment benefit 
agreement and the pension, sever. 


ance pay and insurance contracts 
The URW alsc announced it has 
served contract notices on Genera] 
Tire & Rubber Co, and Seiberling 
Rubber Co, Union agreements with 
both companies expire May 1, 


CARLOADS 











The Frigette case is striking in appearance... 


is only 6% inches high . 


has appealing con- 


venience features. And inside there’s nothing 
really new—at least not “suddenly” new. 


We've simply improved the inside component 
parts to such an extent each year that we now 
believe our unit is a model for the industry. 
Within the top five in sales, the completely auto- 
matic Frigette has been time-tested in the field 
by thousands of motorists. If you'd like to sell a 
sure thing instead of an experimental model— 
and if you'd like to sell a refrigerated auto air 
conditioner that’s engineered to a standard, not 
a price—let us hear from you. 


On request, complete information will be mailed 
to prospective distributors and dealers. 


Write Dept. 1 


FRIGIQUIP CORPORATION P.O. Box 7205, Oklahoma City, Okla. 
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Where the cream is! 


Today's cows produce 


lot more cream and milk 


1958 production per cow 
el alielil-taeiale team eek 

Successful Farming farmers 
Tah is 


cows, corn and capital 


steadily increased production 
more efficient manufacturers 
cord 1958 output and income! 
prosperous SF families 
re sales in 1959: and for 

national advertising! 
on Successful Farming 


income and influence! 


Ask any SF office! 
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Senators Keep Record Open... 


Ford Scores at Finance Hearing 


(Continued from Page 1) comes from competition and we'd 
like to offer some... 

... intends to start on a small 
scale where GMAC or banks do 
not offer low enough rates—in 
general, banks may be lower than 
GMAC, but won’t take bad risks 
nor service the dealer as well, 

Kefauver pointed out that GMAC 
makes about half as much money 
as all of the Ford Motor Co. does 
—isn’t Ford afraid? Doesn’t it want 
to make money too? 

Yntema says it’s not size of GM 
that worries them—it’s the fact 
that they can do it cheaper .. . the 
return is relative after all. 

Yntema admitted that it is “pos- 
sible in the short run, Ford might 
get some benefit” from enactment 
of the bills but in the long run, it’s 
not good for the country.” 


reason independents have to work 
go hard on GM dealers is that they 
offer a higher rate .. . “consumer 
jg saved by GMAC and bank com- 


petition 

_.. if GMAC turns into a “typical 
finance company,” the cost of: man- 
ufacturing and distributing cars 
will go up and eventually costs will 
be paid by consumer... 

_. when asked would Ford con- 
sider financing cars other than 
Fords and others put out by Ford, 
he said they would probably service 
AMC and Studebaker also... 

“We want our dealers to have 
good service” ... not going into the 
business primarily for profit—must 
do it in order to be competitive 
with GM—want their dealers to 
“have the service at the lowest pos- 


sible cost” Ford wants the right to compete. 
. says cost of money to GMAC | It’s Ford’s policy that if they can’t 
is only “slightly lower” than to/ get a commodity cheap enough, 


other major companies—after all, 
it’s a low-risk business .. . 

... GMAC’s policy of streamlined 
action means high efficiency and 
low costs—policy of no frills or 
fluff in insurance is probably due 
to GM influence ... if Kefauver| 
and O'Mahoney bills are passed, 
some of the good influence of GM | 


would go... 
= 


they want to produce it, Finance 
is just another commodity like 
sparkplugs in running an efficient 
and low-cost operation. 

Kefauver tried to get Yntema 
to admit that it was “unfair com- 
petition” for GM to run one divi- 








New-Car Registrations 


Reported for Alaska 


DETROIT. — New-car registra- 
tions in Alaska, newest state in 
the union, have been reported for 
the first time by R. L. Polk & Co. | 

The January total was 307,com- | 
pared with 308 in the year-ago 
month. By makes, registrations 
for the 1959 month were: Chevro- 
let, 73; Ford, 69; Plymouth, 16; 
Studebaker, 15; Mercury, 13; 
Cadillac, 11; Oldsmobile, 10; Pon- 
tiac, 9; Rambler, 9; Buick, 8; 
Chrysler, 4; DeSoto, 4; Lincoln, 4; 
Dodge, 3; Edsel, 3, and miscel- 
laneous, 56, No Imperials were 
registered, 


TS position is that proposed | 

legislation is bad for GM, bad 
for Ford, bad for consumer also. | 
Notes that he calls it an “anti- 
consumer” bill. 

Kefauver was amazed at this and 
responded that it would “equalize | 
opportunity.” (Apparently he meant 
in the competition in the credit 
industry.) ... 

Ford wants to protect the “ignor- 
ant consumer” because it’s good 
business in selling cars .. . “We 
have to protect the consumer from 
the money-lenders” ._ . impossible | 
to regulate .. . too complex _. .| 
if Congress sets ceilings, they may 








become floors—real protection 


Earnings Up at GMAC, CIT... 


Finance Firms Net More 





NEW YORK.—Increased earn-| said the company was “confident 

ings despite a lower volume of auto| 1959 will be a year of good earn- 

financing in 1958 were reported by| ings for CIT.” 

Gereral Motors Acceptance Corp.| He based his optimism on the} 

and CIT Financial Corp. last week. | outlook for the various subsidiaries | 
GMAC’s profit was put at $53,- |of the company and on the high| 

$23,000, up 15.8 percent from the | level of the corporation's deferred | 

$46,037,000 earned in 1957. Total | income, the principal source of 

volume of the company’s financ- (future gross earnings. 

ing operations (mainly wholesale | 

and retail auto financing) was 


Pp 
$5,166 milli in 1958, down 13.6 | 
ay — I ae | a. Truck Assn. 


the previous year. ° e 
CIT Financial's profit from an | Asks Dismissal of 


Operations in 1958 amounted to} 


$41,025,291, a gain of 4.9 ed te Railroad Appeal 


from the $39,092,388 earned in 1957. PHILADELPHIA—The Pennsyl- 
The CIT income is derived from a vania Motor Truck Assn and 40 
mumber of types of financing in| trucking firms have asked the U.S. 
addition to auto credit, plus other Court of Appeals to dismiss an 
nesses outside of both the auto! anneal by Eastern railroads from a 
and credit fields. verdict of the U.S. District Court 
CIT released no total on volume! which found the railroads guilty of 
of auto financing in 1958. How-| violating the Sherman Antitrust 
fver, the total of all types of re-| Act. 
teivables purchased fell from $5,-| ‘The truckers filed suit for $250 
%8 million in 1957 to $3,755 million| million in January, 1953, against 
year. the Eastern Railroad Presidents’ 
Both GMAC and CIT reported| Conference, its New York public 
that collection problems on auto/| relations firm, Carl Byoir Associ- 
, Which were on the rise in| ates, and 22 major Eastern rail- 
early 1958, were reduced in the sec-| roads, charging both civil and 
ond half of the year. criminal violations of the antitrust 


GMAC said that its increased | /@W- 

earnings could be traced to a The railroads filed a countersuit 
Rumber of developments—lower | for $120 million damages, charging 
interest charges on some borrow- | truckers with many of the same 
ing, increased insurance earn- | practices. 

adjustments in the general U.S. District Court Judge 

reserve and lower income- |Thomas J. Clary found the ,rail- 
tax liability. roads guilty and dismissed their 
President Charles G. Stradella| countersuit, He awarded damages 
Said that the average monthly in-| of $652,074, attorney fees of $200,000 
staliment for new cars financed by| to the truck association and nomi- 
GMAC in the U. S. in 1958 was/nal damages of 18 cents each to 
$86, little changed from the 1957| the individual plaintiffs, 

re. The railroads appealed the ver- 

The average term, based on the| dict. The truckers filed a cross 
fumber of new-car contracts pur-| appeal testing the court’s ruling 
thased by GMAC, rose in 1958 to| against awarding actual damages 
months from 29.2 months in| to the individual truckers, The 
previous year. truckers want the nominal dam- 

g ahead, President Ar- | ages set aside so they can press 
thur O. Dietz of CIT Financial | their claim for actual damages, 
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sion at a loss and make it up in 
other operations .. . Y reluctant 
to admit that . . . has nothing 
against size . . , if it’s unfair 
competition, present antitrust 
laws will take care of it—besides, 
the financing end is not very im- 
portant—the making of autos 
outweighs it 9 to 1. 

Dirksen’s counsel, Peck—Why 
select cars where there are many 
other companies—several hundred 
according to Wall St. Journal, man- 
ufacturing other products that are 
also in financing business? 

+ * = 
RIDAY afternoon, Kefauver in 
chair, O’Mahoney present part 
of the time; Carroll present part of 
the time, testimony of Gossett. 

O’Mahoney said Butler case 
wrong because Frankfurter has 
confused individual rights with 
corporate rights, whereas corpora- 


tions are created by some kind of | 


government and should not be 
treated like individuals. Corpora- 
tions are “creatures of the law”— 
question is whether we are going 
to permit big corporations to regu- 
late themselves or whether Con- 
gress will “regulate”’—not control— 
corporations . . .came to be thinking 
that corporation was an inviolate 
person, but this is not so. People 
are the authors of the state, not 
the servants . 
port a bill to regulate the corpora- 
tion if it were permitted to set up 
a financing arm? 


Gossett—the day has gone when 
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. , would Ford sup-| 


the corporation can say “public be | 
damned”—but we do have consent} 


O’Mahoney—consent decrees are 
limited—they do not have the broad 
effect Ford says they do—what 
about tight money and Federal 
controls? 

Gossett—they must conform to 
state laws and since GMAC oper- 
ates on borrowed money, the 
Federal Reserve's policy does af- 
fect it—this is 
prohibition, not regulation. 

O’Mahoney—the giant corpora- 
tions take up too much room, just 


as the big cars take up too much | 


room in the parking garages. 
Ford—will not correct concentra- 
tion in industry for GMAC will con- 
tinue—if you destroy the funda- 
mental right to make a setup for 
for selling cars, you will be doing 


discriminatory | 


other wrongs. It would be burning | 


down the house to roast the pig... 
we have laws, and they should be 
enforced .. . we’re not here to de- 
fend GM—we want to defend our 
rights to act as we need to in 
order to sell cars. 

Ford—consent decrees are broad 

if they are not enough, amend 
there if necessary, but do not pass 
these laws _... if Ford can’t get it 
cheaply enough, then we must 
make it—example of spark plugs— 
if we can’t buy, we want right to 
make them—now we want dealers 
to be in a competitive position, If 
they can’t get financing, we want 
to provide it. 

Dixon 


(committee counsel)—| 


When does salesmanship become | 


coercion and undue influence? 

Ford—salesmanship is something 
done for the good of the dealer. 
Coercion is something done against 
the dealer. We simply want to offer 
dealers lower rates. 

Dixon —If auto makers get in 
trouble, one out of every seven 
Americans is in trouble. 

Gossett — If these bills are 
passed, the American people are 
in trouble. 
O’Mahoney’s counsel, McHugh— 

Does a producer-owned finance 
company have an advantage over 
its rivals? 

Yntema—Some advantages, but 
also disadvantages. There is the 
value of the name, but it is not 
“substantial”—disadvantages of op- 
perting under consent decree— 
if big companies would lower rates, 
we wouldn’t want to go into the 
financing business . . . there are not 
enough advantages for the com- 
mittee to get worried about .._ be- 
sides, independents have a broader 
field to explore. 


2 Cet Pontiac Franchise 


Larry Kozelski and C. Ray Don- 
aldson, Fort Arthur, Tex., have 
obtained a Pontiac franchise for 
Lake Charles, La., and will operate 
as La Roy Pontiac, Inc. 









| decrees, we do have antitrust laws. | 


| appeal to your car and truck owner customers. 
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"Great" Umbrella BIG ATTRACTION 


Launch your Spring sales with the McFarland “GREAT” Umbrella (21' spread) Sta- 
tionary and Whirlabout types. The “GREAT” Umbrella attracts more customers and 
helps your sales. Over 500 now working for dealers from coast to coast. For full 
information call or write to McFarland “Great” Umbrella Company, 742 S.W. 8th St., 
Miami, Fla. Phone Miami FR 4-8153. 










hen they supply demand for G) 

remarkable, fast-moving = 
a/ 

as advertised in 


The Saturday Evening 
POST 












REPLACEMENT (=)NGINES 


a a Prospects are 


PRE-SOLD on brilliant, 
new car PERFORMANCE 
Pioneer of a 
national trend in 
dependable, low-cost 


transportation. 


Winner of 
national awards 
for stimulating 
traffic for dealers 


at Sterlin 4 


Quality Control in materials 
and workmanship set entirely 
new standards of value. 


Pride In Workmanship 


a distinguishing virtue of Mustang Replace- 
ment Engines . . . is a quality with enormous 





4 


Premium quality castings 
and parts are checked and 
double-checked with mag- 
netic particle inspection 


equipment that pinpoints 
invisible flaws. 


Power-packed, precision-built MUSTANG is 
truly a dynamic, pace-setting engine assuring 
10% more power, longer life, lower operat- 
ing and maintenance costs and customer satis- 
faction beyond expectation. 





dealerships are richly reward- 
ing for every type of automotive service shop. 
Money-making advantages include complete 
lines, one day installations, $10.00 per shop 
hour profit, liberal trade-in allowances and 
extra profits selling related parts. 


owerpyul POST advertising, service 


clinics and merchandising aids are skillfully 
coordinated to help your shop hit the jack-pot 
with MUSTANG. See your jobber for this 
fabulous profit story. 


Close tolerance and pre- 
cision fit in every opera- 
tion are verified by mi- 
crometer readings and 
thickness gauge check- 





Seasoned engine blocks 
and castings are specified 
to guard against engine 
distortion and assure life 
time alignments. 
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MUSTANG ENGINES 
International Road, Garland, Texas 
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Renault Aims for 100,000 Sales 


(Continued from Page 1) 


factory's ability to supply by 
about three to one, according to 
Valode. 


It has also been revealed that 
Renault will be introducing a truck 
line of its own in 1959, but most 
likely not until November and 
December of this year. No details 
are available, although it is under- 
stood that the trucks will be in a 
class with the Volkswagen trans- 
porters, and quite competitively 
priced. The total number of thes 








| 





GENERAL MOTORS assigns 
the biggest share of 

its total network radio 
business (91% in 1958) 
to CBS Radio. For more 
power on the road! This 
‘network has delivered 


trucks expected to be available this 
year is in, the neighborhood of 600 
units. 

On the pricing issue, it is under- 
stood that every effort is being 
made to bring the new Renault 
convertible into the country at a 
price about $100 less than its VW 
competitor, the Karmann Ghia. 

= + * 


E of the Renault’s six regu- 

larly chartered cargo ships re- 
cently arrived in New York with 
1,090 Renaults aboard, probably the 
largest shipment of cars ever 
brought to this port. This is the 
first salvo in, Renault’s campaign 
to overtake and pass VW in car 
registrations during the current 
year. 

According to Jack C. Kent, gen- 
eral sales manager of Renault, 
there were about 450 dealers sell- 
ing the automobile at the begin- 
ning of 1958. Today there are about 
800, with the expectation that this 
mumber may increase to 1,000 dur- 
ing 1959. 

(VW has about 375 dealers sell- 
ing its automobiles across the 
country today, with the expecta- 
tion that this number will grow 
to about 600, “over a period of 
years.”) 

Kent also stated that applications | 
|are being received daily by Re-| 
nault, and that “these applications | 
are coming from top notch, experi-| 
enced dealers, men who are fully) 





|aware of the sales potential” for| 
| the Renault. 


o > > 
ENT also said that continuing | 
stress will be placed on ade-| 
quate service facilities within each 


'and every Renault dealership. 


“To strengthen our service setup) 
even further,” he added, “we are 
activating a number of strategi-| 
cally located authorized service 
shops. Training programs will be 
held for persornel of these author- | 
ized service shops as they are 
selected and approved.” 

Renault is in a more enviable | 
position than some of its com- 
petitors, be cause, according to 
Valode, the plant in France could 
be expanded at almost anytime | 
in order to accommodate a larger | 
market here than is now antici- | 
pated. 

Having jumped its sales from) 
26,438 units in 1957 to 59,968 in 
1958, a year in which advertising 
expenditures are estimated to have 
neared the $2 million mark, Valode 
also said that during 1959 Renault) 
would again invest heavily in its) 
advertising budget, to the tune of| 
$4 million. It is felt that the com-! 
bination of forces, new dealers, im- 
proved servicing and advertising 
all worked together to help ac- 
complish the 1958 sales record. 
Speaking briefly about the Euro- 
pean common market, now coming 
into being, Valode stated that it 
would in no way interfere with 





- largest commercial minute 

, audiences all along. And the 
_ new Program Consolidation 

_ Plan—with unified station 

’ Clearances and strong 

_ program sequencing —will 
increase this leadership. 


BS RADIO 
ETWORK: 
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AUTO DEALER 
Consulting Service 


How fo reduce overhead 50% without 
interfering with car sales. | turned a 
$35,000 cash loser into a $100,000 winner. 
My fee, $1.00 per minute; average con- 
ference time: 4 minutes. Plane fare and 
expenses if you wish me to visit you. 
Matt Dillion, Lincoln 47233, Washington, 
Dd. C. 





the export of these French vehicles 

to the U. S. He again stated that 

the Renault factory in France was 

able to expand to meet almost any 

reasonable demands made upon it. 
> > * 

pownvan, it appears that most 

Europeans, speaking about the 
new common market, look forward 
to its evertual maturity with great 
and eager anticipation. As one of- 
ficial stated: “It will give Europe, 
in about 12 years, an economic 
community almost equal to that of 
the U. S.” 

There is no doubt in the minds 
of people familiar with the com- 
mon market plan that it will bring 
about many drastic changes, one of 
which Valode touched upon when 
he stated that the possibility of 
mergers within the European auto- 
motive industry would grow 
stronger as the common market 
became more of a reality. 

“I think, for instance, that 
there will probably remain three 
or four large manufacturers in 
France, while those in other 
countries will grow stronger 
through mergers and absorp- 
tions,” he said. 

Valode predicted that the merg- 
ers would be most likely to take 
place across borders, involving 
French and German manufacturers 
or a French and an Italian pro- 
ducer. 

Asked if Rerault was likely to 
merger with anyone, Valode just 
shrugged, and admitted that it 








could be a possibility, but his atti- 
tude was one of “Who can really 
tell at this time?” 

* + - 

T IS an established fact that 

Alfa-Romeo in Italy now has a 
license to assemble Renaults in 
that country, while Renault now 
has a license to assemble Alfa- 
Romeo’s in their country. Ques- 
tioned as to the likelihood of the 
rumor that Renault will distribute 
the Alfa-Romeo in this country in 
the near future, Valode could only 
say that it is one of the most inter- 
esting rumors he has heard, but 
that he knows nothing more about 
it. 

It is known that contracts now 
exist for the continued distribu- 
tion of the Alfa-Romeo in this 
country through another distrib- 
utor, but the addition of this 
line to the Renault-Peugeot line 
now offered to dealers would cer- 
tainly go a long way toward giv- 
ing dealers a rounded line of 
imports. 

Renault and Willys have recently 
| signed a production agreement for 
Brazil. 

When questioned on the possibil- 
ity that such discussions might 
include discussions for assembly 
of the Renault in this country, 

rough use of Willys facilities, an 
observer close to the Renault offi- 
cials said that the proposition 
didn’t actually hold too much merit 
because, “if you’ve ever seen the 
Willys assembly lines, they’re much 
too antiquated to be used in their 
present condition. Why some of 
the operations still use a hand dolly 
in order to move the cars around.” 


























Rambler American Adds Travel Rack— 
A roof-top travel rack has been added to the 1959 Rambler American Super station 


wagon as standard equipment. 


rack increases the “family-tie’ between 


wagon models. A stainless fender molding has also been added. _ 


Sheets Coated with Vinyl | 


According to American Motors, addition of the 


the American and other Rambler statics 


—.., 


Developed by U.S. Steel 


(Continued from Page 2) 


to sheets which then could with- 
stand ultimate consumer fabrica- 
tions of nearly all types. 

A key problem was to perfect a 
method of retaining sharp defini- 
tions of embossing patterns in the 
vinyl coatings, in order to meet 
fabrication requirements such as 
deep forming and bending. 

An experimental pilot line was 
developed at U. S. Steel’s Irvin 
Works, near Pittsburgh, where the 
first vinyl-coated steel sheets were 
produced. 

The company said it now is 
available in many surface tex- 
tures and can be produced in any 


Business Probes Future .. . 


Much of Loss Regained 


(Continued from Page 2) 


high. The end of strikes and winter 
weather plus a continued increase 
in production are expected to re- 
duce the jobless roles, the bank 
said. 


Upper Midwest 


HE rise in unemployment, tradi- 

tionally a problem in the more 
northern states, has not been as 
severe as usual this winter in the 
Upper Midwest, according to the 
Minneapolis FRB. 

The soft spots in the district's 
employment picture are “the 
Twin Cities and a few other 
cities in the eastern part of the 
district where most durable 
goods are manufactured and in 
the mining areas.” 

The farmers of the district are 
expected to have a smaller winter 
wheat crop and an increased spring 
pig crop, the bank added. 


St. Louis 


,prsaaes activity in the nation’s 
midsection continues to move 
to new postrecession highs, accord- 
ing to the St. Louis FRB. 
However, the bank sees a num- 
ber of clouds over farm income 
in the months ahead, The large 


Dodge Appo 


ints 


Field Manager 


DETROIT.—John W. Farley has 
been appointed western field opera- 
tions manager for Dodge. 

Farley, who has been in the auto- 
motive field for 
21 years, will 
have supervision 
of the Chicago, 
St. Louis, Mem- 
phis, Kansas City, 
Dallas, Minne- 
apolis, Los Ange- 
les, San Francisco 
and Portland re- 
gions, 

Farley joined 
Chrysler in 1954 
4. W. Farley as service coun- 
selor with the central service divi- 
sion in New York, Prior to joining 
Dodge last January, he held a 
variety of executive service posi- 
tions with the Chrysler division in 
both New York and Detroit. 


‘called that unemployment remains| amounts of key foodstuffs that 


have moved into storage and the 
expected increase in meat pro- 
duction head the list. 

The bank said that farm income, 
which has been slipping since Sep- 
tember, appears to be still moving 
down, 

> ca > 
Kansas City 
7s Kansas City FRB finds no 
evidence that consumers have 
turned against installment credit 
as a means of making major pur- 
chases. 

Among those who bought cars 
in 1958, the percentage using 
credit was just about the same as 
it was in 1957. Those using credit 
were more prone to seek longer 
repayment periods. 

While the fall in credit use in 
1958 can be traced to a number of 
factors, the decline in personal in- 
come among the groups most likely 
to use installment credit appears 
to have been a major factor. The 
bank looks for any upswing in in- 
come of this group to lead to in- 
creased use of credit. 

> = . 


Southwest 


JPOUSTRIAL production in Texas 
is on the upswing, paced by in- 
creased petroleum production, the 
Dallas FRB reported. 

A cold winter has brought 
heavy demand for heating oils, 
giving the petroleum industry a 
general boost. Production of heat- 
ing oils, however, is leading to 
rise in gasoline inventories. 
Employment in the district has 

marked up another increase and 


is at near-record levels. 
= = 


Far West 


UMBER production in the Far 

West, which supplies about half 
of the nation’s wood products, con- 
tinues to gain and now stands more 
than 10 percent ahead of the year- 
ago pace, according to the San 
Francisco FRB. 

Steel, copper and electric pro- 
duction are other industrial ac- 
tivities which are moving upward 
in the district. 

Nonfarm employment is 2 per- 
centage points ahead of the year- 


earlier total and the district’s de-|! 


partment store sales are running 
well ahead of the previous year’s 
pace, 





specific color with assurance of 
color uniformity. 

Products made of vinyl-steel are 
fabricated without damage to the 
coating on existing customer equip- 
ment in essentially the same man- 
ner as cold-rolled sheet, U. S. Stee 
said. The product also is said to 
retain complete bond and surface 
texture even after drawing or form- 
ing operations. 

Sheets are available in 18 through 
28 gages and in widths from 24 to 
52 inches. Lengths can run 30 to 14 
inches, The vinyl-steel also is avail- 
able in coils. 

In discussing the future of vinyl- 
coated steel sheets, Estes said a 
test marketing program conducted 
by U. 8S. Steel shows sizable markets 
with healthy growth potentials 








await the material. 


He observed that the lag be- 
tween product acceptance and its 
appearance in force is being 
taken up as fabricators and de- 
signers complete the redesign of 
their products to take full aéd- 
vantage of the qualities of vinyl 
coated sheets. 


U. 8S. Steel said companies which 
have pioneered the manufacture of 
vinyl-coated steel products include 
Westinghouse Corp.; International 
Metal Products Co.; Virginia Metal 
Products Co.; Steel Partitions, Inc; 
E. B. Metal Products Co.; Wright 
Line, Inc.; Hampden Specialty 
Products Co., Inc.; Standard Can 
Corp., and Kawneer Co. 


Wilson Named President 
Of Ohio Dealer Group 


GREENVILLE, O.—I. Paul Wil- 
son, Greenville, has been elected 
president of the Darke County 
Automobile Dealers Assn., succeed- 
ing Lowell Hamilton, also of Green- 
ville. 

Walter Smith, Rossburg, is vice- 
president, and Bill Wright, Green- 
ville, ig secretary treasurer. Donn 
Smith, Rossburg, was chosen board 
chairman, and Hamilton and Han- 
ford Wright, Greenville, were 
named to the board. 


CAN 
SERVICE 
VOLUME 

BE 
INCREASED 


| PHILPENN PUBLISHING COMPANY 
| 1750 N. Broad St., Philadelphia 21, Pa. 


| send copy (copies) of the new book, 
l “The Automobile Dealer’ 


| 
| 
| 
| (0 Check enclosed for books at $5.20 ea. 
| 
| 





| DC Send books C.0.D., plus postage 
Name 


— 


ee 









Mer 
GENT 


Che 
Olds 
Pon 
SP C 
Stuc 


##\ 2 


CHE’ 


e 


3! 


"Au 


N.B. 





w 


a 


7 &: 


EGEPERSes SPataet ERS 


a?ab3% FSSRe 

























AUTOMOTIVE NEWS, MARCH 9, 1959 


d Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. 8, PRODUCTION ONLY) 











Week Week dan. 
Ended Same Ended Total To 
March7, Week, Feb. 28, Output, March 8, March 7, 
1959 1958* 1959* February* 1958* 1959 
AMERICAN MOTORS 
eae 8,400 _.......... 8,432 30,374 31,183 73,090 
CHRYSLER CORP. .... 21,450 10,246 14,077 26,180 112,441 99,091 
OMY Sder ccc cc seccsecsssseee 2,000 1,083 1,599 4,475 11,662 12,135 
SN iiss town lorcie 1,700 1744 1373 3,649 7,190 9,768 
NS en cciamecpibees 5,000 ©1093 «(3,682 «7,457 «16,973 = 23,897 
SI incineidnscinaioin 550 329 524 «2,135 «3,377 «4,298 
Plymouth 0.0.0.0... 12,200 7,567 6,899 8,464 73,239 48,993 
FORD MOTOR. ............. 36,810 16,841 37,869 148,892 263,880 346,526 
ae 835 451 703 «3,819 «= «3,336 = :10,534 
BN Zeeeeibiinee 30,000 10,829 30,922 121,792 220,970 279,735 
Thunderbird ............ 1,400 730 1,663 6023 4,472 13,510 
I ow clsiesimisesin 600 861 689 2,570 7,467 6,728 
Mercury .....-..:....... 3,975 3,920 3892 14,688 27,635 36,019 
GENERAL MOTORS .. 62,728 55,559 63,065 256,463 550,670 602,820 
ea etioneee 7,267 6371 7,085 28,060 67,492 70,643 
Cadillac ......... ue $360 3,126 3,351 14,702 29,466 34,615 
Chevrolet . _ 34,000 31,833 34,113 139,328 308,141 325,490 
Oldsmobile _.................. 9,301 8516 9,045 36,140 83,588 86,134 
I a saccicondiandintinn 8,300 5,713 9471 38,233 61,983 85,938 
$P CORP 
Studebaker .................. 4,300 1121 4313 16575 5,548 36,401 
Total Cars, U, S.** ....133,688 83,892 127,756 478,484 964,651 1,157,928 





"Revised 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 




















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
March 7, Week, Feb. 2%, Output, March 8, March 7, 
1959 1958* 1959* February‘ 1958* 1959 
CHEVROLET ................ 6,600 6,383 7549 32,611 54,930 74,006 
DIAMOND T 150 105 189 640 1,052 1,312 
DIVCcOoO 70 56 98 246 562 551 
DODGE 1,800 1,093 1,943 7,619 10,289 16,789 
FORD . 6,250 4,091 6.222 24,692 46,713 59,419 
GMC . _ 1,800 1,271 2,007 7,219 12,340 17,135 
INTERNATIONAL 3,320 2,339 3,402 13,047 23,673 21,644 
MACK*** . soiiieccieneaidial 360 234 368 1417 2,889 3,238 
STUDEBAKER. ...... 423 191 401 1,484 1,202 3,266 
WHITE*** 360 347 374 1,439 3,463 3,269 
WILLYS a 1,358 2,512 9,455 15,110 20,917 
MISCELLANEOUS** .. 15 49 74 291 513 676 
Total Trucks, U.S, ... 23,558 17,517 25,139 100,160 172,736 222,222 
Total Cars, Trucks, 
U. 8. . cccsveseee 57,246 101,409 152,895 578,644 1,137,387 1,380,150 
Total Cars, Trucks, 
SEINE. cxcoccssesoseoesseanss 9,621 6,907 9,341 37,905 71,534 82,316 
Grand Total, 
Cars and Trucks, 
U. 8. = Canada 166,867 108,316 162,736 616,549 1,208,921 1,462,466 








"Revised 


**Misceliancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway is 


Mack totals. 


§.B. All U. S. totals include cars and trucks for military orders. 





GM Top duPont Customer 
Among Automotive Big 3 


CHICAGO. — General Motors is 
duPont’s major customer among 
the automotive Big Three and a 
big buyer of its own common stock. 

Those points were made in the 

Federal Court hearing in which 
the Federal Government is seek- 
ing an order under which duPont 
would divest itself of its GM 
stock holdings. 

The Government put duPont’s 
Sales to GM at $26.5 million in the 
first nine months of 1958, Full-year 
Sales in 1957 were $52.8 million, 
compared with $54.9 million in 1956 
and $69.6 million: in 1955. 

The duPont sales to Ford 
amounted to $2 million in the first 
Rine months of 1958, compared with 
$5.1 million in all of the previous 
year, $4.7 million in 1956 and $5.3 
Million in 1955. 

DuPont’s sales to Chrysler Corp. 





Dealer Heads Farm Group 


SANTA BARBARA, Calif.— Jim 
Van Etta, owner of a M-E-L deal- 
ership here, has been elected presi- 
dent of the Santa Barbara County 
branch of the Associated Farmers 


of California, 





totalled $442,000 in the first three 
quarters of last year. This com- 
pares with $831,000 in all of the 
previous year, $677,000 in 1956 and 
$951,000 in 1955. 

Seeking to prove that an order 
to duPont to sell its GM stock 
would not upset the market for 
GM stock, it was brought out that 
GM purchased 6,674,490 shares of 
its own common stock between 
1938 and 1958. 


George Russell, GM executive 
vice-president, testified the stock 
was used to pay bonuses to em- 
ployes and to meet obligations to 
the employe stock-savings plan 
introduced in 1955. 

The Government contended GM 
bought more of its stock in 1956 
and 1957 than would have to be 
sold by duPort under the Govern- 
ment’s proposed sale plan. Russell 
noted that GM could possibly dis- 
continue the stock plans, cutting 
the demand for the stock. 

The Supreme Court has ordered 
duPont to dispose of the stock and 
returned the case for the court 
here to work out a method to carry 
out the order. 


1,600,000 Cars Due in Ist 


uarter . *e 


Output Gains Steadily 


_ On Year-Ago Pace 


(Continued from Page 1) 


worked Saturday last week —car 
output is expected to hold above 
the 130,000-unit-a-week level for the 
remainder of the first quarter and 
into the first half of the second 
quarter. 

A year ago at this time, weekly 
output was moving along at an 
average of only about 89,000 units 
every five work days, or about 
49.4 percent below the current 
level. 

With the industry currently 
scheduling an output of 1,450,000 
cars during the second quarter—a 
44.5 percent hike from the 1,003,653 
cars turned out during the second 
quarter a year ago—it is now esti- 
mated that car manufacturers will 
complete the first half with a total 
of 3,040,000 cars. 


* > * 


HE 133,688 assemblies last week 
were recorded despite the fact 
that Chrysler Corp, was the only 
manufacturer to register an output 
gain over the previous week. 
Chrysler output rose from 14,- 
077 units a week earlier to an 
estimated 21,450 assemblies last 
week. Ford Motor was off from 
37,689 to 36,810 units, and Gen- 
eral Motors from 63,065 to 62,728. 
Studebaker remained about even 
with 4,300 assemblies last week, 
compared with 4,313 a week earlier, 
and Rambler was only slightly 
below its 8,432 assemblies a week 
earlier with 8,400 cars last week. 


Ford Motor’s dip resulted chiefly | 
from the fact that Lincoln and 
Thunderbird did not work Satur-| 
day last week, marking the first 
time this year that six-day opera- 
tions have not been in effect at the | 
Wixom (Mich.) assembly plant. 
Ford division had five plants work- 
ing six days the week before last. 

A breakdown of Ford Motor op- 
erations showed Ford division off 
from 30,922 assemblies a week 
earlier to an estimated 30,000 cars| 
last week; Mercury up from 3,892 
to 3,975: Thunderbird down from 
1,663 to 1,400; Edsel up from 703 to 
835. and Lincoln down from 689) 
to 600. 

> . > | 

ADILLAC, Buick and Oldsmobile | 

increased output last week, but | 
declines at Chevrolet and Pontiac 
prevented GM from registering a| 
corporate gain over the previous | 
week. | 





plants working only four days, | 


compared with 34,113 units a | 
week earlier; Buick was up from | 
7,085 to 7,267; Cadillac from 1 
to 3,360; Oldsmobile from 39, 
to 9,301 units, but ntiac 
clined from 9,471 to 8,300, 
Oldsmobile and Pontiac, 
as the seven B-O-P field plants, 
were on five-day schedules last 
week. However, Buick announced 
@ production cutback, effective 
March 24, to balance inventories. 
The return to five-day operations 
at Evansville, Ind.; Newark, Del., 
and Los Angeles helped each Chry- 
sler Corp. car-producing division to 


Spring Upswing 
Is Sectional Now, 


Cole Believes 


NEW YORK.—There no longer 
is such a thing as a universal 
spring market in auto retailing, 
according to E. N. Cole, Chevrolet 
general manager. 

Different sections have different 
peak periods, he told automotive 
reporters here. 

The Southeast market is best at 
introduction time, Cole said. 

“That is the time when Florida 
and the states grouped around it 
need their cars, ard need them 
fast,” he added. 

California and the Southwest 
find their best market periods at 
other times in the year, he said. 

But spring still provides the big 
sales spark in areas which experi- 
ence severe winter weather, he ad- 
mitted. 


28 


; 
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show output gains over the previous 
week. 

Plymouth climbed from 6,899 as- 
semblies a week earlier to 12,200 
units last week; Dodge was up 
from 3,682 to 5,000; Chrysler di- 





U.S. Car Output 








January-February 

Pet. of Pet. of 
1959 Total Total 1958 
Pos. Output Make Output Pos. 
1— 28.45 Chevrolet 31.03— 1 
2— 24.38 Ford 23.58— 2 
3— 1753 Pontiac 6.32— 6 
4— 750 Oldsmobile 8.42— 3 
5— 632 Rambler 4.62— 7 
6— 6.19 Buick 6.86— 5 
7J— 3.59 Plymouth 7.37— 4 
8— 3.14 Studebaker 0.52—14 
9— 3.13 Mercury 2.66— 9 
10— 3.05 Cadillac 2.95— 8 
ll— 134 Dodge 1.79—10 
12— 1.18 Thunderbird 041—15 
13— 06.99 Chrysler 1.17—11 
14— 095 Edsel 0.32—17 
15— 0.79 DeSoto 0.79—12 
16— 0.60 Lincoln 0.75—13 
17— 0.37 Imperial 0.34—16 
18— ..... Packard 0.09—18 

100.00 Total 100.00 

CORPORATE TOTALS 

1— 52.72 GM 56.58— 1 
2— 30.2% Ford 27.72— 2 
3— 17.58 Chrysler 1147— 3 
4— 632 AMC 4.62— 4 
5 3.14 S-P 0.61— 5 

100.00 100.00 









F lays Finance Proposals a 


GM Answers Crities 


53 


vision from 1,599 to 2,000; DeSoto 
from 1,373 to 1,700, and Imperial 
from 524 to 550. 
oF * * 
ON THE commercial-car front, 
the closing of Chevrolet’s St. 
Louis plant the entire week due to 
&@ modernization program forced 
truck output down from 25,139 units 
a week earlier to an estimated 23,- 
558 units last week. 


Truck output for February 
totalled 100,160 units, compared 
with 98,502 assemblies in January 
and 73,265 units in February last 
year. 

Canadian manufacturers pro- 
duced an estimated 9,621 vehicles 
last week, compared with 9,841 cars 
and trucks a week earlier and 6,907 
vehicles during the week ended 
March 8 a year ago. 

Broken down, Canadian output 
last week totalled 7,861 cars and 
1,760 trucks, compared with 8,258 
cars and 1,583 trucks a week 
earlier, 


February vehicle output in Can- 
ada totalled 37,905 units, compared 
with 34,790 cars and trucks in 
January. 


* * 


Rambler Output Upped 


To New High for March 


DETROIT.—American Motors 
will increase its production sched- 
ule for March to a record level to 
meet the increasing demand for 
the Rambler, E. W. Bernitt, vice- 
president of automotive operations, 
announced today. 


“The company estimates that it 
will produce 37,000 Rambler auto- 
mobiles this month,” Bernitt said. 
“This is 22 percent higher than 
February, and 8 percent higher 
than the present high of 34,316 set 
in January.” 

The average daily rate of pro- 
duction for March is estimated at 
an alltime high of 1,475 Ramblers, 
compared with the February rate 
of 1,400 units per day, he said. 








(Continued from Page 8) 


Illinois senator who now is counsel 
for the American Finance Confer- 
ence. 

One of the booklets said GMAC 
received 68 percert of GM dealers’ 
time sales financing in 1954. GM 
said the reasoning was “based on 
a false premise and the figures are 
incorrect.” 

AFC, according to GM, related 
GMAC’s credit extensions to the 
total extended by sales finance 
companies, when it should have 
related the GMAC figure to total 
auto credit extended by all 
sources. 

GM also assailed the AFC book- 
let’s references to GMAC’s financing 


\“t wo-thirds of GM’s automobile 


sales” and GMAC’s having “one- 
third of the whole market.” 

The corporation’s statement of- 
fered the following information on 
GMAC participation in the financ- 
ing of new and used cars pur- 
chased on credit from GM dealers: 

1. Assuming that the time sales 
of new passenger cars sold by GM 
dealers represented the same per- 
centage of their total sales as the 
overall percentage of time sales 
to total sales reported by the Fed- 
eral Reserve Board, GMAC’s par- 
ticipation in new-car time sales by 
GM dealers in 1958 was 41 percent. 

Its highest participation (since 
FRB figures became available in 
1947) was 46 percent in 1947, GM 
said. It was 42 percent in 1952. 

2. Approaching used-car time 
sales by GM dealers in the same 
way and assuming that, from 
1952-58 inclusive, from 60 to 65 
percent of used-car sales were 
made on time, GMAC’s participa- 
tion in used-car time sales by GM 
dealers was between 41 and 44 
percent in 1958. 

It was as high as 55 to 60 per- 
cent in 1952. 

3. On a combined basis of new 
and used passenger cars, it is a 
krown fact, GM said, that GMAC 
financed 25.9 percent of total new 
and used-car sales (cash and time) 
by GM dealers in 1958. 

Accordingly, if it is assumed that 
65 percent of both new and used 
cars were sold on time, GMAC’s 
participation ir, combined time 
sales by GM dealers was 40 per- 





cent for 1958. This figure was as 
high as 50 percent in 1952. 

The GM statement declared: 
“These statistics support the GMAC 
testimony before your committee 
in 1955 that GMAC’s participation 
in GM dealers’ time sales was be- 
tween 40 and 50 percent. They also 
show the inaccuracy of the con- 
clusions in the AFC booklet. 

“Finally, they show that com- 
peting financial institutions have 

a larger percentage of the time 
sales business of GM dealers than 
GMAC.” 

General Motors also denied that 
GMAC, because of its association 
with the parent company, car, bor- 
row money at considerably lower 
rates than its competitors. 

The corporation declared that 
“that there is practically no differ- 
ence” between the interest costs of 
GMAC and those of its principal 
competitors. 

The statement added: “It has 
also been said that GMAC, due to 
its association with GM, can bor- 
row money without giving its 
creditors as much protection as is 
required from its competitors. 

“Such advantages, if any, that 
GMAC has in this area are attrib- 
utable to its record of performance 
over the year.” 

> - 


AFC Directors Repeat 
Auto-Financing Stand 


HOLLYWOOD, Fia.—Directors of 
the American Finance Conference 
last week reasserted their opposi- 
tion to auto-finance companies 
which are owned by vehicle manu- 
facturers. 

They called for quick action on 
legislation which would force Gen- 
eral Motors to give up GMAC and 
which would prevent other auto 
makers from entering the finance 
field. AFC representatives voiced 
their views last month at Senate 
hearings on the finance bills. 

David Steere, AFC president, 
said, “This is more than a fight 
between the small finance compan- 
ies and General Motors, It is ac- 
tually a fight between all small 
business everywhere and monopoly 
which is trying to put them out of 
business.” 
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By John K, Teahen Jr. 
Staff Writer 


OTORISTS who finished high 

school before World War II 
remember fondly when gasoline 
sold for less than 16 cents a gallon. 
Southern Motors (Rambler), Savan- 
nah, Ga., traded on this bit of 
nostalgia to extol the economy of 
its 59 models. 

Southern contended that a 
Rambler owner gets 90 to 100 
miles for a dollar’s worth of gas 
and declared, “It’s the same as 
buying gas for 15 cents instead 
of 30 cents a gallon.” 

Other dealers using gasoline as 
a come-on in recent advertisements 
included Ray-Bradford LincolIn- 
Mercury, Huntsville, Ala., and Mike 
Persia Chevrolet, San Antonio, 

Ray-Bradford offered 100 gallons 
to the showroom visitor who drove 
a ’59 Mercury the farthest on a 
given amount of gasoline, and 
Persia gave 600 gallons to “the first 
100” buyers of ’59 models, 
+ * * 


LSEWHERE in auto advertising, 
Hine Pontiac, Dallas, appealed 
to two-car families—those who al- 
ready are and those who would 


Obituaries 


Karl M. Greiner, 56; 


Ex-Packard Sales Chief 
MARIN, Calif—Karl M. Greiner, 
former vice-president and general 
sales manager of the old Packard 
Motor Car Co. died of a heart 
attack Feb, 24 on his 56th birthday. 
Mr. Greiner, Western division 
sales manager for American Marc 
Corp., was general service manager 
of Nash-Kelvinator Co, prior to 
World War IT. 
. 





Joseph E. Coberly, 72; 


Pioneer Coast Dealer 


LOS ANGELES.—Joseph E. Cob- 
erly, 72, president of J. E. Coberly, 
Inc. (Buick), died Feb. 27. He was 
credited with being one of the first 
proponents of auto financing. 

Mr. Coberly, who entered the 
auto business here in 1916, was a 
past president of the Los Angeles 
Motor Car Dealers Assn, and the 
E Ford Dealers Advertising Assn. of 
; Southern California. 


. * * 


Byron J, York 
NEWBURGH, N. Y.—Byron J. York, 
president of B. J. York Motor Co. (Olds- 
mobile-Cadillac), died Feb. 25, He was 64. 
* . = 


Wilson C, Homer 

DETROIT.—Wilson C. Homer, 65, Chev- 
rolet dealer in Detroit for more than 30 
years, died March 2. Until his retirement 
two years ago, he was president of Don 
Homer Chevrolet. He was a past president 
of the Detroit samen Dealers Assn. 

. * 


Dr. Thomas Harris Cotten 
JACKSON, Miss.—- Dr. Thomas Harris 
Cotten, 95, retired dentist who owned the 
first Chevrolet dealership here, died re- 
cently. He sold his interests in the firm a 
few years ago. 
* * 


L. Sklar 
CHARLESTON, W. Va.—Harry L. Sklar. 
70, retired Manhattan (Kans.) auto dealer, 
died of a heart fee Feb. 26. 
* * 


Fred O. Nuetzel 

LOUISVILLE. — Fred O. Nuetzel, 92, 
former Louisville auto dealer, died Feb. 21. 
About 1912 he became a dealer for the 
old Mitchell car. In 1917 he rejected a 
Ford dealership, telling Henry Ford he 
thought the owe w= a@ passing fancy. 

: * 


Arvel J. Williford Sr. 
LIVERMORE, Calif.—Arvel J. Williford 
sr., 52, a used-car dealer here and a 
former dealer in ~~ Midwest, died Feb. 21. 
* * 


Joseph Miserendino 
CHARLESTON, 8. C.—Joseph Miseren- 
dino, 62, auto dealer here for more than 
39 years. died Feb. 19. He retired in 1954 
after selling his gun dealership, 
* 


W. D. Hurley 
GAINESVILLE, Tex.—W. D. Hurley, 48, 
Gainesville Cadiies dealer, died Feb. 16. 
* * 


Arthur Goodwin 
ROCHESTER, N. H.—Arthur Goodwin, 
23, sales manager for Burroughs Auto 
Sales, was killed Feb. 23 in an auto acci- 
dent in Revere, iam. 
* * 


Jared W. Miner 
PAWTUCKET, R. I.—Jared W. Miner, 
associated with auto retailing in this area 
since 1907, died Feb. 25. He operated the 
former Blackstone Motor Car Co. (Chrys- 
ler-Piymouth) mere one many years. 


Arthur W. Anderson 
CHICAGO.—Arthur W. Anderson, 63, 
sales engineer for Borg & Beck division 
of Borg-Warner. died Feb. 23. He had 
been a Borg & Beck employe for the last 
36 years. 


















said it would sell 
“actual 
dealer conditioning, 
Ryan said customers could inspect 
the factory invoices if they wished. 


AUTOMOTIVE NEWS, MARCH 9, 1959 
Price Stickers Also Promoted .. . 


Gas Fuels Up New-Car Ads 


Monthly payments of $61.68 per 
car were quoted, but Hine told 
two-car families, “Your first car 
probably will make the downpay- 
ment; your second car can lower 
the monthly payment.” 


In Birmingham, Ala., Williamson. 
Willey Pontiac Co, argued that 
owners can save money by trading 


The company estimated that a 
’56 car will depreciate $350 between 
February and October while 
prices will drop only $100 during 
that period, saving the early buyer 
$250. 


* * > 


SED cars were set to music by 
(Hillman), 
Grand Junction, Colo, Moss said, 
“You'll find the quiet purr of their 
engines like a Beethoven sonata. 
their flashing colors in the mood 
of a Rachmaninoff concerto, their 
power and performance 
Wagegnerian opera.” 


Moss Motorama 


The dealership noted that teen- 
agers could substitute Eddie 
Fisher, Elvis Presley and Bill 
Haley for the longhair trio. 


Plymouth wagons got the 4-S 
treatment from Middlekauff Mo- 
tors, Hagerstown, Md, The com- 
pany urged: “SEE a station wagon; 
SELECT a station wagon; SAVE) 
on a station wagon; SMILE in a 
station wagon.” 

Glover Motors, Asheville. N. C. 
used a full-page ad to offer bar- 
gains on all Chrysler Corp. cars. 
The firm was celebrating its ap- 
pointment as a Dodge dealership. 
making it one of the nation’s 16 
full-line Chrysler outlets. 

* > > 


HE Federal price stickers are | 

helping many dealers prepare 
their newspaper advertising. In 
New Albany, Ind. Jim Cooke 
(Buick-Rambler) 
Sabres and two Electras, mentioned 
the equipment and showed the 
“Government sticker price” and 
“Our price.” 

Cooke’s prices were about $650 
below the sticker figures on the 
LeSabres and nearly 
the Electra labels. 


listed two Le- 


George Pattison Pontiac, Biloxi, 
Miss., reproduced a price sticker 
which listed a Catalina four-door 
sedan with radio, heater, auto- 
matic transmission and other 
extras at $3,473.98, “Our price for 
this car is $3,171.94,” Pattison 


said. 
In Cincinnati, Fuller Ford said | 
all cars would be sold at “factory 
suggested base prices,” but buyers 
could equip their new models at 
a@ penny per item, Automatic trans- | 
mission, radio and heater were in- | 
cluded in the one-cent sale. 


Power steering is free if you buy 


your car on your first call, Fuller) 
said, 


Ryan Ford, Hattiesburg, Miss., 
59 models at 
invoice price, plus $40 
plus $100.” 


In Louisville, Koster-Swope Buick 


and Perkins Plymouth engaged in 


4 Percent Rise 
In Traffic Deaths 
Noted for Month 


"59 


like a 


$950 under 





| 


i 








not,” 
Buick dealer does not know the 
price of a Plymouth, _.. ,. The cor- 


c rect factory-suggested list price of 
now instead of waiting till the end|a Fury two-door hardtop is $2,- 
of the modelyear. 


like to be—with an “economy pack-|a price vendetta of their own. 
age” of a new Pontiac and a new 
Vauxhall for $399 down, cash or 
trade. 


It started when Koster-Swope 
incorrectly quoted the factory- 
suggested retail price of a Plym- 
outh Fury two-door hardtop at 
$2,834—just a few dollars less 
than a Buick LeSabre hardtop at 
$2,849. 

Perkins howled, 
Perkins crowed, 


“Believe 
“a 


714.25. 








We'll Take You to Our Leader | 


If you're a finance man who has made a good | 
record as manager, supervisor—or even pres- 
ident—we want to take you to our leader for 
a fine future with a big company that’s get- 
ting bigger all the time. Plenty of room for 
you to grow with finance and direct loan or- 
ganization now operating in five states. Abil- 
ity and 


we use for advancing 


Sun Finance Building 


Finance Men 


initiative are the principal 


Eric 


SUN FINANCE 


You'll meet our leader later. 





ASSISTANT 8 E R VIC E MANAGER for 
Cadiliac-Oldsmobile dealer with new, | 


modern facilities 
nity of 50,000. 
sales, customer 
assistance 


in prosperous commu- 


trouble diagnosis 
the Service Manager 
supervision. Man selected 
potential to relieve 
whenever necessary. 


to 


well as a future. Contact Mr. 


Motors, Rome, 


1835. 


Inc., New York, Phone: 





ne 


MMEDIATE OPENING—experienced 
heavy duty truck salesman for franchised 
Ford dealer with exclusive heavy duty 


truck distributorship twenty-three coun- 
ties northeast Florida territory. Excellent 
opportunity five figure income for man 


able to establish effective sales promotion | 


program and produce sales with full 
dealership and factory support. Send 
complete resume business and personal 
background Box 1708, Jacksonville 2, 
Florida. 


SALES CAREER 


Nation-wide avtomotive parts manvu- 
facturer-distributor offers depression- 
proof sales opportunity. Protected ter- 
ritories with established accounts now 
available. Average earnings $8,000 to 


$10,000 per year. Great opportunities 
for advancement to executive positions. 
Write today giving background and 
sales experience. 


Box 254, c/o Automotive News, De- 


troit 7, Mich. 





CHICAGO.—The National Safety| PROFITABLE SIDE LINE available to 


Council has reported that highway 
fatalities across the country went 
up 4 percent in the opening month 
of 1959. 


The increase brought a halt to 


continued improvement in the traf- 
fic toll that began more than two 
years ago and had saved more than 
2,600 lives, the Council said. 


The January toll was 2,875, an in- 


crease of 110 over the 2,765 total 
for the corresponding month last 
year. 


Traffic accidents in January also 


resulted in approximately 100,000 
disabling injuries, the Council said. 


January was only the third 


month in the last 26 to show an 
increase in traffic deaths over the 
like month of the year before, the 
Council added. The toll for October, 
1958, was up 3 percent, and in 


August, 1957, it went up 4 percent. 





SALESMEN to 


$1,000.00 A MONTH 


salesmen now calling on franchised deal- 
ers in small towns. Advise lines now 
carried, area covered. Edward Fiske Co., 
2 Depot Plaza, White Plains, New York. 


BODY SHOP MANAGER for large Chevro- 


let dealership, Age 30 to 45 years, must 
be experienced in all phases of body shop 
management, capable of handling $12,000 
to $20,000 per month customer labor. 
Character and credit references required. 
Mail complete background and recent 
snapshot: W, E. Black, Oden Chevrolet, 
Inc., 333 San Mateo 8, E., Albuquerque, 
New Mexico. 


sell the book “AUTO 
COSTS”’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks, Huge demand. High com- 
missions—No territory restrictions, Auto 


Costs, Box 224, New York 1, N,. Y. 





selling automotive 
shelving—parts b in s—counters—gasket 
and tail pipe racks—shop equipment, 
Terrific commissions. Free 32 page cata- 
log—jobber discounts, BFC Corporation, 
2846 E. Hedley, Philadelphia 37, Penn- 


sylvania. 


it or 
local 


“Perkins’ price is hundreds less. 


guides 
personnel. Starting sal- 
ary open to discussion: many advantageous 
company benefits. Tell us about yourself, en- 
close a recent photograph and then we'll ask 
you to Cleveland at our expense. Write (in 
confidence) to: Bruch, Vice President 


Cleveland 14, Ohic 


Duties will include service | 
and 
in | 
should have 
Service Manager | 
Attractive compen- 
sation plan gives this job a present as 
O’ Connor 
by phone, wire or personally. O'Connor 


Perkins will always sell Plymouths 
for hundreds of dollars less than 
Buick.” 


Koster-Swope backtracked but it 
wouldn’t give up. It noted that the 
LeSabre is $78.25 less than a Plym- 
outh Sport Fury two-door hardtop 
which bears a sticker price of $2,- 
927.25. The Buick was offered for 
$17.81 weekly, plus local tax, 


Perkins wasn’t willing to drop 
the matter, It advertised: “At 
Perkins, you can buy a ’59 
Plymouth V-8 two-door hardtop 
for $600 less than the cheapest 
Buick hardtop (factory-suggested 
selling price as advertised by a 
local Buick dealer) .” 

Perkins added, “You don’t pay 
$17.81 per week plus tax. You pay 
only $11.91 per week ixcluding all 
taxes and transportation charges.” 





| Poland, Czechoslovakia, Hun 








—_—_————————_—_—_—_— —__ 
Hertz Cars Available 


For Iron-Curtain Tri 

CHICAGO. — Robley H. Evang, 
executive vice-president of 
International, announced that ay. 
rangements have been com 
which will enable tourists % 
drive Hertz cars into 


Yugoslavia and Bulgaria-Rouma. 
nia. 

It marks the first time 
plete car-rental facilities hay, 
been available behind the 
Curtain, Evans said. Chauffe. 
driven rent-a-car service int, 
these countries also is available 
through Hertz, he added, ang 
service will be provided th 
Austrian Rent-A-Car Se 
Hertz licensee in Vienna. 




















| GENERAL MANAGER—20 years’ experi- 

ence as successful new and used car 
salesman—sales manager—general man- 
ager — dealer — field representative and 
factory sales executive, Presently general 
manager large “‘Big Three’ dealership 
in very competitive metropolitan area. 
Can obtain, train and supervise all deal- 
ership department employes and through 
them retail new and used cars profitably. 
Currently well paid for successfully per- 
forming these duties, but desire change 
with possibility of eventual buy-out. 
Please contact Box 255, c/o Automotive 
News, Detroit 7. 


SALES MANAGER--Youngs, aggressive 
sales manager, thoroughly experienced in 
all phases of dealer operation. Married. 
38, college graduate, with over ten years’ 
experience as sales manager with lead- 
ing Chevrolet dealers. Can hire, train 
and build hard-hitting and productive 
sales force. Also interested in opportuni- 
ties to invest Desire to relocate in 
metropolitan New York area, New Jer- 
sey or New England. Will consider other 
areas. Can furnish excellent references. 
All replies held in confidence. Box 257, 
c/o Automotive News, Detroit 7. 


NATIONAL LEASING ORGANIZATION 
Sales manager for volume Chevrolet 
dealership for 12 years desires to join 
progressive leasing organization. I am 
young, married, college trained and will- 
ing to travel, Have highly successful 
retail automotive sales background All 
replies in strict confidence. Box 258, c/o 
Automotive News, Detroit 7 

MANAGER, CHEVROLET. Desires change 
to southeast. Would like 
newly appointed dealership. Experienced 
in organizing and supervising entire or- 
ganization. Box 244, c/o Automotive 
News, Detroit 7 

HAVE EXPERIENCE—WILL MANAGE— 
Either general or sales. Young, married, 
aggressive. Fully experienced in all 


phases of dealership management, in- 
cluding customer relations. Prefer to 
locate in southeastern Michigan with 
Ford deal, but will consider the right 
offer elsewhere. I can develop a real 
profitable operation for both of us. 
Would like buy-out option with older 


dealer wanting retirement, Ready to go 
to work at once. If you need help, con- 
tact me right away for a persona! inter- 
view. Willing to come on a trial basis 
to prove results. Box 245, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER—Rambler or Stude- 
baker preferred, 150 to 300 potential. 
central or midwest. Owner must want 
clean, ethical operation. Can assure I'll 
be an asset to your business, and have 
the ability of attracting and training 
high type men. Can sell and teach others. 
Have the know-how on service, parts, 
used cars and advertising. Married, al- 
ways community minded, strictly sober. 
If you have the potential and right 
ideals, I'll help you realize your dream— 
and you can afford me, Box 246, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER: CADILLAC, PON- 
TIAC. Young, conscientious, hardworking 
family man wishes employment in New 
Jersey. I can furnish best of references 
from present employer and factory, I’ve 
worked my way up from apprentice 
mechanic through all departments in 
a dealership, My ‘‘know-how’’ comes 
from ambition. I would like to work 
for a dealer who would teach me the 
top end of the business. I realize my 
pay would comply with my ability to 
learn, Box 247, c/o Automotive News. 
Detroit 7. 


GENERAL MANAGER or SALES MAN- 
GER, capable taking complete charge. 
Twenty years’ continual management 
experience with Ford, General Motors 
and Motors Holding. Capable of produc- 
ing profit, Excellent background, factory 
references. Box 248, c/o Automotive 
News, Detroit 7. 





connection with | 


| AS I AM BEING RETIRED from my = 








POSITION WANTED 


ployment (since 1935 with Chrysler a 
cepting three war years), I am looking 


for a new job. My experience includes 
assignments as District Manager, Usd 
Vehicle Merchandising Manager, Regional 
Manager (cars and trucks), Division 


Truck Manager and Special Vehicle Sales 
Manager. Previously with Hudson factory 
and distributor. Health splendid and am 
still willing to work and assume respon 
sibilities, Would you care to discuss the 
possibility of my services being profitabis 
to you? Ross M. Godshalk, 1259 Notting- 
ham Road, Grosse Pointe Park 30, Mic 
igan—Phone: VAliey 1-7762. 
ACCOUNTANT AND BUSINESS MAN- 
AGER—30 years’ experience in Chevroist 
and General Motors accounting; expet 
typist and stenographer; experienced i: 
all phases of tax work. Address Box 23, 





| chasing and engineering departments of al 








c/o Automotive News, Detroit 7. 


MANUFACTURER'S REPRESENTATIVES 
An aggressive 2-man team with a combined 
total of 28 years’ experience in automotive 
O.E.M. contact, now seeking new lines. Wit 
headquarters in Detroit, we now contact per 


major automobile manufacturers. 
c/o Automotive News, Detroit 7. 


Box Bi 





YOUNG MAN with retail, wholesale selling 
and managerial experience with truck 
manufacturer, desires to contact manu- 
facturers who want representation on the 
Pacific Coast. Want either a manufac- 
turer's representative or distributor's 
agent position on the wholesale level 
Living in Pacific Northwest now and will 
furnish the best references. Box 20, 
c/o Automotive News, Detroit 7 


FORMER DEALER . Twenty years 
experience both large and small deal 
making plans to travel southern states. 
Will handle single line if sufficient po 
tential exists. Otherwise will handle se 
eral non-conflicting lines. Considered 
pretty fair country speaker and cs 
hold enthusiastic meetings, Particularly 
suited to sales training or sales promo 
tional ideas and materials. Consider 
direct mail best media for dealership 
advertising. Box 249, c/o Automotive 
News, Detroit 7. 

BUY-IN ARRANGEMENT, Young mas 
with dealership and factory experience 
desires position as general manager with 
opportunity to make an investment. Ref- 
erences exchanged. Southeast only, Ba 
256, c/o Automotive News, Detroit 7. 

DEALERSHIPS AVAILABLE 

DEALERSHIPS AVAILABLE with a nom 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruisef, 
house trailer—steel hull, aluminum cabia, 
toilet, kitchen, three open sun 
One person operation. Sleeps four ® 
luxury. Only $2,495 retail F.O.B. Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales. 
Your regular finance company will give 
wholesale-retail financing as in cars. 
Pierson Distributors, Eastland, Texas. 














FOR SALE—Automobile dealership hat 
dling new Pontiacs, Buicks, Oldsmobile 
and GMC trucks since 1933, Located @ 
historic Edenton, North Carolina, and 
within 12 miles of the new 20 million all 
dollar government project at Harvey 4A 
Point, N. C. Sale necessary to men 
estate. Contact: Wayland L, Jenkins, wid 
Co-executor, Aulander, North Carolin only 
Phone: 2171. (inc 
NEW CAR DEALERSHIP—LOS ANGELES oe 
SUBURB AREA. Handling one of the 7 
“Big 3°’ with low price to highest price — 
class new cars, Also includes very pop} 
lar import car sales agreements, Prove® 
location for profits, Excellent used caf uf 


market. 500 planning potential annually. 
Facilities more than adequate with mod- 
erate rent. Buy only parts at inventory; 
tools, equipment and leaseholds at fait 
market value and assume new-car 
ventory. Factory approval necessary. 
250, c/o Automotive News, Detroit 1. 

DEALERSHIP HANDLING PONTIAC 
Vauxhall, GMC truck in a South Carolin@ 
town of 5,000 population, Good trad 
area, textiles and farming. Parts 
bins, shop equipment, service too's 
office fixtures, all for $6,000, Must be 
factory approved. Box 251, c/o Autom 
tive News, Detroit 7. 












») EALERSHIPS AVAILABLE 
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BUSINESS OPPORTUNITIES 
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CARS FOR SALE 
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DEALERS WANTED 
for 


Turner Sports 
Roadster 


»mpetitively priced sports car 
noice Locations Available in 
New York, New Jersey and 
Connecticut 
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Phone, wire or write 


NEMET IMPORTED CARS 


153-19 Hillside Ave., Jamaica, N. Y. 
Phone: JAmaica 3-5858 
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DEALERS NEEDED to meet the 
« demand for Alma mobile homes 
side-line for auto dealers, Newly 
top quality value line priced 

to se fast, Some excellent territories 
still open for Alma Franchise with guar- 
anteed sales areas, Write for full details 
on the new Alma deal or phone Ken 

Mitche!!, 920—Alma, Michigan 
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AUTOMOBILE DEALERSHIP for sale due 
® to iliness—excellent location in Florida. 
; Franchise handling Studebaker-Willys, 

established 1940, 50% repeat business. 
City doubled population in ten years 
Governmental, college and industrial out- 
jets for excellent volume of business. 
Box 252. c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED 

WiLL BUY FOR CASH Chevrolet or Ford 
dealership, anywhere, any size, where 
potentia! is sufficient, Am accustomed to 
leadership in sales at a satisfactory 
profit. If you have a sick dealership 
wish to retire, or want to sell for any 
reason, I may be the cure. Rest assured 
any communication will be held in strict 
confidence, No real estate please. The 
time to sell is when you are doing good 
Write me now. E. E. Holman, 8311 San 
Benito Way, Dallas 18, Texas 


WILL PAY CASH for Chevrolet or Ford 
dealership selling 500 or more new units 
annually Factory approval assured 
South preferred. All dealings strictly con- 
fdential W. R. Johnson, 18 N_ High- 
land. Memphis, Tennessee, Phone: 
fax 4-4735 


DEALERSHIP WANTED—4100 to 400 po- 
tential, Georgia, Florida, South or North 
Carolina. Box 259, c/o Automotive News. 
Detroit 7 | 


DEALER SERVICES — 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL | 


Militery Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months. - 

2. Cars may be taken overseas without 
refinancing. 

3. We finance, or refinance, an rein | 
the world, at low, money-saving rates. 
for officers and enlisted personnel of 
pay grades ES and above... 
simplified, non-recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 eneeet 

San Antonio, Texas—Telephone CApito! 6-268! 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 
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Air Force Cadets 


Ne Down Payment 
36 Months te Pay 
lew Bank Rotes 
We handle all branches of the service, tech. 


gts. and officers, No dealer liability. Car 
may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


CA 3-4356 2625 Broadway 
San Antonio, Texas 
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H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


BP ER BI 


and America’s Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
tates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, rt Bragg. mp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phon 
BR 2-2034, BR 53757, Greensboro, N. C 
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STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost. The book, “‘AUTO COSTS,”’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10— three year subscription $18 
(including all supplements). AUTO 
ey! Box 224, Dept. 3Z, New York 
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TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar 


goods. 
APPRAISAL SERVICE 


Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 
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Exclusive Franchise 


New, multi-million dollar method of re- 
surfacing chrome, all metals, etc. 





Simple—fast—£conomical—Guvaranteed 





Present operation extremely successful in 
23 states. Constant demand forces expan- 
sion to New England states, New York, 
Pa., and entire eastern . 


Pilot operation presently earning in ex- | 
| cess of $50,000 yearly, net. Small invest- 
|ment secured 


by inventory. 


for 
proven high income opportunity. 

ALLIED AUTOMOTIVE, Box 216, ¢/o Auto- 
motive News, Detroit 7. 





BUY SURPLUS PROPERTY DIRECT 
NOW FROM GOVT.—Jeeps, trucks, trac- 


tors, boats. aircraft, amphibious vehi- 
cles, miscellaneous Fraction of Army 
and Navy costs. Send for ‘‘U. 8S, Depot 
Directory and Procedure’’—$1.00. Gov- 
ernment Surplus Sales, Box 8-AU, Sun- 
nyside 4, New York. 


USED CAR LOT, 45 miles from Los An- 
geles, 5 miles from new Pacific missile 
range. Nothing to buy, fully equipped. 
$100 a month, $2,750 for improvements. 
Box 241, c/o Automotive News, Detroit 7. 


WILL BUY—LEASING _ 





AUTO LEASING COMPANIES 
OR LONG TERM LEASES WANTED 


Leading national car and truck leasing com- 
pany will pay cash for auto leasing com- 
panies, or car or truck leases, or vehicles 
now under lease. Please send full details. 
CAR PLAN, INC. 
735 Port Washington Bivd., 
Port Washington, N. Y. 





MR. RAMBLER DEALER: Don't pass the 
opportunity at your door in leasing your 
economical high-resale product. We are 
anxious to buy your leases on qualified 


Write today | 
information on this established and | 





credits in all eleven western states. Write | 


to: Ridgway, Courtesy Credit, 2838 N. 


E, Sandy, Portland 12, Oregon. 


‘DECAL TRANSFERS 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., H 
Cleveland 3, Ohio 
Fe ~ CARS FOR SALE — 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 


We Supply 


! 
English Manuals 


Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


KENT IMPORTS, 
INC. 


Small Cer Division, 
Sales and Service 


2911 35th Avenve, 
Long Island City 6, N. Y. 
EMpire 1-1690-1-2 


1957 
PLYMOUTH TAXICABS 


from Standards & 


Automatics 
Phone, Write or Wire Mr. Karlin 
EMKAY MOTORS 


1046 Bedford Ave., Brooklyn, N. Y. 


UL 7-0651 


VOLKSWAGENS 
. *59” 9 


Equipped with: Leatherette Uphol- 
stery, Blinker Directional Signals 
(no arrows), Double Bumpers, Elec- 
tric Windshield Wipers, Heater, De- 
froster, Sealed Beam Lights, Safety 
Glass, Mileage Speedometer. 


Continuous Supply, Will Ship Anywhere 
Call, Write or Wire 











NANA TRADING CORP. 


120 Wall St., New York 5, N. Y. 
TWX NY1-4811 


BO 9-4747 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 




















FAir-| TRUCK DECALS; no charge for sketch; | 





VOLKSWAGENS 


Buy From The Largest 
And Most Experienced 
VW Supplier 


We sell only the best '5és 
through "59s — All models 
available——No red tape—No 
waiting. Shipments to South 
and West Coast ports. Orders 
for 1 to 100. 


Complete American models. 
State inspection guaranteed. 


VALENTINO 
MOTORS, INC. 


“It's easy to do business in 
Baltimore’ 


4709 Bel Air Road 
Baltimore 6, Md. 
HA 6-4700, Mr. Grillo 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 86'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 


These are clean low mileage cars for 
sale in smal! lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 


For information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 


Chicago, Illinois 


DEleware 7-7272 Don Miller 





VOLKSWAGENS 


TOD-O-CAR, INC. 


1415 Haines St., 
Philadelphia 26, Pa. 


WaAverly 7-3500 


Immediate Delivery 


1959 sedans, convertibles, 
Karmann Ghias, Micro Buses, 
All commercial models. 


N. C., S. C., GA. Representative: 
J. ©. Clanton, Darlington, S$. C. 
Phone: L. D. 2 


VOLKSWAGENS 


Fully Americanized, with double bumpers, 
| , directional signals, AS | glass. Im- 
mediately available New York new 1959's and 


clean 1958's. Lowest prices. 





Save Money on Volkswagen Imports 


Order for delivery within two to three weeks 
new 1959 Volkswagens, your choice of colors, 
into the ports of New York, Jacksonville, 
Houston or Los Angeles, and save about $75 
per automobile. 


ALKEL CORPORATION 
54 Franklin St.—4th Floor 
New York, New York 
BEekman 3-6510 








CARS WANTED 


WANTED: BUICK 1953 Skylark—from 
east coast. Must be clean. Box 237, c/o 
Automotive News, Detroit 7. 





WE BUY 
FOREIGN CARS 


NEW OR USED. ALL MAKES, ALL MODELS, 
INCLUDING DISTRESSED MERCHANDISE. 


Box 227, c/o Automotive News, Detroit 7. 


PARTS FOR SALE 


$25,000 


Stock of Willys Parts for 
Trucks, Jeeps & Passenger 
Cars 
50°% Below Dealer's Cost, 
Dealer Has Changed Lines 


Parts consist of fenders, heaters, springs, 
wheels, complete stock of engine and 
transmission parts, any amount or will 
accept bid on lot. 


MONARCH MOTORS INC. 
Formerly California Willys Co. 
445 SOUTH VERMONT AVE.., 
LOS ANGELES 5, CALIF. 














Brand New Oldsmobile 
PARTS FOR SALE 


25% below dealer cost. Years 1946-53, chassis, 
body & engine. Heavy quantities of moldings, 
shields ead Hydra-Matic parts. All inquiries | 
answered promptly, Leslie T. Haskins, Inc., 
467-468 Washington St., Wellesley, Massachu- 
setts. “Our 30th Anniversary.” 





| LLOYD PARTS—Orders shipped promptly. 


Al Lioyd Motors, 


Inc., Fort Lauderdale, | 
Florida. | 





SIMCA PARTS — 35% OFF Simca i 
Book list. All orders shipped C.O.D. day 
received. Box 132, c/o Automotive News, 
Detroit 7. 











Ford and Mercury 
Parts 


New, Genuine, Year 1940-53 
50% - 75% Discount. 


We specialize in new, obsolete, genuine Ford 
and Mercury parts. Prescott Salvage Com- 





g PARTS WANTED 


ANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
| cars and trucks. Send lists for immedi- 
| 
| 


he 


ate orders to: Jack's Auto Parts, 606 
Anderson Ave., 
WHitney 3-6666. 


TRUCKS FOR SALE 








USED 
GMC TRACTORS 


1955-1956 Model 632 
_ Equipped with: GMC 503 


| Gas Engines, Fuller Roadranger Transmissions, 
Timken R-140 Single Reduction Axles, 10.00 x 
22 12 Ply Tires and many, many extra features. 
Much better than average condition. 40 units 
| available. Locations—various from Chicago to 


to: 
GMC TRUCK & 
COACH DIVISION 
603 West 23rd Street 


"S57 HOLMES 3-ton Wrecker. Fully equipped 
—like new condition. Earl's Pontiac, 
Inc., Strongsville, Ohio. 





TRUCKS WANTED | 








| 

LATE MODEL TRUCKS WANTED—All 
makes—ilong wheelbase, short wheelbase, 
dumps, tractors, and tandem trucks— 
with or without bodies. Write or call 
Bill or Marvin Fishel, 717 South Vande- 
venter, St. Louis 10, Missouri. Phone: 
FRanklin 1-1750. 





2. 


WANTED: LATE MODEL WRECKER 2-| 
ton chassis equipped with number 525 | 
Holmes crane. George T. Crosby, 350 | 
West Morris St., Bath, New York. | 
Phone: Bath, PR 6-3052. ' 


pany, Prescott, Arkansas. | 


Cliffside, N. J. Phone: | 


Houston and points east. Direct all inquires | 


New York 11, New York 
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BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL Fos. Factory Net) 


$44.85 Fed. Tax Included 


Libera! Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian Distribytors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 





1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 
| American cars, three trucks, 25 foreign cars 
—plus all optional accessories — Shows all 
Standard Equipment for Ali Models—Yeari 
subscription price—$10. 5% discount for ca 
with order, All supplements free. DEALERS 
AND AUTOMOTIVE AFFILIATES ONLY — 
|NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 
| 
| K-B SALES CO., INC. 
, eet 

ROCK ISLAND, ILLINOIS 


Dept. D-1, 924 Lith Str 








SHOP EQUIPMENT FOR SALE 


120 GENERAL STEEL, BERGER BINS. 
Good condition, many only four years 
old. Major Chevrolet, Long Island City, 
New York. AStoria 4-0700, Mr, Schu- 
macher. 

MAKE BIG MONEY in car ‘‘tune-ups’’! 
Electronic testers make auto specialists 








out of ‘‘screwdriver mechanics!’ Write: 
Motoraide Corporation, 2400 Emerald 
Street, Philadelphia 25, Pa. 


ANTIQUE CARS FOR SALE 

| FOR SALE: 1922 CHEVROLET —runs 
good—looks good. New tires. To be sold 
to highest bid received on or before 
March 16, 1959 at 12:00 noon at Go-More 
Chevrolet Co., Washington, North Caro- 
lina. Telephone: WH 6-5171. Make us 
an offer. 





| 1919 CHEVROLET hardtop. The first true 
hardtop in the world, Glass stores inside 
doors and behind rear seat—center posts 
remove and store. 7,000 actual miles, 
really a gem, Upholstery, body like new. 
Runs like a top. Price $950 for quick 


sale. Glenn Burdick, 3906 Brewerton 
Road, North Syracuse, New York, GL 
8-0224. 


BUY IT! 
TRADE IT! 


SELL IT! 
HIRE HELP! 


Through 


AUTOMOTIVE NEWS 
Classified Want Ads 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


One Year $9 [] or 
All Other Countries — One Yea 


TO. 2.0. 
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Street Address... 
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AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 


Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [J Financial [] Supplier 1] 

MN GI 6 ici Chaos sade teh abies dintthewn Mite 

3-9-59 
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Two Years $16 [] 
r $13 [1] or Two Years $22 [J 
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How much advertising can a FORD dealer $13. 2 4°? ° 
in PHILADELPHIA get for... 


That amount buys 9 lines (less than 2/3 of an inch) in the leading Philadelphia newspaper or a full-color, full-page ad in The 
Saturday Evening Post! Every Ford ad in the Post reaches 550,007 prospects right in Philadelphia—Post-Influentials, who not 
only buy cars, but help sell them, too! Yet the factory’s cost per Philadelphia dealer is only $13.24. That’s efficiency, that’s sales 
power ...at the /ocal level! Proved! Ford gets more than 29 million Ad Page Exposures—29 million face-to-face contacts 


with Post-Influentials—with every ad it runs! Like to know how many of your local prospects your factory’s ad will reach... 


and at what cost? Drop me a card. Let me know the make of car you sell and your city. Jim Gavagan, Vehicle Marketing Mar., 
The Saturday Evening Post, Independence Square, Philadelphia 5, Pennsylvania. 


YOU CANT BEAT 


ae ia ee ee 
i. A CURTIS MAGAZINE 


Sell the POST-INFLUENTIALS 
they tell the others 


FOR LOCAL IMPACT ! 





